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Compacts Attain 
31 Pet. of Sales; 
Imports Also Up 


Falcon, Corvair Add 
Volume in February; 


Rambler Pressed 


By Robert M. Lienert 
Associate Editor 


coe cars exercised greater 
leverage than ever before in the 
new-car market during February, 
registration figures indicate. 

There were also signs that in- 
tense competition among the 
compacts is beginning to shake 
up that particular segment of the 
market. 


According to industry sources, 
the domestic compacts’ share of the 
overall market stood at a record 
high of 31.04 percent in February, 
compared with 30.29 percent a 
month earlier, the previous high. 

* * * 

'H the compacts’ deeper pene- 
tration indicating a market 
swing toward lower-priced units, 
there was a trend toward low-ticket 
nameplates within the compact 
field itself. Among the compacts, 
only Falcon and Corvair sold more 
cars in February than in January. 

The economy-market wave also 
touched imports, with their vol- 
ume moving upward for the first 
time since last August. 

Industry sources listed the fol- 
lowing compact-car registration to- 
tals for February: Falcon, 30,297; 
Rambler, 21,684; Corvair, 21,167; 
Comet, 11,059; Valiant, 8,002; Tem- 
pest, 6,901; Studebaker, 4,607; Spe- 
cial, 4,336; F-85, 4,333, and Lancer, 
3,991. 

* * * 

5 hprietoy February became the best 

month of the year for Falcon 
and Corvair. On the other hand, 
it showed the lowest monthly vol- 
ume for Rambler since January, 
1959 (more than two years), and 
the worst for Studebaker since Oc- 
tober, 1958—the month before Lark 
was introduced. 

Rambler—which for years had 
the compact field to itself—es- 


caped third-place ranking among 
compacts by a bare 517 units, its 
margin over Corvair. 
‘Improving their position in the 
compact field — through broader 
Rene on sore Col, 1) 





Each Maker's Share... 








Pet. of Pet. of 
Regis., Regis., 
FEB. JAN. 
Chevrolet. .................. 26.91 26.18 
ae 2) sok cgecsdessceses 23.17 22.40 
MMNCEEO on... es cccccccccssees 6.36 6.65 
Rambler .................... 5.78 6.13 
Oldsmobile ................ 5.45 5.89 
Plymouth. .................. 5.30 5.37 
en. ceastes soe 4.52 4.98 
ee 3.85 3.91 
easel ececsinte 2.95 2.87 
Cadillac _.................. 2.79 2.85 
DROROUPY  .........ccesceceees 2.07 2.23 
Chrysler .................... 1.45 1.61 
Studebaker .............. 1.56 


Lincoln 






GEN. MOTORS. ....46.03 


FORD MOTOR ..... 28.86 
CHRYS. CORP. ....10.81 11.16 
AMER. MOTORS.... 5.78 


S-P 


*—-Miscellaneous figures include imports. 


New-Car Sales Analysis, 1961-1960 
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Colbert Presides at Annual Meeting— 

Wielding the gavel at Chrysler Corp.'s stormy annual meeting of shareholders is 
L. L. Colbert, chairman and president. Top management executives standing behind 
Colbert include C. L. Jacobson, lower left (scratching head), dealer relations vice- 


president and former director; R. P. Laughna, upper left, 


marketing vice-president; 


and Lynn A. Townsend, second from right in front row, administrative vice-president. 
(Automotive News photos oy Benyas-Kauf man.) 


‘Outsiders ’ Map Chrysler Course 


By Maynard M. Gordon 
News Editor 


ENTER LINE, Mich.—Non- 

management directors, now 
holding the balance of power over 
Chrysler Corp. policies for the first 
time in company history, may initi- 
ate a reorganization program as 
early as next Thursday. 

Chrysler’s 18-man board will 
meet in New York this week to 
elect officers. The 11 “outsiders” 
on the board have the votes to 
reelect or replace L. L. Colbert 
as chairman and president. 
Colbert admitted his minority 
position here last week during the 
largest and stormiest annual meet- 
ing of shareholders ever held by 
Chrysler. He revealed that the non- 
management directors have formed 
a committee to review the status of 
all top executives, not excluding his 
own. 
- a * * 

HUS, the “one-man rule” of 

Walter P. Chrysler, K. T. Keller 
and Colbert himself may be in the 
discard under a torrent of share- 
holder and dealer criticism because 
of declining sales, fickle profits and 
top-level conflicts of interest. 

In familiar “fire-the-manager” 
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fashion, the 800 shareholders jam- 
ming the meeting at the Training 
Center here levelled their howitzers 
at Colbert himself. Half a dozen 
shareholders called for his removal 
from command, with the most sur- 
prising blast coming from William 
C. Newberg, former president. 

It was just a year ago, after a 
Colbert-controlled board was re- 
elected at the 1960 annual meet- 


61 High Reached 
By Car Production 


Truck Rate Largest 
Since Last June 


By Martin L, Whitmyer 
Staff Writer 

AR production in the United 

States continued to climb last 
week, soaring to the year’s highest 

level, with many plants on an 
overtime basis. 

The 126,497 cars scheduled for as- 
sembly last week represented the 
highest weekly yield since 130,829 
units were built in the week ended 
Dec. 17, 1960. 

Last week’s total was 10.7 per- 
cent above the previous week’s 
114,262 assemblies, which in turn 
had represented a record for the 
year. 

The 24,991 trucks scheduled for 
assembly last week also was a high 
point for 1961, and marked the 
highest level commercial-car pro- 
duction had reached since the week 
ended June 25, 1960, when 25,889 
units were assembled. It also was 
4.3 percent above the 23,489 assem- 
blies during the week ended April 
15, Last week’s truck output was 
3.6 percent below the week ended 
April 23 last year, when 25,916 com- 
mercial vehicles were built, 

* om ok 
pwczsr gains in car output last 
week were in the five-make 
standard field, where Ford climbed 
to its highest weekly output level 
(Continued on Page 37, Col. 1) 
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in Two Sections: 
Section One 
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Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


By John K. Teahen Jr. 

Associate Editor 
HE Task Force Committee of 
the National Automobile Deal- 
ers Assn. has scheduled meetings 
this week with the presidents of 
General Motors, Chrysler Corp. and 
American Motors to seek solutions 
to the problems confronting auto 
retailers. 

The conferences are slated for 
Wednesday and Friday (April 26 
and 28). Dates for meetings with 
other manufacturers are: Stude- 
baker-Packard, May 4, and Ford 
Motor Co., May 5. 
=. week, task force personnel 





ing, when Newberg was promoted 
to the presidency of Chrysler. 

Newberg’s ouster at the end of 
June gave management critics, led 
by Sol A. Dann, the justification 
they had lacked for their attacks 
on Colbert and his policies. A dozen 
lawsuits were initiated, and as Col- 
bert put it last week, a “campaign 
of vilification” ensued which hurt 
Chrysler in the marketplace, 

* * * 


ie FACT, Colbert reported, sales 
and dealers are the company’s 
“No. 1 problem.” He repeated sev- 
eral times, mostly amid jeers, that 
“there is nothing wrong with 
Chrysler that more sales can’t 
cure.” 

To a questioner complaining that 
“our dealers won’t talk to me,” 
Colbert said that Chrysler now has 
the proper number of dealers 
(about 6,400) but that some of them 
“need to be repositioned.” 

“But we can’t just say that the 
dealers are not doing their job,” 
he continued, “We all have a job 
to do.” 

The board Thursday will learn 
how deeply Chrysler earnings were 
Shaved in the first quarter by the 
sales slump. Chrysler has fired 7,000 
white collars since the first of the 
year in a gigantic cost-cutting 
drive, but factory shipments in the 

(Compaen 7 wage 3. Col. 1) 
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Task Force to Take 


Dealer Report to 
Makers This Week 


talked with dealers in 24 meetings 
throughout the country. 

The meetings were secret. The 
press was barred by order of the 
NADA Executive Committee. Many 


dealers questioned the decision. 
* 


FTER ome apostinn. a dealer 
told a reporter: “I can’t under- 
stand why they kept you out. 
There’s very little we discussed 
that hasn’t already appeared in 
AvuTOMOTIVE NEws.” 

Attending the meetings were 
dealer association officials and line- 
group representatives who reported 
on the difficulties of dealers han- 
dling their makes. Individual deal- 
ers also were welcome. 

The turnouts were not high. 
The Michigan-Ohio conference in 
Detroit attracted 50 persons, and 
the Georgia-Alabama. parley in 
Atlanta drew 40. About 25 attend- 
ed in Miami and 65 in Portland, 
Ore.. 

The chairmen of the meetings ex- 
pressed satisfaction with the re- 
sults, but their enthusiasm was not 
shared by all who attended. 

One dealer sighed that “we seem 
to be dancing to the same old tune,” 

(Continued on Page 36, Col. 1) 


Dealer Cleared 


'In Sticker Case: 


‘Factory’s Job’ 


- SEPARATE price-sticker cases 
last week, one franchised dealer 
was acquitted while another dealer- 
ship and its sales Manager were 
fined $100 each. 

The acquittal produced a prece- 
dent-making ruling that dealers 
are not obliged to place the price 
labels on new cars,.The manufac- 
turer is solely responsible for the 
stickering and no dealer needs to 
correct any oversight, said Fed- 
eral District Judge William H. 
Timbers, Hartford. 

In Baltimore, Federal District 
Judge R. Dorsey Watkins imposed 
the $100 fines on Cranston Ram- 
bler, Inc., Bethesda, Md., and Sales 
Manager Francis L. Tobin jr., 
Kensington, Md. The defendants 


had pleaded no contest to a charge 
(Continued on Page 4, Col. 3) 





Dann Ready for the Assault— 


Armed with his voluminous files on Chrysler Corp. 
Attorney Sol A. Dann, at right, confers with Frank Rosenbaum, his law partner, during 
Chrysler shareholders meeting in Detroit last week. Next to Rosenbaum is Mrs. Dann. 


“acts of corruption,” Detroit 
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Autolite Deal Bolsters Chase of GM... 





Ford Plunges Into Aftermarket 


By Kenneth C. Kelley Jr. 
Staff Writer 
E Ford-Autolite deal, announc- 
ed little more than a week ago, 
some day may be regarded ag one 
of the top automotive stories of 
1961. 

The story did not receive such 
prominence last week. It was 
merely reported that Ford Motor 
Co. had paid Electric Autolite 
Co. $28 million for a sparkplug 
factory, a battery plant, the right 
to use the name Autolite in the 
United States and certain other 
countries and access to Autolite’s 
field sales force of about 300 men. 

In addition, it was announced 
that Ford would make substantial 
purchases of other Autolite prod- 
ucts. It was reported that Ford will 
handle the aftermarket distribution 
of such Autolite automotive prod- 
ucts as cable, wiring harness and 
electrical service parts. 

Industry observers saw two dra- 
matic results of the deal, For the 
immediate future, there will be 
more changes in the already chao- 
tic market for automotive replace- 
ment parts. 

For the long haul, the deal was 
seen as another giant step forward 
by Ford in its drive to be able to 


compete with General Motors on an 
equal footing. 
* * * 

a THE past, Ford made many of 

the parts needed for its vehicles 
and bought others, There were two 
markets for these products—on the 
vehicles produced by the company 


Cash for Salesmen 
In Ford Contest 


DETROIT.—Cash and merchan- 
dise are the prizes in Ford Divi- 
sion’s April-May sales incentive 
program. Falcons, standards, Thun- 
derbirds and trucks are included 
in the contest. 

Salesmen receive points for mov- 
ing new units. The points may be 
redeemed for cash (half a cent per 
point at 10,000-point intervals) or 
for merchandise. 

Dealerships have been divided 
into groups in each district. In 
each group, the sales manager of 
the dealership reaching the high- 
est percentage of quota gets a cash 
award. The leading dealer in each 
group gets an oil portrait of him- 
self or a member of his family. 


Imports Slip to 22 Percent 


Of Canadian Market 


By Gordon McCaffrey 
Staff Correspondent 

TORONTO. — European cars are 
off to a slower start in the 1961 
sales race in Canada. 

In the first three months, over- 
seas imports slipped back to 22 
percent of the market from about 
24.5 percent in the same period 
last year, and down from about 
28 percent for all of last year. 

Some car industry officials—both 
for Canadian-made cars and im- 
ports—say there are signs the im- 
port tide has been turned back. But 
the importers, who say there’s still 
a lot of market sparkle left for 
their cars, are gearing for a hard- 
sell push. 

Best bets for imported cars are 
considered to be sports cars and 
family sedans under $2,000. 

“A lot of the cats and dogs are 
getting out of the market,” says 
the Ontario representative of a Eu- 
ropean car maker. “In the late 
1950s everybody had a go at the 
North American market. Now we’re 
seeing the weeding out process 
that’s separating the men from the 
boys.” 

C. N. Galer, managing director 
of Rootes Motors Canada (Hillman- 

Singer-Sunbeam), cautions that 
sales for a three-month period 
hardly establish a trend, though he 
admits that selling has become 
tougher since the introduction of 
the compact cars by General Mo- 
tors, Ford Motor Co. of Canada and 
Chrysler Corp. of Canada. 

Rootes intends to increase its 
advertising by May (the start of 
the peak car-buying season), par- 
ticipate in more sports car ral- 
lies, and concentrate on the 
“differences” (automatic trans- 
mission, convertibles) in its line, 
Galer said, 

“Another thing we have to do is 
debunk the idea that a purchaser 

of an imported car is disloyal to 
Canada,” said Galer. 

“If other countries can’t sell their 
goods here, they won’t be able to 
buy things from Canada.” 

Graeme Roberts, Ontario man- 
ager for Automobiles Renault Ca- 
nada, finds that some of the over- 
seas companies are planning to 
withdraw from Canada and are 
selling their cars at distress prices. 

“I think this is the last year 
for this kind of selling,” he said. 


Trenda Heads Dealer Group 


GRAND FORKS, N. D.—Henry 
Trenda, president, Trenda Motors, 
Inc., was elected president of the 
Grand Forks Automobile Dealers 
Assn. at its annual meeting. He 
succeeds Emil Schimke. Other new 
officers are Leonard Rydell, Rydell 
Chevrolet Co., vice-president, and 
Ben Hennessey, Absey Motors, sec- 
retary-treasurer, 





“Eight or 10 strong and well-fi- 
nanced contenders will still be in 
the field for a good many years.” 


Importers intend to concentrate 
their sales promotion on sports cars 
and luxury cars, said Brian Clew- 
er, of Overseas Cars. “We think we 
can do a lot more with the import- 
ed convertibles under $2,000, the 
small cars in the under-$1,500 
bracket and light delivery vans.” 


Hardest hit of the imports are 
the ones in the same price range 
as Ford’s Falcon and Comet, Gen- 
eral Motor’s Corvair and Chrysler’s 
Valiant, importers say. 

“It was fine when we had an ad- 
vantage of $200 on a family sedan. 
But most people paying around 
$2,500 are more likely now to buy 
a North American compact,” said a 
Danforth Ave. importer of English 
cars. 

He says the revaluation of 
overseas cars for duty purposes, 
which came into affect last De- 
cember, is now taking its toll. 

Importers can also be expected 
to plug the “quality” workmanship 
of their cars. 

Said Bruce McEachern (Peugeot- 
Triumph), Woodbridge: “One thing 
the imports did for North American 
cars was convince the makers to 
get rid of the useless chrome and 
trim some of them were loaded 
down with. But they still have a 
long way to go to catch up with 
the attention to detail of imports.” 









Business Barometer 


Automotive News Economic Index — 


101.0 Percent of Last Week 
94.7 Percent of Like Week Last Year 


Percent of Like Week 

Last Week Last Year 
Auto Production ............... 114,262 121.7 84.3 
Truck Production ............. Fi 23,489 99.7 91.8 
Auto Registrations—Year to date.. 788,440 saree 85.3 
Truck Registrations—yYear to date. 121,629 Saas 95.2 
Steel Production—Tons ......... 1,748,000 103.1 78.6 
Paperboard Production—Tons.... 315,490 103.1 97.2 
Soft Coal Output—tons ........ 6,570,000 100.1 78.4 
Oil Refinery Output—Barrels ..... 48,168,000 96.7 94.5 
Electric Output—Kilowatt hours.... 14,434,000,000 101.8 106.0 
Barometer Freight Car Loadings 316,875 100.1 87.5 
Department Store Sales Index .. 128 84.8 83.7 
Stock Market Price Index....... 134.2 100.8 116.5 
U.S. Gevernment Spending 

—Fiscal year to date .........00. $75,972,203,000 eens 102.9 

Commercial and Industrial Loans $31,825,000,000 99.6 103.1 
Savings Deposits ................ $35,377,000,000 100.5 116.2 
Used-Car Prices—Average........ $1,053 100.0 100.3 
Business Failures ................ 383 111.7 124.4 
Common | Common 
Stocks April 19 April 12 1961 Range Stocks April 19 April 12 1961 Range 
OMG......: 19% 20% 21%4-16% Bd cv e'saen 515 50% 52%-42% 
Chrysler... 44% 45 48 -37% | Mack...... 41%. 40 44 -32% 
Pord....... 82% 805% 854,-63% MOM Ske ccisisas 7% 7% 9%_- 7 
GM........ 45% 46 47 3/,-405% White...... 56%, 545% 5734-40% 


(April 24, 1961) 


and to that part of the aftermarket 
supplied by Ford dealers. 

One of the first effects of the 
Ford-Autolite deal was to expand 
the portion of its own parts 
which Ford makes, rather than 
buys. Overnight, Ford was in the 
business of making sparkplugs 
and batteries. 


Long before the recent deal, Ford 
made an effort to expand its parts 
sales by setting up a unit known as 
the Motorcraft Marketing Opera- 
tions to sell parts to the much- 
larger segment of the automotive 
aftermarket which is not served by 
Ford dealers. This unit took its first 
order in January, 1960. 

= om * oF 


ONE of the key effects of the 
Ford-Autolite deal was to get 
the Motorcraft operation off the 
ground. Setting up a distribution 
network to get replacement parts 
to the aftermarket which includes 
thousands of small wholesalers, 
service stations and independent 
garages takes time. Ford gained 
access to a ready-made field force 
in the Autolite deal. 

The Motorcraft unit has been 
made a division, taking in all 
merchandising operations in the 
independent aftermarket. Includ- 
ed are the original Motorcraft 
marketing operations plus the 
field operations acquired from 
Autolite. 

John S. French, general manager 
of Ford’s Hard- 
ware and Acces- 
sories Division, is 
the division’s first 
general manager. 
He will remain in 
charge of the 
hardware - acces- 
sories unit tem- 
porarily. 

The new divi- 
sion will report to 

: Irving A. Duffy, 
John 8, French vice - president in 
charge of the general products 
group. 

The plants purchased from Auto- 
lite—the Owosso (Mich.) battery 
plant, and the Fostoria (O.) spark- 
plug plant—have been assigned to 
the Hardware and Accessories Di- 
vision. This division presently op- 
erates parts plants at Rawsonville, 
Ypsilanti, Highland Park and 
Mount Clemens, Mich., and Sandus- 
ky, O. 

French was with U. S. Truck Co., 
Procter & Gamble, General Motors 
Corp. and Boeing Airplane Co. prior 
to joining Ford in 1947 as a member 
of the central sales staff. He later 
became manager of fleet sales for 
Ford Division and was in charge 
of the company’s Air Force con- 
tracts until 1951. 

ok * * 
HE SUBSEQUENTLY served as 
director of the office of defense 
products, general manager of the 
Parts and Equipment Manufactur- 
ing Division, and group executive 

(Continued on Page 38, Col. 1) 
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NADA Task Force Visits Detroit— 


About 50 dealers from Michigan and Ohio attended last week's NADA Task Force 
meeting in Detroit. Conducting the session were Lee Butler (fourth from left, front 
row) and William S. Spreen (extreme right, front row). Butler is a Lincoln-Mercury 
dealer in Washington; Spreen, a Volkswagen dealer in Atlanta. 


In ’61 Issue of Almanac... 























Compact’s Impact Detailed 


DETROIT.—The impact of the 10 
American compact cars on the au- 
tomotive world is depicted in detail 
by the 1961 Automotive News Al- 
manac, which is the second section 
of today’s issue. 

The reference book summarizes 
1960 as the year in which the new 
compacts left their deepest mark. 
A total of 1,621,719 compacts were 
registered in the United States 
last year, a gain of over one mil- 
lion sales from 1959 and a 25 per- 
cent share of the industry’s 1960 
volume. 

So extensive was the “impact of 
the compacts” that the used-car 
market suffered an early slump, 
sales of imported cars fell for the 
first time in six years, exports of 
American-made cars showed an in- 
crease and customers were con- 
fused by the multitude of sizes and 
options. 

In four editorial features, the 
1961 Almanac notes the following 
developments in the compact-car 
field: 

Pontiac’s new Tempest provided 
the opportunity, as the rear-engine 
Corvair had in 1959, for a major en- 
gineering breakthrough. The Tem- 
pest was the first American car in 
modern times to combine a front 
engine with a rear transmission— 
the transaxle. 

Three compact trucks emerged 
from Chevrolet, Ford and Interna- 
tional. 

The number of imported-car 
dealers fell in line with the sales 
decline of foreign-builts. As 1960 
closed, the import-dealer total 
had declined to 12,879, a loss of 
1,788 outlets in one year, The 
32,074 dealers handling domestic 
cars also marked a year-to-year 
decline. 

A new ALMANAC feature on sup- 
plier contributions observes that, 
in the year of the compacts, new 
research centers were completed or 
commenced by seven automotive 
vendors. They are Eaton Mfg., 
Rockwell-Standard, Carter Carbu- 
retor, Bendix Products, Libbey- 
Owens Ford, Socony-Mobil and 
Delco-Remy. 

Of the 57,102,676 cars in operation 
on U. S. roads last year, 971,588 
were of prewar construction, the 
1961 AtMaNac reports. Chevrolet 
had the most cars in use of any 
make — 14,253,495, compared with 
Ford’s 12,095,306, 

Import cars in operation totalled 
1,859,859, led by Volkswagen’s 499,- 
953. More than 2% million discon- 
tinued cars were still in use, broken 
down as follows: DeSoto, 916,575; 
Nash, 642,539; Willys, 352,398; Pack- 
ard, 339,606; Hudson, 315,209, and 
Edsel, 101,372. 

California had the most cars in 
operation last year, 6,135,457, New 
York is a distant second with 
4,345,101. 

Nearly 11 million trucks were on 
the road. Chevrolet led Ford in 
total truck registrations, 3,760,444 to 
3,059,087. 

The Atmanac’s tables note that 
Detroit remained the largest as- 
sembly area for cars last year. A 
total of 1,554,439 cars were produc- 
ed in the Detroit area, compared 
with 656,108 in the New York area 
and 526,094 in the Los Angeles area. 

Photographic features of the AL- 
MANAC are full pages showing 30 








offerings of ’61 models from U. S. 
producers and 33 leading selections 
from overseas manufacturers. Ac- 
companying these pages are tables 
of major specifications for domestic 
and imported cars. 

Parts and accessory sales rose 
4.9 percent last year to a valuation 
of $2,375,000,000. Auto wage earners 
totalled 781,200, compared with 731,- 
600 in 1959. 

The 1961 AumaNnac is the 25th 
reference book published by AuTo- 
MOTIVE News. It contains the photos 
and biographies of more than 1,100 
top auto executives, plus a Who’s 
Who section listing products and 
personnel of more than 2,000 auto- 
motive firms, 


Banks Note Rise 
In Delinquencies 


On Auto Loans 


NEW YORK.—Delinquencies on 
auto loans from banks increased 
during February, a survey by the 
American Bankers Assn, shows. 


Of all loans obtained through 
auto dealers, 1.87 percent were de- 
linquent on Feb. 28, up from 1.75 
percent a month earlier and 1.49 
percent a year earlier. 

Of all loansg obtained directly 
from banks, 1.21 percent were de- 
linquent on Feb, 28, up from the 
1.11 percent a month earlier and 
0.95 percent a year earlier. 

Four other classes of consumer 
loans were covered by the survey. 
The delinquency rate on all four 
increased in February and three of 
the rates were above those on the 
two classes of automotive loans. 

The association said the rise in 
delinquencies did not square with 
the view that the recession is bot- 
toming out and that unemployment 
is under control. ABA expressed 
guarded optimism about a seasonal 
pickup this spring. 


FTC Clips Wings 
Of Falcon on 


Economy Claims 


WASHINGTON.—Under terms of 
a stipulation agreement with the 
Federal Trade Commission, Ford 
Motor Co, will no longer claim that 
Falcons average up to 30 miles per 
gallon under ordinary driving con- 
ditions. 

The agreement does not consti- 
tute an admission by Ford that it 
has violated any law, the FTC said. 

In announcing the agreement, the 
agency said, “Purchasers of Falcon 
automobiles do not generally attain 
the claimed mileage under ordinary 
driving conditions.” 

The FTC has taken similar action 
with General Motors and Chrysler 
Corp. regarding mileage claims for 
Corvair and Valiant, 


Florida Dealer Folds 


CLEARWATER, F'la.— Suncoast 
Motors, Inc. has gone out of busi- 
ness. The firm lost its franchise 
several months ago, and had been 
operating as an independent Plym- 
outh dealer. 
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E GOT a rare view of the inside 

of an auto dealer sales opera- 
tion the other day. It came from 
a public-relations man, who, with a 
week of leisure on his hands, de- 
cided to spend it as an auto gales- 
man, 

Some of his observations could 
be of considerable value to the 
dealer willing to see himself from 
another point of view. 

And, while we would not over- 
throw the whole auto retailing es- 
tablishment on the basis of the 
observations of a one-week auto 
salesman, we believe the _ back- 
ground of the observer—reporting, 
advertising copy writing, news- 
paper publishing, public relations— 
makes his observations worth 
weighing. 


ee 


Geared to Boom 


oT instance, any study of re- 
tailing calls for attention to the 
compensation for sales. The public- 
relations man notes that the com- 
pensation of the individual dealer 
and individual salesman goes down 
in direct relationship to the diffi- 
culty of making a sale. 

When car sales are moving well, 
sales get strong support from man- 
ufacturer advertising (based on so 
much per car), the dealer gets a 

* * 








In Two Different Worlds 
* 


* * 


good markup on many sales and 
the salesman gets a relatively high 
commission, also on many sales. 

But when the auto market runs 

into trouble, the whole program 
falls on its face. Makers quickly 
cut back on advertising because 
they are building fewer cars, 
dealers have to scratch to make 
less money on fewer deals and 
the salesman hits bottom, 

“Every deal is tough,” he said, 
“and it’s hardly worth making the 
deal. We get about $30 for selling 
a car.” 

* 


Friends Pay More 


HE best deals 

friends, he said. 

“A friend wants a car, and we 
tell him, ‘we won’t haggle with 
you,’ and we get about $200 over 


* * 
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er Forum 








factory price to us, which isn’t bad 
for either of us. But a stranger 
comes in and we have to give him 
the car for $50 over factory price, 
and then he thinks he’s doing us 
a favor.” 

So why don’t you make more 
friends? 

“At these prices, who can afford 
to make friends?” 

(The only good deals, however, do 
come from friends, and, when you 
stop to think about it, who can 


afford not to make friends?) 
* * * 


Buy for Others? 


ECENTLY, someone started 
promoting sales on the idea 
that people should buy a car to 
put auto workers back to work. 
“I got news for the promoters,” 
our salesman said. “This is not 
the reason people buy cars. We 
played this promotion to the hilt 
and we got one guy to come in 
who was willing to buy a car to 
put somebody else back to work, 
but at the price he was willing 
to pay, nobody could afford to 
build it.” 
Another tip from the salesman: 


“Don’t try to appeal to prospects 
on the basis that he should be 
willing to see the dealer make a 
profit. He couldn’t care less. You 
tell him there’s no profit in the deal 
and he says, ‘Good. And I want 
you to throw in a side-view mirror 
and a radio for nothing.’ 

“I really got the feeling that car 
buyers hate dealers, and not only 
do they want dealers to lose money, 


but to drop dead as well.” 
* * * 


Spill All to Shopper 


A* AREA for improvement in 
dealer-customer relations in- 
volves discussion of industry prac- 
tices. 

“One of the worst things sales- 
men and dealers do,” he said, “is 
to give shoppers details of all the 
evil practices of the trade. So a 
guy comes in with a price from 
another dealer, and we take de- 
light in telling him how he is 
being highballed or lowballed or 
whatnot. 

“Maybe we should just tell him 
the other dealers made a mistake 
and try to sell him on the advan- 
tages of doing business with us.” 

* * * 


Look at Showrooms 


HAT about the showroom it- 
self? It is here, said the public- 
relations man, where dealers could 
make a great deal of improvement. 

“Most showrooms,” he said, 

“are a mess, They are disorgan- 

ized and often dirty. Some deal- 

ers even allow show cars to get 
scratched. Some are on display 

with torn upholstery. From a 
public-relations standpoint, this is 
unforgiveable. 

“Dealers should look at their 
showrooms with the eye of a psy- 
chologist, asking how can I create 
a warm, friendly atmosphere, con- 
ducive to making the prospect feel 
at ease? How can I induce in the 


customer a feeling of confidence.” 
o * * 


Factory Ads 


HAT are the salesmen saying 

about factory advertising? 

“That there’s too much sameness 
about them. Just recently ads from 
several makes have been featuring 
lake scenes. 

“You’d think that auto makers 
were selling lakes instead of cars. 
Or maybe you should buy this car 
so you could take this girl out to 
this lake.” 

What should they be advertis- 
ing? 

“Well, whatever they got more of 
than the next maker. When I was 
writing copy for Ford ads, the copy 
chief told me that if you take out 
the word ‘Ford’ and put in the word 
‘Chevrolet,’ the ad was no good. 
The ad should make the reader 
want something that Ford has... 
if not exclusively, at least more so 

(Continued on Page 34, ol. 3) 





Salesmen’s Group 
Formed in Ohio 


PORTSMOUTH, O. — Robert 
Coleman has been elected presi- 
dent of the newly formed Scioto 
County Retail Automobile Sales- 
men’s Assn. 

Other officers are John Mitch- 
ell, vice-president; Edward Con- 
ley, secretary, and Lon Hemphill, 
treasurer, Association members 
are employed by franchised new- 
car dealers. 

Coleman and Conley said the 
group was formed to promote 
better relations and understand- 
ing between salesmen and the 
public, to improve the standards 
of selling and to participate in 
community and civic betterment 
programs. 





Vagge Eyes 3rd Term 


NASHUA, N. H.—Mayor Mario 
J. Vagge, an auto dealer, has an- 
nounced that he plans to be a can- 
didate for a third term as the city’s 
chief executive this fall. 





Record 3.8 


ECORD turnouts at the nation’s 

three largest auto shows in the 
1960-61 season helped boost total 
attendance at 20 of the biggest ex- 
positions to a whopping 3,810,882. 

This represented an increase of 
71.8 percent over the total of 
2,217,775 visitors at the 20 cities’ 
previous automotive displays. 

The National Automobile Show, 
sponsored by the manufacturers in 
Detroit for the first time, drew the 
season’s top crowd—a record 1,403,- 
873. 

The 53rd Chicago Auto Show — 
the nation’s largest dealer-sponsor- 
ed exhibit — attracted the second- 
largest turnout, a record 789,734. 

Ranking third was the fifth an- 
nual International Automobile 
Show in New York, a private enter- 
prise which drew 335,000 visitors. 

Attendance at these three exposi- 








At Rhode Island Dealer Meeting— 


Talking about advertising at the 51st annual meeting of the Rhode Island Automo- 


bile Dealers Assn. were, from left, Bulletin Editor Bob Pierce (Chevrolet-Buick), Paw- 
tucket; President Joe Scuncio (Chevrolet), Wakefield; Warren King, Life magazine 
automotive merchandising manager, and Treasurer Alice Cummings (Lincoln-Mercury), 


Newport. 


* * = * 


Rhode Island Dealers Rap 
Bill to License Salesmen 


By Ruth M. Eddy 
Staff Correspondent 

PROVIDENCE. — Legislation in 
the current session of the Rhode 
Island General Assembly was the 
main topic of discussion at the 5ist 
annual meeting and dinner of the 
Rhode Island Automobile Dealers 
Assn. at the Sheraton-Biltmore 
Hotel. 

The association unanimously 
opposed a bill which would re- 
quire the licensing of automobile 
salesmen. Dealers are required to 
be licensed and must meet quali- 
fications and standards set up by 
the Motor Vehicle Dealers Li- 
censing Commission, which has 
the power to approve or reject 
dealers’ licenses. 

The association feels that the li- 
censing of automobile salesmen is 
unnecessary and would pose a diffi- 
cult problem in the setting up of 
qualifications and examinations for 
salesmen. Leo B. Carey, a member 
of the association and National Au- 
tomobile Dealerg Assn. director 
from Rhode Island, is chairman of 
the state licensing commission, 

The association also voted to op- 
pose a bill that would prevent 
Rhode Island dealers from selling 
automobile insurance and renewing 
policies, unless they have a “retain- 
ed interest” in the car. 

The RIADA membership voted to 
urge Rhode Island’s senators to op- 
pose dealer inclusion in the propos- 
ed federal minimum wage and hour 
law which provides that any dealer 
doing a million dollars or more 
business must pay a minimum 
wage of $1.25 and time and a half 
after 40 hours a week. 

Gov. John A. Notte jr. told the 
dealers that mutual understanding 
between business and government 
is needed, and said that the associa- 
tion has always maintained good 
relations with the legislature, 


* * 


He said that the legislative 
committee of RIADA has been re- 
sponsible for the development of 
excellent regulatory action in 
connection with the buying and 
selling of automobiles and cited 
the dealers’ licensing commission 
for its work, 


Judge William E, Powers, an as- 
sociate justice of the State Supreme 
Court and guest speaker of the eve- 
ning, emphasized that the RIADA 
has a duty to assist those in gov- 
ernment to bring “thought to bear” 
on the problems of the public and 
to help the public understand that 
“that which is proper is not always 

(Continued on Page 34, Col. 3) 





are strong in all 
ice, parts—do all 
contends ... 





Wemhofft 


newsmen were not invited to any 





ports .. 


WHOLESALE PRICES?” 


On the House... 


Dealer-factory problems have soared during the 
postwar trend away from strong factory general 
sales managers, a veteran dealer contends. “Factory 
general managers have assumed much of the pre- 
war sales manager’s role and authority, and they 
are neither equipped nor have the time to deal 
promptly and adequately with dealer problems ‘as 
they occur,” he declares . . 
points out that the well-balanced dealers are mak- 
ing money even in the recession. “Dealerships which 


Some of the foreign auto trade association executives, meeting 
in Detroit for the first time in 42 years, were puzzled why U. 8. 


ico’s government has decided that 63 brands of cars are too many 
for the Mexican buyer to choose from and is clamping down on im- 
. Joe Brune (Chevrolet-Olds) has been elected mayor of 
Farmingdale, N. Y.... Elias Strong, Utah association’s manager, 
has been named to state’s road commission... 

Thought from W. W. Egelhoff, manager of Kansas City association: 
“You operate a RETAIL establishment. How come you sell at 


Million 


tions totalled 2,528,607, which repre- 
sented 66.4 percent of the overall 
figure for the 20 cities. 
ok * * 
J)ESPITE the impressive total, 
attendance was off in all but 
seven cities, with Indianapolis suf- 
fering the biggest drop percentage- 
wise, 19.6. 

Detroit’s gain—both numerical 
and percentage—was the greatest. 
Attendance soared 1,001.5 percent 
over the previous year’s 127,456. 
Both the Detroit and Chicago 
shows offered an added attraction. 
Both were the first major public 
expositions in giant new show- 
places—Detroit’s Cobo Hall and 
Chicago’s McCormick Place, In 
most cases it was the first time 
that show visitors had been in the 
new buildings. 

The Chicago turnout was up 54.2 
percent over the previous year’s 
512,156, while the New York figure 
was 16.7 percent greater than last 
year’s 287,000. 

Other cities which reported in- 
creases were Fort Worth, 50 per- 
cent; Miami, 29.3 percent; Philadel- 
phia, 17.2 percent, and San Fran- 
cisco, 

San Francisco was one of three 
cities which shortened show runs 
in the past season. In six days the 
exhibits drew 56,000, compared with 
40,000 over an 11-day span a year 
ago. 

ok ok * 

N PORTLAND, ORE., 58,000 at- 

tended the five-day show, 2,000 
fewer than the turnout at the most 
recent event, a 10-day affair in 
1958. The Denver show, cut to four 
days, attracted 35,000, compared 
with 50,000 in six days the previous 
year. 

Attendance also was down in 
Seattle, 18.9 percent; Washington, 
17.7 percent; Rochester, 17 per- 
cent; Buffalo, 12 percent; Syra- 
cuse, 10.2 percent; Spokane, 6.4 
percent; Toledo, 5.9 percent; Los 
Angeles, 4.2 percent; Minneapolis, 
15 percent, and Pittsburgh, 0.2 
percent. 

Detroit accounted for 36.8 per- 
cent of the 20-city total, Chicago, 
20.7 percent, and New York, 88 
percent. 

The 1960-61 attendance for other 
cities and the turnouts for most 
recent shows follow: 

Los Angeles, 203,123 and 212,026; 
Minneapolis, 172,458 and 175,149; 
Pittsburgh, 101,089 and 101,314; 
Philadelphia, 101,077 and 86,214; 
Miami, 100,000 and 77,350. 

Buffalo, 76,888 and 87,338; Fort 
Worth, 75,000 and 50,000; Toledo, 
61,139 and 64,961; Washington, 
56,937 and 69,157; Indianapolis, 
48,586 and 60,401. 

Syracuse, 40,193 and 44,753; Spo- 
kane, 36,500 and 39,000; Rochester, 

30,285 and 36,500, and Seattle, 30,000 
and 37,000. 

No shows were held this season 
in four of the cities included in last 
year’s tabulation—Kansas City, 
Milwaukee, Phoenix and Albuquer- 


que. 











. This same veteran 







phases—new and used cars, serv- 
right in any business climate,” he 







of the official functions . . . Mex- 











—PrtTe WeMHorr, Editor, 
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Compacts Set Record 
With 31 Pct. of Sales 
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enough to offset losses in other 
General Motors lines. 

Corporate penetration losses for 
the month, in order, were: GM, 
down 0.52 percentage points; 
Chrysler Corp, and American Mo- 
tors, each off 0.35 points, and Stu- 
debaker-Packard, down 0.33. 


* * * 


c A year-to-date basis, corpor- 
ate penetration gains over the 
comparable 1960 period amounted 
to 3.55 percentage points for GM 
and 1.95 points for Ford Motor, 


Losses amounted to 2.67 points 
for Chrysler Corp., 0.43 for S-P 


shares of the compact market — 
were four makes, Percentage in- 
creases in penetration in February 
included Corvair, 13.62; Falcon, 
8.11; Lancer, 1.18, and Comet, 0.11. 
(Lancer and Comet, however, suf- 
fered small volume losses.) 
Percentagewise, losses of pene- 
tration within the compact field 


















Sales Score 
For February 


New-car registrations for February: 
1960 


196! ase rf and 0.07 for AMC. 
+100 92 PN 198 a“ 1 Individual penetration improve- 
2— 86,863 Ford 112,899— 9 ment amounted to 1.93 points for 
3— 23,824 Pontiac 29,619— 4 Chevrolet; 0.64 for Pontiac; 0.49 for 
4— 21684 Rambler 29 123— 5 Buick; 0.27 for Cadillac; 0.25 for 
on 20,437 Oldsmobile 26721— 6 Chrysler; 0.22 for Oldsmobile, and 
am 19,87 4 Plymouth 33. 767— 3 0.18 for Lincoln. (Lincoln, however, 
1— 16 ’ was the only make to show increas- 
— 16,930 Buick 20,402— 8 | o4 volume.) 
8— 14,409 Dodge 26,051— 7 a 
9— 11,059 Comet _....... N TERMS of volume, Februa 
, ry 
oS a Soon oe ige I was frankly pretty horrible. 
19 S497 Oh aa 6327—12 | Plymouth sales hadn’t been at such 
a4 Studebake 9.03211 | 2 low level since November, 1954, 
14— 2494 Lincol r 221913 and Imperial was at the lowest 
os 17 Im rial 142314 point recorded since October, 1956. 
27,389 Mine. 45.798 Ford and Studebaker were at their 
Total All Makes ’ lowest since October, 1958, and 
374,877 494.178 Mercury and Chevrolet at their 
, lowest since November, 1958. Ram- 





bler, as noted previously, had its 
smallest registration total since 
January, 1959, 

Dodge hadn’t had such a small 
volume since September, 1959, 
the month before Dart was in- 
troduced, while Pontiac and Olds- 
mobile were at the lowest level 
recorded since December, 1959. 
Buick, Cadillac and Chrysler had 

listed lower totals last September. 

Lincoln fared “best” of all, hav- 

ing to go back only to last Novem- 
ber for a smaller volume. 


were as follows: Tempest, 4.35 per- 
cent; Valiant, 5.75; Rambler, 7.90; 
F-85, 9.05; Special, 11.82, and Stude- 
baker, 22.96, 

* ok ok 
|p pechagatal registrations totalled 

374,877, including 116,377 com- 
pacts (31.04 percent) and 26,772 im- 
ports (7.14 percent). In January, 
totals were 413,563, including 125,- 

278 compacts (30.29 percent) and 
25,594 imports (6.19 percent). 

A year ago, February’s 494,178 
registrations included 99,779 com- 
pacts (20.19 percent) and 42,704 
imports (8.64 percent). 

February’s overall total of 374,877 
was the smallest recorded for the 
month since 1958. It was also the 





Top Cars 


New-car registrations for two months: 


first time since that recession-rid- ies, Make Fes. 
den year that the February total}; 1—209,179 Chevrolet 227,401— 1° 
had fallen below January’s. In the| 92—179,487 Ford 215,553— 2 
past, a January-to-February down-| 3 — 51,308 Pontiac 54,282— 5 
turn has signalled a mediocre sales 4— 47,028 Rambler 55,764— 4 
year. 5— 44,798 Oldsmobile 50,502— 6 
2 6— 42,073 Plymouth 60,713— 3 
WEIGHTED by gains of their| 7— 37,515 Buick 39,423— 8 
compact lines, Ford and Chev-| 8— 30,587 Dodge 46,137— 7 
rolet (along with Comet, whose loss| 9— 22,954 Comet .......... 
of volume was relatively small) in-| 10— 22,256 Cadillac  23,547—10 
creased market shares during the| Li— 16,989 Mercury 25,314— 9 
month at the expense of every| 12— 12,098 Chrysler = 11,803—12 
other make. 13— 11,051 Stude. 16,902—11 
Penetration gains by Ford and tam — st aan ee 
Comet were extensive enough to 53 Mie. 89,519 
give Ford Motor Co. the only 906 ac. ’ 
penetration increase recorded at Total All Makes 
788,440 924,294 


the corporate level. 


Chevrolet’s gains, smaller than 
Ford’s to begin with, were not 


Further details on Page 28. 








Ford Dealers Meet New President— 


One of the first official acts of Ford Motor Co.’s new president, John Dykstra, left, 
was to meet with top officers of the National Ford Dealer Council. Other company 
and Ford Division executives, including Henry Ford Il, right, attended the meeting 
which took place in Dearborn. Shown here with Dykstra and Ford is A. J. M. Oustalet 
jr., Oustalet Ford, Inc., Jennings, La. Oustalet is council chairman as well as vice- 
chairman for Ford's Southwestern sales region. The Ford council is composed of 21 
dealers from across the country who meet periodically with Ford Motor management 
to discuss suggestions and recommendations of Ford's 7,000 dealers. 
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Lead Kansas Dealers— 


New officers of the Kansas Motor Car Dealers Assn. were elected at the group's 
30th annual convention in Wichita, Kans. The new officers and the outgoing president, 
standing, from left, are, J. M. O'Mara, Hutchinson, National Automobile Dealers Assn. 
director; Bert Collard jr., Leavenworth, president; Dale Sharp, Topeka, vice-president. 
Seated: Roscoe Hambric, Topeka, secretary-manager; Howard Goad, Junction City, 


retiring president, and Edgar W. Heyl, Sharon Springs, treasurer. 


Dealer Wins Sticker Case; 
Factory Held Liable 


(Continued from Page 1) 


of removing a sticker from a sta- 
tion wagon, 
oa * ed 
UDGE WATKINS, however, took 
a dim view of the 1958 price- 

labelling law. He called the sticker 
price “really misleading, because 
you sell for less than that by giving 
a higher tradein.” 

“It’s the amount the customer 
ultimately has to fork out that 
counts, and I don’t see that this 
label helps him to determine wheth- 
er he’s getting a good deal or not.” 

Acquitted of price-sticker viola- 
tions was O’Meara Motors, Inc. 

(Ford), East Hartford, Conn., 

which allegedly delivered a ’61 
model in September without an 
affixed label. Sales Manager Her- 
man R, Goralnick also was freed, 


Assistant United States Attorney 
Henry C. Stone admitted that as 
the Automobile Information Dis- 
closure Act is written, it would be 
virtually impossible to prove a vio- 
lation in a case such as O’Meara’s 
where the factory or its responsible 
agent had failed to place a price 
sticker on a car’s window. 

“Congress will have to get to- 
gether and write a better law,” he 
said. 

+ * * 

thaws car in question apparently 

was shipped to O’Meara Motors 
with the sticker in the glove com- 
partment, Stone said at a brief trial 
before Judge Timbers. Defense At- 
torney Francis V. Manion attacked 
the government’s case and asked 
for the dismissal on the ground 
that there was no proof that 
O’Meara was a manufacturer or 
acted for or under the control of a 
manufacturer. 

Albion C. Cranston, owner of the 
Rambler dealership convicted in 
Maryland, told the court the fac- 
tory label “has a gross markup of 
24 percent and we’re content to op- 
erate on a margin of 7 to 8 per- 
cent.” 

In the specific sale involved in 
the case, Cranston said, the deal- 
ership allowed the buyer $300 
more than his old car was worth 





Top Trucks 


New-truck registrations for two anti 


1961 19 

Pos. Make Pos. 
1— 41,417 Chevrolet 41,916— 1 
2— 40,060 Ford 40,210— 2 
3— 12,134 Internat. 15,602— 3 
4— 9,137 GMC 9,150— 4 
5— 5,381 Dodge 5,653— 5 
6— 4,587 Willys 3,923— 6 
I— 1,696 White 2,260— 7 
8— 1,129 Mack 1,700— 8 
g-— 7134 Studebaker 265—10 
i 295 Diamond T 403— 9 
11l— 123 Brockway 178—11 

4,286 Misc. 6,562 

Total All Makes 
121,629 127,822 





on a tradein for a ’60 wagon for 
which the manufacturer’s sug- 
gested retail price was $3,000. 

This meant, he said, the agency 
was selling the new car for $2,700 
and that was the price carried on 
the agency’s books for the sale. 

The cases were the first in Con- 
necticut and the second in Mary- 
land under the price-sticker law. 
A Pittsburgh Federal District 
Judge held a year ago in a case 
against an independent dealer that 
the law was constitutional. 


PPG Cracks 
Exclusive Market 


For GM’s Glass 


PITTSBURGH.—Pittsburgh Plate 
Glass Co. has received an order to 
supply a portion of the glass for 
1962 models required by General 
Motors’ Fisher Body Division, ac- 
cording to Robinson F. Barker, gen- 
eral manager of PPG’s Glass Divi- 
sion, 

The order apparently ends 31 
years of exclusive glass supply to 
GM by Libbey-Owens-Ford Glass 
Co, 

Barker said arrangements be- 
tween PPG and Fisher Body call 
for the first deliveries to begin this 
summer. 

PPG is a major supplier of auto- 
motive glass to Chrysler Corp., 
American Motors and Studebaker- 
Packard. 

It was formerly a major supplier 
to Ford Motor Co., but orders from 
Ford have been sharply reduced in 
recent years as Ford increased out- 
put at its own glass plants. Chrys- 
ler Corp. also makes a portion of 
its own glass. 

Meanwhile, the L-O-F board ap- 
proved an appropriation of $10% 
million and the transfer of some 
existing equipment for the con- 
struction of a new fabricating plant 
for curved laminated automotive 
glass in California. 

The plant, construction of which 
is expected to be started shortly, 
will be located near Lathrop. 

Net earnings of $7,256,776 for the 
first quarter were reported to 
L-O-F shareholders in their annual 
meeting. Comparable earnings for 
the first quarter last year were 
$13,733,872. 


Wolfram and Feely 


Visit Olds Dealers 

LANSING —Jack F. Wolfram, 
Oldsmobile general manager, and 
Emmett P. Feely, general sales 
manager, are touring the country 
to visit dealers and attend previews 
of the new F-85 Cutlass sports 
coupe. 

Wolfram is visiting dealers in the 
Eastern half of the country, and 
Feely is covering the West. They 
will conduct 26 meetings before re- 
turning to Lansing May 5. 











GM Brass Share 


_ |Larger Bonuses 


Donner, Gordon Each 
Go Up $20,000 


DETROIT.—General Motors offi- 
cers and directors split up a bigger 
bonus melon in 1960 than they did 
in the previous year, according to 
a proxy statement announcing the 
annual shareholders’ meeting May 
19 in Wilmington, Del, 

Last year bonus credits total- 
ling $7,974,500 were shared by 59 
officers and directors. A year ear- 
lier 65 of them received credits 
of $7,372,500. 

The 59 executives received a total 
of $3,896,835 in salaries and fees in 
1960, compared with $4,078,124 for 
the 65 in 1959. 

The salaries and fees for the 
company’s two top officers—Chair- 
man Frederic G. Donner and Pres- 
ident John F. Gordon—were virtu- 
ally unchanged from 1959. 

Last year Donner received $201,- 
275, compared with $201,350 in 1959, 
while Gordon got $181,000 in 1960, 
as against $181,100 the previous 
year. 

However, the bonus credits for 
both were up slightly more than 
$20,000. In 1960 Donner got $372,- 
750, compared with $351,750 the 
previous year, and Gordon’s cred- 
its totalled $336,750 and $314,250 
respectively. 

Salaries, fees and bonuses for 
other top officers and directors in 
1960 follow: 


Nelson C. Dezendorf, Dayton, 
Household Appliance and Electro- 
Motive Group vice-president, $101,- 
200 salary and fees; $209,250 bonus. 

Louis C. Goad, executive vice- 
president in charge of general staff 
activities, $161,000 and $299,250. 

James E. Goodman, Body and 
Assembly Divisions Group vice- 
president, $131,100 and $276,000. 


Roger M. Kyes, Accessory Group 
vice-president, $126,100 and $245,250, 

George Russell, executive vice- 
president in charge of finance, 
$122,333 and $271,500, 

Charles G. Stradella, General Mo- 
tors Acceptance Corp. chairman, 
$101,350 and $224,250. 

Carl H. Kindl, who retired Jan. 1 
as Overseas and Canadian Group 
vice-president, $110,800 and $303,000. 


Cyrus R. Osborn, executive vice- 
president in charge of Engine Di- 
visions, Dayton, Household Appli- 
ance and Electro-Motive Group and 
Overseas and Canadian Group, 
$141,000 and $372,000, 

Sherrod E. Skinner, executive 
vice-president in charge of Auto- 
motive and Parts Divisions, $151,200 
and $399,000. 

Options to purchase a total of 
414,732 shares of GM stock were 
granted to 261 executives of the 
corporation and its subsidiaries. 
Options granted to top officers 
and directors follow: 

Dezendorf, 4,635 shares; Donner, 
8,256; Goad, 6,627; Goodman, 6,114; 
Gordon, 7,458; Kyes, 5,433; Russell, 
6,012, and Stradella, 4,965. 

These eight officers are among 
30 nominees for reelection to the 
board of directors at the annual 
meeting. The others are: 

Henry C. Alexander, Lloyd D. 
Brace, Albert Bradley, Lucius D. 
Clay, Harlow H. Curtice, Lewis W. 
Douglas, Edward F. Fisher, Law- 
rence P. Fisher, Elis S. Hoglund, 
Ormond E. Hunt, James R. Killian 
jr.. R. Samuel McLaughlin, Richard 
K, Mellon, Charles S. Mott, John L. 
Pratt, Alfred P. Sloan jr., Graham 
F. Towers, William K. Whiteford, 
George Whitney, Charles E. Whit- 
ney, Osborn and Skinner. 

A proposal by two stockholders 
to provide a secret ballot for the 
election of directors and for reso- 
lutions will be acted upon at the 
meeting. 

In opposing the proposal, the 
corporation contends that secret 
balloting “would unnecessarily im- 
pose an additional expenditure of 
money, time and personnel and a 
delay in ascertaining and announc- 
ing the results of the meeting vote.” 


S. D. Dealers to Meet 


SIOUX FALLS, S. D.—The South 
Dakota Automobile Dealers Assn. 
will hold its 43rd annual conven- 
tion May 7-8 at the Sheraton-John- 
son Hotel in Rapid City, S. D. 











* 


*,..a big help in running my dealership” 


says DURWARD B. INMON, 


Rambler dealer, Waco, Texas 


















“Commercial Credit people are so well schooled in financ- 
ing in particular and automobile retailing in general that 
I have found them a big help in running my dealership. 
The Commercial Credit Plan credit policy is reasonable 
and credit checks are fast. There is broader insurance 
coverage and prompt attention to claims. The collection 
service is excellent and we develop extra business from 
repair loans. And Commercial Credit works with us on 
special problems, such as a temporary surplus of cars, that 
go beyond ordinary finance service. All these are good 
reasons why we offer special inducements to our salesmen 


to sell the house plan as they sell the car.” 







Commercial Credit 
serves successful dealers 













For complete information on how our 
service can help promote your success, 







call or write the Commercial Credit 





Corporation office nearest you. 
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Exempts Dealers from Overtime ... 


Pay Bill Heads for Conference 


By Helen Kahn 
Washington Staff Writer 


WASHINGTON. — The Adminis- 
tration wage-hour bill, which ex- 
empts auto and farm implement 
dealers from overtime requirements 
but not from wage regulations, was 
passed last week by the Senate, 65 
to 28. 

The measure was scheduled to 
go to conference with the much- 
milder House-passed Kitchin- 
Ayres bill. 

The McNamara bill would raise 
the minimum wage to $1.25 an hour 
over a two-year period for workers 
presently covered. 

About four-million workers not 
now covered would come under the 
measure’s provisions, starting at $1 
an hour and rising to $1.25 over a 
three-year period. 

In general, the McNamara Dill 
covers retail and service establish- 
ments with annual sales of $1 mil- 
lion or more, exclusive of excise 
taxes, provided that at least 25 per- 
cent of their receipts are derived 






Dealer Discount 
Offsets Price Hike 
By U.S. Rubber 


NEW YORK.—A discount which 
in effect cancels April 1 price in- 
creases has been granted its tire 
dealers by United States Rubber 
Co. A spokesman said the discount 
will be maintained on a day-to-day 
basis. 

“In a business as competitive as 
tires, we have an obligation to keep 
our dealers competitive at their 
buying price from United States 
Rubber Co.,” he said. 

The new price schedules put into 
effect April 1 represented a boost 
of 5 percent for car tires and 2% 
percent for truck tires. Prices were 
not increased by other tire manu- 
facturers. 

The company also announced 
preliminary first-quarter sales of 
$220 million, compared with $254 
million in the like period last year, 
a decline of 13.5 percent. 

Net income was estimated at $5.2 
million, compared with $9.9 million 
in the first three months of 1960. 

George R. Vila reported that a 
“decided pickup in sales during 
March and early April indicates 
that the worst of the recession is 
over.” 









from goods, materials or supplies 
which have been moved in or pro- 
duced for interstate commerce. 

Defeat of an amendment offer- 
ed by Senator A. S. Mike Mon- 
roney, Oklahoma Democrat, by a 
vote of 56 to 39, virtually assured 
passage of the Administration 
measure, 


For car dealers who have an 
annual sales gross of $1 million or 
more, this means that employes will 
be covered for wages but exempted 
from overtime requirements. The 
Monroney amendment would have 
eliminated all car dealers except 
those who sold across state lines. 

An attempt by Senator Everett 
Dirksen, Illinois Republican, to 
substitute the Kitchin-Ayres bill 
(already passed by the House) for 
the Administration bill was the 
first of many Senate votes. 

The Dirksen proposal — which 
would have extended coverage only 
to those establishments with five 
or more outlets in two or more 
states—was defeated by a vote of 
63 to 34. 

Monroney argued vehemently 
against using a dollar figure to 
determine coverage. He claimed 
that once such a precedent were 
set, the bill could come up again 
and again for a lowering of the 
figure so that eventually all busi- 
ness would be covered. 

Monroney maintained that a 
general rise in wages is inevit- 
able with passage of any wage- 
hour law. i 

“The question is solely whether 

this should be done directly by fed- 
eral intervention or indirectly as a 
result of federal regulation of those 
who are actually engaged in inter- 
state commerce,” he said. 

By “junking” a strict definition 
of interstate commerce, Monroney 
warned, his colleagues were jeopar- 
dizing the bill in conference with 
the House-passed Kitchin-Ayres 
bill, which brings under the wage- 
hour umbrella only those businesses 
with five outlets in two or more 
states, 

The Senate, however, by a sub- 
stantial majority refused to accept 
what Monroney called a “practical 
recognition of the situation which 
we confront in the House.” 

They plan apparently to “load” 
the conference committee with 
enough liberals to get through 
something like the Administration 
bill. It is possible that the House 
would refuse to accept this version 





House Committee Readies 
Highway-Financing Report 


By Helen R. Kahn 
Washington Staff Writer 

WASHINGTON. — Financing of 
the federal highway program— 
after volumes of testimony before 
the House Ways and Means Com- 
mittee and several executive ses- 
sions—will be the subject of a re- 
port due this week or next. 

What the tax-writing commit- 
tee, under the strong direction 
of Rep. Wilbur Mills, Arkansas 
Democrat, reports is likely to be 
passed by the House and quite 
possibly by the Senate. It is con- 
sidered a realistic compromise 
between what President Kennedy 
wants and what the various seg- 
ments of the industries affected 
can or will take. 

Here is what is expected to be 
recommended by the powerful tax- 
writing group: 

1. Despite protests of the Ameri- 
can Automobile Assn. and various 
industry and consumer groups, the 
federal gasoline tax should be re- 
tained at four cents a gallon. (It 
was scheduled to be reduced by a 
half a cent in July, but Kennedy 
asked that it be kept at the higher 
rate.) 

2. The present tax on trucks 
over 26,000 pounds—$1.50 per 1,000 
pounds—should be increased sub- 
stantially but not doubled as re- 
quested by the Administration. 
(Outcries from the truckers would 
seem to militate against anything 
nearly as high as $5 per 1,000 
pounds and maybe not even as 
much as $3. The tax on diesel fuel 
also is thought to be in for a rise 





—perhaps a penny or so but not 
the three cents asked by Kennedy. 
The present tax on diesel fuel is 
four cents a gallon. 

3. Some increases should be 
made for tires and tread rubber 
—now at eight cents and three 
cents a pound—but not as much 
as the 10 cents asked by Kennedy. 
The tax on tubes—already fairly 
high at nine cents—might take a 
drop since the tax-take is relatively 
small because of the greater prev- 
alence of tubeless tires. 

The committee also may recom- 
mend a transfer of some excises 
from the general fund. 

By July 1 about $800 million is 
scheduled to be diverted from the 
general fund to the Highway Trust 
Fund, unless Congress acts to pre- 
vent this. A large portion of this 
money comes from auto excises 
and taxes on auto parts and ac- 
cessories. 





Late Report... 





Used-Car Market 


No change was recorded last week in the overall average price 
of used cars sold at wholesale auction, the Automotive News index 


holding at $1,053. 


Losses of $71 on ’61s and $2, on ’54s were evened off by gains on 
other models amounting to $22 on 58s, $15 on ’55s, $11 on ’57s, $8 on 


56s, $7 on ’59s and $6 on ’60s. 


At a group of representative auctions last week, the sales ratio 
was 75.0 percent, compared with 72.4 the previous week and 75.1 


percent two weeks’ earlier. 


Auction reports begin on Page 22. 








and the measure would again be 
stalemated as it was last year. 

In the final hours of Senate de- 
bate, an amendment submitted by 
Senator Barry Goldwater, Arizona 
Republican, was defeated by 56 
to 39. 

The amendment would have 
provided that the secretary of 
labor could investigate the im- 
pact of imports on American in- 
dustry and recommend appropri- 
ate tariffs. 

The defeat of this amendment 
still left in the Administration bill 
a clause permitting the labor secre- 
tary to investigate if he finds that 
foreign. competition is causing un- 
employment in domestic industry 
and to report to the President and 
the Congress. 


Inspection Bill 
Reaches Floor of 


Carolina Senate 


RALEIGH, N. C.—For the first 
time since 1947, a committee of 
the North Carolina Legislature has 
given a favorable report to a Dill 
which would restore mandatory 
mechanical inspections for all mo- 
tor vehicles in the state. 

The action was taken by the 
Senate Public Roads Committee 
but the measure was expected to 
face rough sledding on the floor of 
the Senate. Some members of the 
committee who voted to report the 
measure out for debate said they 
would vote against it when it 
reaches the Senate floor. 

Senator Cutlar Moore, who in- 
troduced the measure at the re- 
quest of the State Department of 
Motor Vehicles, conceded that the 
bill’s chances of passing are only 
“about 50-50.” 

The bill calls for annua] inspec- 
tion of all motor vehicles by state- 
licensed commercial garages or 
service stations. The inspections 
would include brakes, lights, tires, 
horns, steering gear, windshield 
wipers and registration. 

Vehicle owners would pay a $1 
fee for the inspections, with the 
garage keeping 75 cents and the 
remaining 25 cents going to the 
Motor Vehicles Department to pay 
the cost of monitoring the program 
and issuing stickers for the cars 
which pass the tests. 

The legislature enacted an in- 
spection law in 1947, but it proved 
unpopular because motorists had to 
wait hours in line for inspections 
at state-operated lanes and the law 
was repealed when the legislature 
met again two years later. Since 
then the attempts to revive the law 
have been made at every session 
of the legislature, but until now 
the bills never have reported out 
of committee. 





Job Program Suggested 
By Dayton Independents 


DAYTON. — The Greater Day- 
ton Independent Auto Dealers 
Assn, has asked President Ken- 
nedy to proclaim “National Em- 
ployment Week.” During the 
week, each employer would be 
urged to add at least one person 
to his payroll. 

Max Ablon jr., association 
president, said the members of 
his organization had agreed to 
increase their staffs. He added: 
“If all businessmen throughout 
the nation would adopt this plan, 
the unemployment total would be 
immediately reduced.” 

















San Antonio Dealers Elect Officers— 

Newly elected officers of the San Antonio Automobile Dealers Assn. are, from left, 
Charles Turbiville, treasurer; Austin Hemphill, president, and Richard Betts, vice-presi- 
dent. The association, made up of 20 dealers, was chartered in 1918 and is said to be 


the oldest dealer group in Texas. 





U. C. Men Act After Expose... 


Dealers Improve Image 


By Helen R, Kahn 
Washington Staff Writer 


WASHINGTON.—An example of 
what organized car dealers can do 
to combat adverse publicity and 
change their public image has been 
given by a group of used-car deal- 
ers in the metropolitan area of the 
District of Columbia. 

About a year and a half ago, 
several articles were published in 
the Washington Star under the 
title of “Buyer Beware.” Report- 
er Miriam Ottenberg told of some 
dealers who were using mislead- 
ing advertising and gouging un- 
suspecting buyers, 

This series earned her a Pulitzer 
prize, but it cost used-car dealers 
in the area—including those who 
had not been guilty of unethical 
and sometimes illegal wheeling and 
dealing—a great deal in public rep- 
utation and dollars and cents. 

Sixteen months ago—two months 
after the newspaper articles—the 
used-car dealers formed the Metro- 
politan Auto Dealers Assn., which 
now has 35 members. Now the 
dealer group has come out with an 
answer to Buyer Beware. It is a 
pamphlet called Buyer Relax. 

It assures the public that its 
members offer integrity, reliability, 
ethical advertising, aid in buying, 
selling, registering and licensing 
any used car. 

Moreover, it assures purchasers 
that “if you feel you have been un- 
fairly treated by any member, we 
will—at no cost to you—take direct 
action to correct the incident.” 

Robert Wright, MADA presi- 
dent, told an audience that in- 
cluded a representative from the 
Federal Trade Commission and 
members of the D. C. govern- 
ment that he was kicking off a 
campaign to show his dealer- 
group had taken action to clean 
up the used-car situation in the 
district. 

An intensive publicity effort is 
planned to inform the public of the 
MADA Code of Ethics, he said. 

Steve Simmerman, Nationa] Au- 





Veteran Dodge Dealer 
To Quit in Kansas City 

KANSAS CITY.—Ervin W. Feld, 
a Dodge dealer here since 1933, said 
last week he will close his dealer- 
ship about June 1. 

Feld said he will relinquish the 
franchise and devote his interests 
to a car financing firm. Disposition 
of the dealership property at 4541 
Troost Ave. has not been decided 
upon, Feld said. 


tomobile Dealers Assn. general 
counsel; Rem Rogers, Nationa] In- 
dependent Automobile Dealers 
Assn, president, and Mike Murphy, 
president of the Automotive Trade 
Assn, National Capital Area, new- 
car dealer association, praised the 
used-car dealers and offered coop- 
eration in their efforts. 

Army Times, a national publica- 
tion which distributed the Otten- 
berg articles to servicemen who 
complained about used-car ads ap- 
pearing in that paper, promised to 
distribute an equal number of the 
new pamphlets containing the code 
of ethics and guarantees offered. 


Finance Company 
Is Ruled Liable 
In Used-Car Fraud 


WASHINGTON.—M u nicipal 
Judge DeWitt S. Hyde has held a 
District of Columbia finance com- 
pany liable for a used-car dealer’s 
alleged fraud. The ruling was 
against United Securities Corp. and 
the dealer was Bob Wilson, Inc, It 
is thought to be the first decision 
of its kind in D, C, 

The dealer is now out of business, 
but the judge found that some of 
the same persons held positions in 
both corporations, 

Judge Hyde criticized the dealer 
for taking advantage of “an elderly 
couple’s inexperience in business” 
and for misleading them about the 
amount of car payments. He ruled 
that the finance company must pay 
the couple $500 for fraud in the sale 
and $500 for wrongful repossession. 

In finding the finance company 
liable, Judge Hyde noted that the 
main office address had been the 
same for both companies, some of 
the directors had been the same, 
and they had been linked in court 
actions. 

Judge Hyde also pointed out that 
in a Federal Trade Commission 
case last year, two directors of the 
finance company testified they and 
others “actively . ,. , controlled” the 
acts of the dealer, 


S-P Stockholders 
Meet Thursday 


SOUTH BEND—The annual 
meeting of shareholders of Stude- 
baker-Packard will be held at 10 
a.m. Thursday at the Indiana Club 
here. 

Business includes the election of 
directors and action on a proposal 
to increase authorized shares of 
second preferred stock from 250,- 
000 to 500,000 and of common stock 
from 18 million to 23 million. 








IN AMERICA’S BIGGEST, TOUGHEST 1961 ECONOMY CONTEST... 





1. the toughest, most realistic test of all- 
around gasoline economy ever staged — the 
NASCAR sanctioned 1961 Pure Oil Econ- 
omy Trials at Daytona International Speed- 
way, Rambler won—not just one—but the 
three trophies held by driver Les Viland in 
the photo above. No other make won more 
than one class award . . . most won none. 

Unlike other runs that put a premium on 
feather-footed driving, the Pure Oil Econ- 
omy Trials closely parallel everyday driving 
experiences. 

Every U.S.-built production car is eligible 
to compete. None are barred, as in some other 
runs. 145 cars representing all 5 major U.S. 


manufacturers entered this year’s Trials. 

Rambler American Custom with overdrive 
beat them all to win the cherished Over-all 
Winner Trophy and capture the Class 6 
trophy in competition with Falcon, Corvair, 
Lark and Tempest 4. In fact, Rambler Ameri- 
can took the first 6 places and 8 of the first 10. 

Each lap of the gas-eating 3.7 mile course 
included two full stops, four hairpin turns, 
rapid acceleration through the gears to speeds 
over 65 M.P.H. Despite all this, the winning 
Rambler American achieved a phenomenal 
26.86 miles per gallon while averaging over 40 
M.P.H. for the entire run. 

And Ambassador V-8 by Rambler with 


Which man drove Rambler? 


overdrive won its Class, swept the first 8 
places and 9 of the first 10 spots. 

This is the second straight year that Rambler 
has won the Pure Oil Economy Trials. This 
year’s victory was achieved under the tough- 
est, most realistic conditions of any major 
contest. But top gas economy is only one of 
your sales assets as a Rambler dealer. You’ll 
sell America’s lowest-priced cars—the cars 
voted most trouble-free by owners. 

Rambler dealers sell twice as many com- 
pact cars per dealer as most other dealer 
groups. And their profits are well above 
the industry average. Sell Rambler—World 
Standard of Compact Car Excellence. 


Sell the Recognized Economy King... SELL RAMBLER! 


We have the proved product for the 
exploding Compact Car Market . . . 
there are still a few franchises 
available in select markets .. . 


YOU HAVE THE OPPORTUNITY! 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada, Write to: American Motors (Canada) Ltd., Brampton, Ontario. 





fone: 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 

Dear Sir: Will you please provide me with more complete 
information about the Rambler franchise. | understand that | 
am under no obligation and my inquiry will be held in the 
strictest confidence. 


se ae i a pli a A a aie 
I a : loin cst Laeiaiad ap aoe Weta eeaenilaes abel 
is ca 
PHONE NO.___ 


sa I a eo 


a (Please Print) a v 


ane igh = ver hn tant inten acti nes ti ese waa Si 
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At House Hearings... 





More Built-In Safety 
Urged in Auto Design 


WASHINGTON.—<Automobile de- 
sign can help to counterbalance 
human error in highway accidents, 
Health, Education and Welfare 
Secretary Abraham Ribicoff has 
told the House Health and Safety 
subcommittee. 


Manufacturers, he _ indicated, 
should make many safety devices 
standard equipment for cars in- 
stead of “many fancy frills.” 

Ribicoff gave enthusiastic sup- 
port to a bill sponsored by Rep. 
Kenneth Roberts, Alabama Demo- 
crat and subcommittee chairman. 
The proposed law would require 
that all cars purchased by the fed- 
eral government be equipped with 
certain safety devices to be deter- 
mined by the Secretary of Com- 
merce, using the Bureau of Stand- 
ards. 

Ribicoff said that passage of the 
Roberts’ bill would insure govern- 
ment leadership in the safety field 
and would undoubtedly lead to the 





An analysis of the glass safety 
dispute by Engineering Editor 
Joseph M. Callahan begins on 
Page 16. 





inclusion of these safety devices on 
all cars as standard equipment. 

The Roberts’ bill does not spell 
out the safety devices in detail. It is 
generally understood, however, that 
they would include seat belts, crash 
padding in some areas, fastenings 
for front seats in two-door models, 

steering wheel improvement as well 
as the recessed steering column, 
the absence of dangerous knobs in 
the interior and sharp or pointed 
hood ornaments and use of safety 
door locks. Roberts has also shown 
interest in a device to control auto 
exhaust fumes. 

Ribicoff predicted that if the 
Roberts’ bill were enacted, the in- 
dustry would find it hard not to in- 
clude safety devices as standard 
equipment. 

The HEW secretary, a former 
governor of Connecticut who was 
very active in highway safety, 
estimated that about 10 percent 
of the cost of a car goes into en- 
gineering “fancy frills” — the 
“parasitic parts” — and he sug- 
gested that the 10 percent might 
better be put into safety devices. 

Ribicoff also estimated that safe- 


Romney Plumps 
For ‘Cooperation’ 


In Safety Work 


DETROIT.—Recounting the edi- 
torial criticism which led to forma- 
tion of the Automotive Safety 
Foundation in the 1930s, George 
Romney, president of American 
Motors, last week told the annual 
meeting of the Inter-Industry 
Highway Safety Foundation of 
Michigan that “the spontaneous co- 
operation of a free people” is the 
most potent force in the world. 

Romney was the keynote speaker 
at the luncheon, which saw the 
election of the following as 1961-62 
officers of the Michigan group: 

President, W. J. Smale, vice- 
president of the Michigan Mutual 
Liability Co., Detroit; vice-presi- 
dent, Arnold Klett, Cadillac dealer, 
Detroit; secretary, Robert Bagley, 
Secretary of State Farm Mutual 


Auto Insurance Co., Marshall, 
Mich.; treasurer, Dan O’Shaugh- 
nessey (Chrysler-Plymouth), Lan- 


sing. Al Long (Ford), 
the retiring president. 

Romney pointed to the latest co- 
operative effort of the auto industry 

.. all makers have agreed to equip 
their ’62 model cars with equip- 
ment necessary to the easy instal- 
lation of safety belts. 

It was announced that Michigan 
auto dealers last year provided 
1,112 autos for the state’s high 
school driver education program, 
enabling 102,529 students to take 
this required course. Since 1955, 
417,900 students have been trained. 

For the fifth year, the Founda- 
tion provided a grant of $5,000 for 
scholarships for advanced credit 
courses in driver education at 
Michigan State University. 


Detroit, is 








ty devices could be built into cars 
at a cost of $50 to $60 a car. He 
thought the public and industry 
would be willing to give up “fancy 
frills’ and accept safety, once it 
knows that the Roberts’ subcom- 
mittee means business. He said, 
“It’s common sense and it’s good 
business.” 

Rep. Oren Harris, Arkansas Dem- 
ocrat and chairman of the full 
House Committee, noted that his 
Buick has three cigaret lighters 
and that he would prefer fewer 
gadgets and more safety factors. 

Ribicoff said he felt that coopera- 
tion between the executive and leg- 
islative branches could produce re- 
sults. More research by the Public 
Health Service should be done, 
Ribicoff said, but he quickly added 
that more funds would be needed. 
Ribicoff’s prepared testimony out- 
lined the role of his department in 
research and highway accident pre- 
vention. He advocated HEW coop- 


.| eration, especially in information, 


with state and local groups, con- 
sumer groups and all interested 
parties. 

John L. Moore, administrator of 
General Services, the government’s 
procurement agency, gave partial 
endorsement to requiring safety 
devices on government cars, 

Just two weeks before, GSA 
had taken the position that “such 
legislation would not be neces- 
sary” since GSA “already has 
technical authority to prescribe 
motor vehicle procurement stand- 
ards.” 

In revising the position of GSA, 
the new administrator stated that 
GSA would have no objection to 
Roberts’ bill if it were amended to 
give the head of GSA the right to 
decide which “safety devices” 
would be included. 

Moore explained that although 
the agency set procurement stand- 
ards for government cars, it is 
“limited to those safety accessories 
which the manufacturers provide 
as standard optional equipment, 
since the government’s purchase of 
approximately 10,000 passenger cars 
per year represents only about 0.2 
percent of the new a eee 
sales in the United States.” 

Moore stressed that GSA has ex- 
perts available to decide the value 
of safety devices and that it coop- 
erates with a variety of other 
groups from both government and 
industry. 

Rep. Paul Rogers, Florida Demo- 
crat, was dubious about the role 
of GSA in deciding conflicts be- 
tween recommendations of various 
groups from government and from 
industry. 

Roberts noted that although GSA 
had been in operation for 10 years, 
it had not made any decisions 


about such items as safety door 
(Continued on Page ». Col. 1) 
* * 


Seat Belt Campaign— 


Mrs. E, Lee Ozbirn, president, General 
Federation of Women's Clubs, talks with 
Rep. Kenneth A. Roberts, right, Alabama 
Democrat, as she fastens automobile seat 
belt in a demonstration in Washington. 
The federation has launched its nation- 
wide campaign for greater utilization for 
seat belts. At left is J. B. Wagstaff, Chrys- 
ler Corp. vice-president and chairman of 
the automobile industry's highway safety 
campaign. Roberts is chairman of the 
House Health and Safety subcommittee. 








L-M's Top Salesmen Meet— 


Lincoln-Mercury's top salesmen are Salesmen of the Nation in session at the first 
National Salesmen's Council in Miami Beach, under the sponsorship of L-M's market- 
ing training department. The top salesmen in each of the 21 L-M sales districts was 
a delegate to the council and received a Salesman of the Nation award from Chase 


Morsey jr., 


L-M general marketing manager. Walker A. Williams, L-M assistant gen- 


eral manager, addressed the delegates at the first day's sessions. A separate meeting 


was held for wives of the top salesmen. 


M. G. Orlovich, acting marketing training 


manager, and D. E. Johnson, training program development manager, moderated the 


sessions. 


From left are Martin E. Johnson, Bellevue, Wash.; William M. Casey, Bur- 


lingame, Calif.; Mark H. Sirott, Palm Springs, Calif.; Mike Peter Fotes, Bountiful, Utah; 
Allen M. Ray, Kennett, Mo.; A, B. Everett, Tulsa, Okla., and Paul Linington, Sulphur 


Springs, Tex. 


Ribicoff Asks 





Smog Blowby 


Installed on All Cars 


WASHINGTON.—An administra- 
tion campaign against air pollution 
caused by auto exhaust fumes has 
been kicked off by Abraham Ribi- 
coff, secretary of Health, Education 
and Welfare. 

The Cabinet official and former 
governor of Connecticut urged car 
manufacturers to install “as rapid- 
ly as practicable’ the blowby de- 
vice already installed on California- 
bound cars. 

The blowby device destroys 
about 25 percent of some noxious 
gases. The industry has done ex- 
tensive research on after-burners 
to eliminate hydrocarbons from 
the air. The after-burner, a much 
more expensive device than the 
blowby device, would be factory- 
installed, but the blowby device 
could be either factory or dealer- 
installed. 

Ribicoff told Automotive News 
that if manufacturers were not 
willing to make the blowby device 
part of a car’s standard equipment, 
he would consider endorsing legis- 
lation making factory installation 
mandatory. 

The Cabinet official also said that 
he was “favorably impressed” by a 


GOA Launches 
Poster Promotion 


To Aid Car Sales 


DETROIT. — General Outdoor 
Advertising Co. has launched a 
campaign designed to help strength- 
en the economy by stimulating the 
sale of automobiles. _ 

During a luncheon here last week 
attended by automobile industry 
sales, advertising and merchandis- 
ing executives, GOA representatives 
outlined a poster promotion plan 
on behalf of the automobile indus- 
try. They pointed out that the need 


for such a plan is apparent in view 


of the great impact auto sales have 
on the economy. 

W. Bruce Clark, general sales 
manager, and Carl Henke, national 
sales director, explained that Gen- 
eral Outdoor will sponsor 1,200 
poster panels for the campaign 
with a daily circulation of 15 mil- 
lion. 

A poster designed by GOA artists 
to stimulate people to go and see 
their automobile dealer will be dis- 
played for 30 days on the panels 
provided by the company in the 35 
major markets it serves. 

To give the campaign even 
greater impact, 40 by 60-inch post- 
ers are being supplied by GOA for 
display in auto dealer showroom 
windows. 

A merchandising device provided 
as an integral part of the campaign 
is a lapel badge for dealer sales- 
men. The badge has the same basic 
design as the posters. 


Public Health Service report on air 
pollution made last December. He 
urged that “full use” be made of its 
recommendations. 

The PHS task-force study said 
that research expenditures should 
be increased to $32.37 million, It 
recommended tripling air pollution 
research during the next 10 years. 
Specifically, the PHS report called 
for annual research spending as 
follows: Federal, from $5.27 million 
to $13 million; state and local gov- 
ernment, from $1.92 million to 
$10.02 million, and industry, from 
$4.06 million to $9.35 million. 

While not giving a complete 
endorsement to PHS’s recommen- 
dations, Ribicoff did suggest that 
the federal government could 
help by expanding research and 
by assisting and stimulating state 
and local government efforts. 

Air pollution hearings will be 
scheduled by the House Interstate 
Commerce Subcommittee on Health 
and Safety. Chairman Kenneth A. 
Roberts, Alabama Democrat, said 
that he thought mid-May was prob- 
ably the earliest possible date for 
the hearings at which Secretary 
Ribicoff will be asked to testify. 

It is not thought likely that Rep. 
Roberts will amend his bill calling 
for certain safety devices on fed- 
erally purchased cars, However, he 
could make his legislative intent 
clear in the report on the bill and 
let the Bureau of Standards decide 
the kind of auto fume control it 
would make mandatory for the 
government’s fleet of cars. 

Rep. Paul Schenck, Ohio Repub- 
lican, who sponsored two auto ex- 
haust bills in the 86th Congress, has 
not reintroduced his bills. One 
measure would have prohibited the 
use of motor vehicles which dis- 
charges substances in amounts 
which are found by the Surgeon 


Genera] of the Public Health Serv- 
(Continued on Page 33, Col. 1) 
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Designed to Stimulate Sales— 





April 1-10 Sales 
Rise 2.5 Percent 


Factories Estimate 


Deliveries at 128,900 


DETROIT.—Retail auto sales in 
the first 10 days of April totalled 
about 128,900, up 24% percent over 
the similar period in March, ac- 
cording to factory estimates. 

However, deliveries ran 19 per- 
cent under the approximately 

160,000 units sold in the first 10 
days of April a year ago. 

The estimates of current sales 
and those in the corresponding pe- 
riods of 1960 follow: 

General Motors, 58,700 and 72,800; 
Ford Motor Co., 39,050 and 46,400; 
Chrysler Corp., " 20,219 and 24,870; 
American Motors Corp., 8,805 and 
13,271, and Studebaker-P ackard, 
2,079 and 2,552. 

E. C. Quinn, Chrysler Corp. vice- 
president-sales divisions, said that 
in the first third of April the com- 
pany achieved its highest market 
penetration for any 10-day period 
since last October. 

Current deliveries accounted for 
15.7 percent of the market, com- 
pared with 17.4 during the Oct. 1- 
10 period, he said. 

The daily sales rate was 2,527 
units, he added, the highest for 
any 10-day period since last 
November. 

An AMC spokesman said the 
April 1-10 deliveries were 298 units 
below the 9,103 units sold in the 
first 10 days of March. 

L. E. Minkel, S-P marketing vice- 
president, reported a 17.8 percent 
increase in sales over the cor- 
responding period in March and 
said the daily selling rate was up 
by 32.7 percent. 

C. R. Weaver, S-P’s Export Divi- 

sion vice-president, announced that 
overseas shipments in the first 
quarter were up 61.6 percent Over 
the comparable three months last 
year. 
Export orders for the ’61 model 
year through March 31 also were 
up 28.9 percent over those in the 
like period a year ago, he said. 

Minkel called the sales increases 
“an indication of a growing opti- 
mism among American consumers.” 

A Lincoln-Mercury spokesman 
reported that Lincoln Continental 

sales in the first quarter totalled 
8,609, an increase of 32 percent over 
the first three months of 1960. 


British Anticipate 


Canadian Gains 


MONTREAL.—Sales of British 
cars in Canada will benefit during 
1961 from an increased public de- 
mand for lower-cost motoring, Al- 
fred J. Coventry, chairman, British 
Motor Industry in Canada, said fol- 
lowing the closing of the fourth 
annual British Motor Show. 

Coventry backed his prediction 
with the results of a recent public 
opinion poll which revealed that 
operating economy and low price 
are regarded as the chief reasons 
for the success of British carg in 
Canada. 

Over 80,000 persons attended the 
three-day Motor Show, which fea- 
tured 46 British cars and an ex- 
hibit showing how a record 90,000 
British car imports contributed in 
1960 to Canadian employment on 
the docks and highways and in the 
export industries. 





mCARao 


Stimulation of automobile sales and the nation’s economy is the aim of this poster 
designed by General Outdoor Advertising Co. for display on 1,200 panels in GOA's 
35 major markets in the United States. The program was announced last week at a 
meeting of auto industry executives in Detroit. 
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... keep the cak 











and eat 
it, 


too! 


IT'S THE NAAA SUCCESS RECIPE! 





NAAA or National Auto Auction Association Members 
have a two-way profit street for accredited car dealers. 
First, you can sell your surplus stock at fair prices, and 
balance your dealership inventory. You profit as a seller. 
Second, you can purchase automobiles in demand in your 
community at auction prices, and serve your customers 


better while improving sales volume. Y ou profit as a buyer. 


There’s a bonus, too. It’s the NAAA way of doing 
business. Only authorized car dealers can participate. 
The auction is conducted under the finest code of ethi- 
cal practices ever developed for auctioning. And, at 
NAAA Auctions, all checks and titles are guaranteed! 
See the listing below for the name of your nearby 


NAAA MEMBER. Visit his next auction. 


NAAA MEMBERS SERVE DEALERS FROM COAST TO COAST 


Tom Hewitt Auto Auction 
Dixie Auto Auction U. S. Highway 41, South 

217 Gadsden Highway Valdosta (Friday) 
Birmingham (Mon. and Thurs.) Middle Georgia Auto Auction 


The Auto Auction 4459 Broadway 
Traffic Circle South Macon (Wednesday) 


Dothan (Wednesda 
nT erry ILLINOIS 


ARIZONA ; Arena Auto Auction 

Phoenix Auto Auction 8486 S. Chicago Ave. 

2201 Westward Blvd. Chicago (Tuesday) 

Phoenix (Wednesday) Greater Chicago Auto Auction 


CALIFORNIA 7750 S. Cicero Ave. 
Fresno Auto Auction Chicago (Thursday) 


3300 N. Webber Ave. Hugh James Auto Auction 
Fresno (Monday) 2995 N. Jasper 
Los Angeles Auto Auction Decatur (Tuesday) 
8001 E. Garvey 
So. San Gabriel (Tuesday) INDIANA . 

: Dyer Auto Auction 
Oakland Auto Auction 641 Joliet St. (Rt. 30) 
10121 East 14th St. Piel (Friday) ? 
Oakland (Wednesday) aero y F 
Sacramento Auto Auction on bic ag 
4304 W. Capitol Ave. . : 
West Sacramento (Thursday) Evansville (Thursday) 

Fort Wayne Speedway Auction 

COLORADO 220 W. California Rd. 
Colorado Auto Auction Fort Wayne (Tuesday) 
4285 S. Santa Fe Dr. Indianapolis Auto Auction 
Littleton (Tuesday) 4300 Were 10th St. 
Indianapolis (W ednesday) 


ALABAMA 


CONNECTICUT 

Southern Auto Sales Midwest Auto Auction 

Rt. 5 2202 W. Raymond St. 

Warehouse Point (Wednesday) Indianapolis (Tuesday) 
South Bend Auto Auction 

FLORIDA 1208 E. McKinley Ave. 


Mishawaka (Wednesday) 


IOWA 

Central States Auto Auction 
211 S. Delaware 

Mason City (Wednesday) 


KENTUCKY 
Fred Brown’s Auto Auction 


2240 Bridge St. 
Paducah (Tuesday) 


St. Pete Auto Auction 

Pinelas County Airport 

St. Petersburg (Tuesday) 

West Palm Beach Auto Auction 
Palm Beach Fairgrounds 

West Palm Beach (Thursday) 


GEORGIA 

Dixie Auto Auction 
1040 Brady Ave., N.W. 
Atlanta (Tuesday) 


LOUISIANA 

Capitol Auto Auction 
4365 Florida Ave. 
Baton Rouge (Friday) 


MARYLAND 

Bel Air Auto Auction 
U. S. Highway 1 

Bel Air (Thursday) 


MASSACHUSETTS 
Concord Auto Auction 
Hosmer Street 

Acton (Tuesday and Friday) 


MICHIGAN 

Aptco Auto Auction 

19241 Dix-Toledo Highway 
Melvindale (Wednesday) 
Flint Auto Auction 

3711 Western Rd. 

Flint (Wednesday) 

Grand Rapids Auctions, Inc. 
168 Chicago Drive 

Jenison, Mich. (Tuesday) 
Motor City Auto Auction 
18310 Telegraph Rd. 
Detroit (Monday and Thursday) 


MISSOURI 

Floyd Hauhe Auto Auction 

1200 St. Charles Rack Rd. 

Bridgeton (Friday) 

Johnny Wood’s Auto Auction 

6200 Independence Ave. 

Kansas City (Tuesday) 

166 Auto Auction 

U. S. Highway 166 

Springfield (Mon. & Thurs.) 

Kansas City Automobile 
Auction Co. 

1100 Elmwood 

Kansas City (Wednesday) 

St. Louis Auto Auction Barn 

3807 Easton Ave. 

St. Louis (Friday) 


NEBRASKA 

Midwest Dealers Auto Auction 
919 S. 72nd St. 

Omaha (Thursday) 


Omaha Auto Auction 
195th Dodge 
Omaha (Tuesday) 


NEW JERSEY 

National Auto Dealers 
Exchange, Rt. 206 South 

Bordentown (Wednesday) 

Skyline Auto Auction 

Route 46 

Caldwell Township (Thurs.) 


NEW YORK 

Tim Anspach, Inc. 

1906 Central Ave. 
Albany (Monday) 
Banksville Auto Auction 
Bedford-Banksville Rd. 
Banksville (Thursday) 
Syracuse Auto Auction 
La Fayette (Wednesday) 
Thruway Auto Auction 
2224 Union Rd. 

Buffalo (Tuesday) 


NORTH CAROLINA 


High Point Auto Auction, Inc. 
High Point, N. C. (Tuesday) 
Mann’s Auto Auction Sales 
Route 7 

Raleigh, N. C. (Monday) 

E. M. Stafford, Inc. 

2615 Wilkinson Blvd. 
Charlotte (Wednesday) 


NORTH DAKOTA 

Tri State Auto Auction Co. 
3041 Front St. 

Fargo (Thursday) 


OHIO 

A-1 Auto Auction 

707 Waterloo Rd. 

Akron (Tuesday) 

Capital Auto Auction 

Ohio State Fairgrounds 
Columbus (Thursday) 
Dayton Dixie Auto Auction 
5345 North Dixie 

Dayton (Monday) 


Montpelier Auto Auction 
Route 28 
Montpelier (Monday) 


OREGON 

Portland Auto Auction 
5035 N. E. 82nd Ave. 
Portland (Tuesday) 


PENNSYLVANIA 


Butler Auto Auction 
Pillow Street 
Butler (Wednesday) 


Manheim Auto Auction 
Route 22 
Manheim (Friday) 


Pennsylvania Auto Dealers 
Exchange 

U. S. Route 111 

York (Wednesday) 


SOUTH CAROLINA 


Bruce’s Auto Auction 
New Buncombe Rd. 
Greenville (Thursday) 


Clanton’s Auto Auction 
Sales, Inc. 
Darlington, S. C. (Thursday) 


TENNESSEE 

Nashville Auto Auction 
1406 Lebanon Rd. 
Nashville (Wednesday) 


Powers Auto Auction Sales 
Bristol (Friday) 


Slaton Auto Auction 
Lenoir City (Mon. & Thurs. 


Tri State Auto Auction 
Whitehaven (Thursday) 


TEXAS 

Amarillo Auto Auction 
3202 E. 10th St. 
Amarillo (Friday) 
Lubbock Auto Auction 
1122 E. 34th Street 
Lubbock (Thursday) 


UTAH 

Salt Lake Auto Auction 
3403 S. State St. 

Salt Lake City (Thursday) 


VIRGINIA 

Fredericksburg Auto Auction 
U. S. Highway 1, Alt. 
Seodecidiiiens (Wednesday) 
Windsor Auto Auction 

U. S. Highway 460 

Windsor (Thursday) 


WASHINGTON 

South Seattle Auto Auction 
10844 E, Marginal Way 
Seattle (W ednesday) 
Tri-City Auto Auction 
Pasco Airport 

Pasco (Thursday) 


WISCONSIN 

Tri State Auto Auction 
Cuba City (Thursday) 
Wausau Auto Auction 
Highway 29 

Wausau (Monday) 








SEE 


NATIONAL AUTO AUCTION ASSOCIATION 





THE NAAA MEMBER NEAREST YOU AT YOUR EARLIEST OPPORTUNITY 


Executive Office: 


803 SO. COLUMBIA ST., 
FRANKFORT, INDIANA 








Idea Lore the next millennium, you'll probably find sport“ 


for tomorrow delta jobs like these beauties. And instead of bandying 
~ « « EN SteS@N\|L around terms tike “ful bore” and “flat out,” you'll hear tl 





car buffs jockeying about the landscape in sleek, swi't p 


1. Alloy and high strength steels give struc- 
tural and working parts maximum stamina. 
An extra strong tubular main spar supports 
the bulkheads, and doubles as a housing 
for the drive shaft and steering mechanism. 
Heat resistant stainless steel components 
are used in the twin five-chambered jets 
mounted in the rear wings. Extra tough alloy 
steel gears, housings and shafts turn the 
jet thrust into a silken ride. Precision-rolled 
alloy bars soak up impact in the torsion bar 





2 
suspension. The lightweight wheels are + 
made of high-strength low-alloy steel for the SI 
best combination of strength and lightness. cr 
S| 





> T 
($4) Use modern, dependable steels for modern, dependable automobiles. ti 





t “full thrust” and “singing on all ten (jets).” mi If the 
t prospect fires you all up to get started now, there's 


va 


hope: the materials are available at this minute, in 
r the form of the stainless, high strength and alloy steels 





2. Seat frames are formed of high strength steel tubing and fitted with 
wire coil springs imbedded in cushions. Interior accents are in tainless 
steel and will stay new-car bright because stainless is highly resistant to 
corrosion and marring. 3. Upper and lower body panels are stainless 
steel with fused seams. The great strength of stainless permits an outer 


that would be essential in giving a jetmobile like this 
the phenomenal strength and performance it would 
demand. Here’s how some of today’s USS Steels could 
help put it on the road. 


skin of exceptional rigidity, and there’s no finish to rub off, flake or fade 
because stainless steel is lustrous all the way through. Forward and side 
grills are single stainless stampings. The strength of stainless 
permits aerodynamic design in the greenhouse cap for retraction at 
cruising speeds. 





These are but a few of the imaginative uses of steel in this car of tomorrow, and in addi- 
tion to the grades indicated here, you would find dozens of other types of stainless, 
alloy, high strength and carbon steels. Today, there are over 160 different grades of 
steels used in automobiles, and hundreds more are available to the designer. There is 





a steel for practically any combination of properties the designer can dream up... 
strength for lightness, toughness for durability, surface finish for style. When you want 
steels that will match your imagination, write to United States Steel, Room 6270, 525 
William Penn Place, Pittsburgh 30, Pennsylvania. 


United States Steel . 


TRADE MARK 
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By Leo T, Parker 
Attorney at Law 


T IS well settled law that, if an 

employe’s own negligence con- 
tributes to his injury, he cannot 
recover damages from his em- 
ployer, 

For example, in 
Townes v. Park 
Motor Sales, Inc., 
163 N. E. (2d) 
142, it was shown 
that an employe, 
named Townes, 
was employed by 
an automobile 
dealer to clean 
and polish auto- 
mobiles, 

One day, Tow- 
nes was seriously burned when the 
lamb’s wool bonnet on an electric 
buffer caught fire, and Townes’ 
clothing caught fire when he at- 
tempted to extinguish the flames, 
by stamping on the burning bon- 





Leo T. Parker 


Lawsuits Affecting Dealers... 
Court Decisions 











net. Townes sued hig employer for 
damages. 

The higher court refused to hold 
the dealer liable in damages to 
Townes saying that he was con- 
tributorily negligent in permitting 
an accumulation of caked grease 
and oil on the floor, and that he 
was also contributorily negligent in 
attempting to beat out the flames 
with his feet, when he could have 
placed the buffer in an adjacent 


pan of water. 
* + s 


Incompetent Drivers 


DWARD ALLEN, automobile 
dealer in St. Louis, asked this 


Miller-Jahnke Loses 
Chrysler Franchise 

ANN ARBOR, Mich.—Miller- 
Jahnke Motors, 319 W. Huron St., 
has gone out of business after the 
cancellation of its Chrysler-Plym- 
outh franchises, acording to G. E. 
Miller, owner. 


interesting legal question: “If the 
employe I employ to test-drive au- 
tomobiles gets drunk and has a 
wreck, can the persons injured sue 
me and get damages?” 

The higher courts consistently 
hold that an automobile dealer who 
employs an “incompetent” driver 
of a motor vehicle is liable in dam- 
ages for injuries caused by the 
driver. 

In Krausnick v. Haegg Co., 20 
N. W. (2d) 432, the testimony 
showed that a boy, five years old, 
was killed by an automobile driv- 
en by a driver while intoxicated. 
This court held: 

“This theory is that the owner of 
a motor vehicle may be held liable 
for a resulting injury to a third 
person upon the ground of negli- 
gence if he knowingly entrusts its 
operation to an inexperienced or 
incompetent driver.” 

This court held further that, 
when an employer entrusts an au- 
tomobile to a known incompetent 
driver, the employer is liable even 
though the particular use at the 
time of the injury wag beyond the 
scope of the employer’s consent. 

* * * 
oe comparison, see the leading 
case of Waddle v, Stafford, 230 
Pac, 855, where a higher court 
stated the following important law: 





1961 








This monument, 12 feet high, 
was erected on an Atlanta street 
corner in 1923. It was a memorial 
to 60 people killed by automobiles 
the year before and a warning to 
careless drivers. 





“It is the duty of a man to see 
that his automobile . . . is in the 
hands of a skillful and competent 
person.” 

Other higher courts have held 





Automotive AIR CONDITIONERS give your 


customers original equipment quality at low, low cost! 


When you handle the famous Eaton Air Conditioners, you can offer 
your prospects all the customized features that they expect to get 


only in expensive built-in units. 


Eaton Air Conditioners are made and warranted by Eaton 
Manufacturing Company, pioneer manufacturer of automotive air 
conditioners and components for original equipment ‘installation. 
The name “Eaton” helps you sell and helps keep customers sold. 

In addition to superior quality and low price, Eaton backs your 


selling effort with local advertising and sales helps. 


NEW 


1961 COLOR 


Furnished in beautiful Empire Gray, 
or units can be easily painted to 


match car interiors. 





LIBERAL CO-OP 
ADVERTISING PLAN 


Advertising allowance for local media 
—newspaper, radio, outdoor boards. 
Newspaper mats, radio transcriptions, 


CHECK THESE 


SALE-CLOSING FEATURES: 


Modern Custom Styling 


Compact Space-Saving Design 


Fast Cooling 
Automatic Temperature Control 
Manual Control for Extra Cooling 

Wide Angle Air Distribution 
Foot-Level-Cooling 
Variable Air Flow 


Easy Under-Hood Installation 


EATON 


SALES PROMOTION 


A big selling point. 


and outdoor paper furnished free. 


MATERIALS 


Dealer selling aids include a colorful, 





NEW 12-MONTH OR 
12,000 MILE WARRANTY 


is one of the most liberal warranty 
agreements in the industry! 


Fan 
Drive 


attention-getting counter display and 
free descriptive hand-out folders. 


Tempatrol® 





Thermostatically Controlled 
Fan Drive Increases Usable H.P.— 


Reduces Fan Noise. 


All»air conditioners use some engine 
horsepower. By automatically cutting 


out the fan when engine cooling is not 
needed, the Eaton Tempatrol® Drive 


We believe this 


Write, Wire, or Phone Us Direct for Complete Information 


saves horsepower to offset that used by 
the air conditioner. Available with 
Eaton Air Conditioners as an optional 
extra cost accessory, the Tempatrol® 
Drive is an important selling feature. 


EATON MANUFACTURING COMPANY : Heater Division « Cleveland 4, Ohio 


that a person whose eyesight igs 
impaired and who wears no eye- 
glasses may be incompetent. Also, 
a highly nervous person probably 
would be held to be an incompetent 
driver of a motor vehicle, Other 


courts have held that persons who | 


are insane, intoxicated, under the 


influence of drugs, paralyzed, or | 


naturally reckless are incompetent 
motor vehicle drivers. 
* OK + 
Cancellation Is Valid 
ONTRARY to the belief of a 


majority of readers, an insur- © 
ance company may cancel an in- ~ 
surance policy “at will,” as gener-~ 


ally provided by the terms of 
insurance policies. A higher court 
has held that, when a policy of in- 
surance provides that the policy 
may be cancelled by the insurance 
company by mailing to the insured 
a written notice stating when such 
cancellation becomes effective, it is 


not necessary that the notice so | 
mailed shall be received by the in- 


sured in order to be effective. 


For instance, in Jensen v. 
Traders Insurance Co., 345 Pac. 
(2d) 1, it was shown that an au- 
tomobile dealer held an insurance 
policy which contained this usual 
clause: This policy may be can- 
celled by the company by mailing 
to the named insured at the ad- 
dress shown in this policy writ- 
ten notice stating when such 
cancellation shall be effective, 

On Aug. 10, a notice of cancella- 
tion of the policy was placed in the 
mail by the insurance company. 
This letter was never returned to 
the insurance company’s office. 


On Nov. 15, the dealer had an 
automobile accident in which one 
Jensen was injured. Jensen sued 
the dealer for damages and the 
higher court awarded Jensen 
$10,000 damages. The insurance 
company would have paid this 
amount, if it had not cancelled the 
insurance policy. 

* *x * 


URING the trial, Jensen testi- 

fied that he did not receive the 
letter from the insurance company 
cancelling the insurance policy and, 
if he had received it, he would 
have taken out insurance with an- 
other insurance company, Notwith- 
standing this plea, the higher court 
held the insurance company not 
liable, saying: 

“Mailing of notice is the deter- 
mining factor in cancellation— 
not the receipt of, or delivery to, 
the policyholder. Thus the policy is 
cancelled at the specified date, if 
notice is properly mailed regard- 
less of whether the notice is ever 
received by the policyholder.” 

For comparison, see Wright v. 
Dealers, 186 F. (2d) 956. The United 
States Court of Appeals held: 

“While the plaintiff contends 
that the lack of evidence of re- 
ceipt of the notice raises a pre- 
sumption that it was not mailed, 
it is my view that under the 
terms of the policy contract fail- 
ure to receive the notice has no 
bearing on the case.” 

And again see O’Daniel v. Michi- 
gan Mutual Liability Co., 88 F. 
Supp. 330, This federal court held 
that a contract of insurance is like 
any other contract. If the policy 
contains a clause that cancellation 
of the insurance policy is effective 
by mailing a letter to the insured 
automobile dealer, the cancellation 
is valid and the insurance company 
is not required to register the let- 
ter of cancellation because mere 
testimony or proof by the insur- 
ance company’s office employes 
that such letter was mailed is suf- 
ficient. 


Convention Slated 


In Pennsylvania 


PITTSBURGH.—James C. Moore, 
Birkett L, Williams and Harold D. 
Draper sr. will address members of 
the Pennsylvania Automotive Assn. 
at their annual meeting May 12-13. 
The sessions are scheduled for the 
Pittsburgh-Hilton Hotel here. 

Moore is executive vice-president 
of the National Automobile Dealers 
Assn., and Williams, a Cleveland 
Ford dealer, is immediate past- 
president of NADA, 

Draper, of Saginaw, Mich., has 
been a Chevrolet dealer since 1927. 
He has addressed many dealer or- 
ganizations on the subject of 
“Managing for Profit.” 
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Send me Automotive News every week for 
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Sales Conditions in Various Areas .. . 


Auto Market Reports 


257; Buick, 246; Plymouth, 157;|] 





- Omaha 


A total of 1,114 new cars and 153 
new trucks were sold in Omaha in 
March. February totals were . 925 
cars and 161 trucks. 

Chevrolet held on to first place, 
with 343 sales, and Ford placed 
second, with 254 registrations. Pon- 
tiac finished third, 68, while Plym- 
outh tied with Rambler for fourth 
spot, each selling 67 cars. Oldsmo- 
bile came fifth, 64, and Volkswagen 
sixth, with 52. 

Ford, Chevrolet and International 
placed one, two, three in truck sales 
with the month’s total being 53, 37, 
and 23, respectively. 

With Omaha being declared one 
of the top four business bright 
spots in the nation, dealers are 
optimistic over future sales. 


—ARTHUR R. OLESON 
* a * 


Spokane 


In keeping with the apparent 
national trend, both the new and 
used-car markets in Spokane have 
taken a sudden rise upward, 

Reports vary. Some dealers re- 
ported that during the last two 
weeks of March sales, especially of 
used cars, doubled over the preced- 
ing period. One dealer said that his 
stock of used cars is now lower 
than it has been for many years. 

A dealer who said that sales are 
definitely up, added that the new- 
car market suddenly improved, and 
he believes that the increased sales 
represent good, sound business. 

Optimism among car dealers is 
high, and generally they are of the 
opinion that the outlook for the 
automobile business for 1961 is the 
best it has been for several years. 


—JANET F. WALLACE 
* * * 


Albuquerque 


New-car registrations for March 
in Bernalillo County (Albuquerque) 
totalled 438, a gain of 114 over the 
previous month. 

By makes, registrations were: 
Chevrolet, 72; Ford, 59; Rambler, 
43; Plymouth, 27; Cadillac, 25; 
Comet, 25; Pontiac, 25; Corvair, 24; 
Falcon, 24; Pontiac, 22; Mercury, 
21; Dodge, 16; Oldsmobile, 13; 
Studebaker, 8; Valiant, 8; Buick, 
5; Chrysler, 3; Lincoln, 3; Willys, 
1, and miscellaneous, 32. 

New-truck registrations decreas- 
ed in March to 63 from February’s 
78 registrations. By makes: Ford, 
29; Chevrolet, 22; International, 6; 
Dodge, 3; Mack, 1; Reo, 1, and 
miscellaneous, 1. 


—Vepa N. CoNNER 
* * * 


Minneapolis 

Registrations of new cars in 
Hennepin County (Minneapolis) in 
March increased for the second 
month in a row, according to 
Finance and Commerce, business 
newspaper. 

The March total was 3,023, com- 
pared with 2,716 in February and 
2,519 in January. In March, 1960, 
the count was 4,013. 

By makes, registrations were: 
Chevrolet, 808; Ford, 379; Olds- 
mobile, 188; Rambler, 157; Pon- 
tiac, 151; Buick, 135; Falcon, 135; 
Plymouth, 132; Corvair, 122; 
Dodge, 86; Cadillac, 75; Valiant, 

14; Mercury, 72; Renault, 62; 
Comet, 57; Studebaker, 56; Volks- 
wagen, 54; Chrysler, 51; Tempest, 
50; F-85, 36; Buick Special, 25; 
Lancer, 22; Fiat, 21; Lincoln, 12; 
Volvo, 11; Triumph, 9; Morris, 8; 
MG, 7; Imperial, 6; Mercedes- 
Benz, 5; Willys, 4; Opel, 2, and 
miscellaneous, 11. 

New-truck registrations totalled 
248 in March, compared with 225 
a month earlier and 262 a year 
earlier. By makes: Chevrolet, 105; 
Ford, 68; International, 35; GMC, 
9; Divceo, 7; Dodge, 7; Volkswagen, 
2; Willys, 2; Mack, 1; Studebaker, 
1; White, 1, and miscellaneous, 10. 


—-DoNaLp M. Lyons 
* * * 


Birmingham, Ala. 
New-car sales in Birmingham, 
Ala., increased to 1,323 in March 


from 993 in February. 

By makes: Chevrolet, 348; Ford, 
198; Falcon, 164; Buick, 89; Pontiac, 
80; Corvair, 62; Dodge, 56; Oldsmo- 
bile, 52; Rambler, 47; Volkswagen, 
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44; Comet, 34; Cadillac, 33; Plym- 
outh, 23; Mercury, 18; Valiant, 16; 
Chrysler, 15; Studebaker, 13; Re- 
nault, 8; MG, 4; Fiat, 3; English 
Ford,. 2; Imperial, 2; Lincoln, 2; 
Metropolitan, 2; Opel, 2, and mis- 
cellaneous, 6. 
—Stvuart Rippie 


Dayton, O. 


New-car sales in the Dayton (O.) 
area totalled 1,959, compared with 
2,499 a year earlier. 

By makes, registrations were: 
Chevrolet, 523; Ford, 263; Corvair, 
197; Falcon, 134; Dodge, 92; Pon- 
tiac, 85; Oldsmobile, 82; Buick, 
76; Rambler, 58; Comet, 53; 
Plymouth, 48; Volkswagen, 46; 
Cadillac, 41; Tempest, 33; Mer- 
cury, 25; Renault, 23; Buick Spe- 
cial, 22; Fiat, 22; Lancer, 22; 
F-85, 22; Valiant, 19; Chrysler, 
16; Studebaker, 13; Austin, 5; 
Lincoln, 4; MG, 3; Triumph, 3; 
Opel, 3; Mercedes-Benz, 2, and 
miscellaneous, 24. 

New-truck registrations number- 
ed 153, compared with 172 a year 
earlier. By makes: Chevrolet, 55; 
Ford, 54; GMC, 15; International, 9; 
Dodge, 5, and miscellanecus, 15. 

* * * 


New Orleans 


March new-car registrations in 
New Orleans totalled 1,544, com- 
pared with 1,416 in February and 
2,483 for the like period of last 
year. Truck sales amounted to 236 
in March, compared with 224 in 
February and 273 for the corre- 
sponding period of last year. 

Car sales by makes: Chevrolet, 
468; Ford, 226; Falcon, 163; Pon- 
tiac, 92; Oldsmobile, 91; Rambler, 
80; Corvair, 76; Volkswagen, 71; 
Comet, 50; Buick, 49; Chrysler, 
45; Mercury, 45; Cadillac, 38; 
Valiant, 32; Dodge, 30; Plymouth, 
29; Studebaker, 18; Fiat, 8; Lin- 
coln, 7; Mercedes-Benz, 6; MG, 5; 
English Ford, 5; Imperial, 4; 
Vauxhall, 3; Metropolitan, 2; 
Austin, 2; Willys, 1, and Toyo- 
pet, 1. 

Truck sales by makes: Chevrolet, 
97; Ford, 93; International, 17; 
GMC, 12; Volkswagen, 8; White, 4; 

Mack, 3; Dodge, 1, and Willys, 1. 
—GorpoN HEBERT 
* * * 


Cincinnati 
A total of 3,306 new cars were 
registered in Hamilton County and 
Cincinnati in March, compared 


with 2,273 in February and 3,907 a 
year ago in March, 

By makes, registrations were: 
Chevrolet, 918; Ford, 590; Oldsmo- 
bile, 261; Rambler, 260; Pontiac, 
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Message for Employes— 


How do employes feel about the com- 
pany they work for? Are they proud that 
they're a part of it, or do they tend to 
downgrade the products or services they 
help to produce? A study of employe atti- 
tudes in over 500 companies disclosed 
that a surprising number of employes have 
a negative or uncomplimentary attitude 
toward their company and its products or 
services. As a result, Kelly-Read Co., Inc., 
has produced this poster that encourages 
employes to speak well of their company 
at all times. A copy of this 20 by 27-inch 
poster is available to business executives 
without charge. Write to Kelly-Read & Co., 
Inc., 508 St. Paul St., Rochester 5, N. Y. 


Dodge, 114; Volkswagen, 102; 


Comet, 96; Cadillac, 71; Mercury, 


61; Studebaker, 36; Chrysler, 28; 
Renault, 25; Lincoln, 12; Metropoli- 


tan, 7; Fiat, 6; MG, 6; Mercedes- 


Benz, 6; Triumph, 6; Austin, 5; 
English Ford, 5; Opel, 5; Simca, 5; 
Porsche, 4; Imperial, 3; Vespa, 3; 
Willys, 2, and miscellaneous, 9. 

Used-car sales totalled 4,766 in 
March, compared with 3,071 a 
month earlier and 4,012 a year 
earlier. 


New-truck registrations number- 
ed 271, compared with 196 in Feb- 
ruary and 351 in March, 1960. By 


makes, they were: Ford, 104; Chev- 
rolet, 76; International, 36; GMC, 
21; Mack, 9; Dodge, 6; Willys, 4; 
White, 4; Divco, 3; Volkswagen, 3; 


Reo, 1; Studebaker, 1, and miscel- 


laneous, 3. 


Used-truck sales were 262, com- 


pared with 133 a month earlier and 
277 a year earlier. 


—ALLAN R. Hem 
* * ok 


Detroit 


March new-car sales in Wayne 
County (Detroit) totalled 8,622, 
compared with 7,588 in February 
and 16,642 in March, 1960. Chevrolet 
returned to No. 1 ranking for the 
first time since last September. 

By makes, registrations were: 
Chevrolet, 1,765; Ford, 1,674; Fal- 
con, 619; Corvair, 438; Mercury, 408; 
Pontiac, 397; Comet, 394; Rambler, 
360; Oldsmobile, 318; Buick, 287; 
Plymouth, 278; Cadillac, 237; Thun- 
derbird, 181; Dodge, 176; Valiant, 
160; Volkswagen, 158; Chrysler, 
120, and Lancer, 108. 

Lincoln, 97; Tempest, 83; Re- 
nault, 57; Buick Special, 55; Eng- 
lish Ford, 45; Studebaker, 43; 
F-85, 36; Corvette, 25; Imperial, 
17; Simca, 14; Fiat, 10; Volvo, 6; 
Mercedes-Benz, 5; Metropolitan, 
5; Triumph, 5; Willys, 5; Austin- 
Healey, 4; MG, 4; Opel, 4; Tau- 
nus, 4; Sunbeam, 3; DeSoto, 2; 
Hillman, 2; Peugeot, 2; Saab, 2, 
and miscellaneous, 9. 

New-truck registrations number- 
ed 578, compared with 499 a month 
earlier and 958 a year earlier. By 
makes: Ford, 252; Chevrolet, 119; 
Corvair, 62; GMC, 52; Dodge, 38; 
International, 16; Falcon, 10; 
Willys, 7; White, 5; Autocar, 1; 
Studebaker, 1, and miscellaneous, 


15. 
. 2 


Columbus, O. 


A total of 2,671 new cars were 
registered in Franklin County 
(Columbus), O., in March, com- 
pared with 1,869 in February and 
2,950 in March, 1960. 

By makes, they were: Chev- 
rolet, 574; Ford, 408; Falcon, 242; 
Corvair, 224; Pontiac, 222; Plym- 
outh, 148; Oldsmobile, 130; Dodge, 
128; Rambler, 97; Buick, 91; 
Volkswagen, 90; Comet, 63; 
Chrysler, 46; Mercury, 41; Cadil- 
lac, 40; Studebaker, 36; Simca, 24; 
Lincoln, 11; Renault, 8; Fiat, 7; 
DeSoto, 4; Mercedes-Benz, 4; 
Saab, 4; Volvo, 4; Opel, 3; Sun- 
beam, 3; Willys, 3; Imperial, 2; 
Jaguar, 2; Metropolitan, 2; Peu- 
geot, 2; Triumph, 2, and miscel- 
laneous, 6. 

New-truck registrations number- 
ed 262 in March, compared with 
148 a month earlier and 244 a year 
earlier. By makes: Ford, 94; Chev- 
rolet, 92; GMC, 26; International, 
21; Dodge, 8; Reo, 7; Volkswagen, 
7; Mack, 4; Diamond T, 1; Divco, 
1, and White, 1. 

* 


* * 


Toledo 


New-car sales in the Toledo area 
totalled 1,639 in March, compared 
with 1,153 a month earlier and 2,151 
a year earlier. 

By makes, registrations were: 
Chevrolet, 501; Ford, 364; Pon- 
tiac, 132; Oldsmobile, 103; Ram- 
bler, 86; Buick, 72; Plymouth, 69; 
Comet, 52; Cadillac, 43; Dodge, 
43; Mercury, 42; Chrysler, 35; 
Lincoln, 8; Studebaker, 5; Impe- 
rial, 3, and miscellaneous, 80. 

New-truck sales totalled 150, 
compared with 115 in February and 
155 in March, 1960. By makes: 
Ford, 57; Chevrolet, 55; Interna- 
tional, 18; GMC, 8; Willys, 8; 
Dodge, 3, and Mack 3. 

—ErNEstT C. KisH 










‘Comet-Thon' in San Diego— 


















Pascal Dilday, Inc. (Lincoln-Mercury-Comet), San Diego, recently held a five-hour 
“Comet-thon.”” The promotion was developed around the Southern California Lincoln- 
Mercury Dealer Assn.'s fictional ‘Mr. Halley,"’ who has been driving a Comet around 
his block for over a year. The dealership offered a prize to the person who could 
guess most accurately the number of times “Mr. Holley’’ would drive around Dilday’'s 
block. Pascal Dilday, right, dealer, and Betty Lou Short start ‘Mr. Halley" on his 


tour around the block. 





How They're Pushing Sales... 


Dealer Ad Ideas 


‘Buy at Home’ Plea 
“PUY AT HOME” was Frank C. 
Bond’s advice to residents of 
Huntington, Ind. In a _ personal- 
message type of ad, the Oldsmo- 
bile-Cadillac-Rambler dealer said: 
“Thinking of buying a new 
car? If you are, may I suggest 
that you visit your local dealer- 
ships to inspect and try out their 
merchandise. You will receive 
courteous attention and assist- 
ance from these local dealers and 
salesmen.” 

The ad continued, “While shop- 
ping, leave your title at home and 
review all costs, including finance 
and insurance charges ... If you 
find a somewhat better offer to 
trade at an out-of-town dealership, 
contact your local dealer and see 
if there isn’t some way you can 
buy the same car in your home 
town. 

“You'll be glad you did because 
your local dealer’s interest in you 
is More genuine, and his service 
facilities are much closer and ready 
to serve you.” 

* * * 


Tailgate Sale 
VERSEAS MOTORS, Fort 
Worth, pushed economy and 
imported compacts in a “tailgate 
sale.” Haulaway trailers were ar- 
ranged on the firm’s sales lot, and 
vehicles were retailed from the 
trucks. 
Purchasers were given a free trip 
to Las Vegas for two persons, A 


half-page ad announced the sale. 


Dearborn Dealer Cited— 


Harold Marsh sr., center, H. R. Marsh 
and Son, Dearborn Chevrolet dealer since 
1933, is presented with an achievement 
award from the directors of the Westborn 
Shopping Center, Dearborn. Representing 


the merchants are David Standart, left, 
vice-president, Westborn Merchants’ Assn., 
and William Boisineau, right, association 
president. Marsh's achievement certificate 
cited his firm's retail sales record and 
continuing interest in and contribution to 
the Dearborn community. 





Earlier, attention was drawn to 
the event by a series of teaser ads. 
* * 


Plymouth Dealer 
Aims Demo Rides 
At Local VIPS 


A NOVEL promotion is currently 
under way at J. H. Albers Co. 
(Plymouth) in Cincinnati. 

The company, headed by General 
Manager J, C, Albers, is touching 
all bases in an attempt to get 
across the name of the dealership 
and the 1961 Plymouth to an im- 
portant group of men in the Cin- 
cinnati area. 

J. H. Albers Co. is conducting a 
VIP demonstration ride program 
earmarked at getting as many 
“Very Important People” as pos- 
sible into a Plymouth for a test 
drive, 

Albers personnel go into various 
communities throughout the city 
and contact influential persons by 
Phone, asking them to take the 
demonstration ride. 

“Over 90 percent of the VIPs 
contacted have agreed to take the 
ride,” Albers said. “There is no 
pressure brought to buy. The ride 
is strictly for conversation pur- 
poses and we hope that an effective 
word-of-mouth advertising pro- 
gram will start from the demon- 
stration,” 

At the conclusion of the ride a 
model-size replica of a Plymouth 
Fury is presented to each VIP. 
Follow-up letters are sent from the 
Plymouth Regional] Office thanking 
the person. 


Dealer Combats 
Price Ads with 
‘Security’ Pitch 


ALBERT BEAR, president of On- 

tario Automobile Co. (Chrysler- 
Plymouth), Toronto, is fighting 
price advertising with a strong 
pitch based on reputation and long 
service. The dealership has been in 
the same downtown location 31 
years. 

“We feel the public is becoming 
more economy-minded,” Bear said. 
“They’re interested in security of 
purchase. They want to know the 
dealer will be around to take care 
of them after they buy.” 

In his ads, Bear stresses the im- 
portance of choosing a dealer. “The 
dealer’s integrity and _ efficiency 
have a bearing not only on the 
roadworthiness of your car, but 
also in the economics of paying for 
a car,” he said. 

“Look for a dealer who has been 
in one location for a long time, one 
who has earned a reputation for in- 
tegrity and one who has an estab- 
lished staff who will be there to 
serve you in years to come.” 
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{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 


J 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world 


The Role of the Auto Dealer? 
Starts With Customer 


ey we sometimes forget,” said an industry oldtimer, 
“is that the auto business was built by concentrating 
all efforts on the interests of the customer. 

“And you'll find few dealers in serious trouble in good 
times or bad if they keep that concept before them and 
their employes.” 

We were talking about the NADA task force, and the job 
that lies before dealers in meeting the present crisis and pre- 
paring for a better day. 

Some dealers are inclined to blame other dealers for their 
problems and some the factories. Some have attacked the 
stimulator dealers on the grounds that the stimulator op- 
erates at too low a profit. This argument may make sense 
among dealers, but it doesn’t impress the public, the Govern- 
ment nor the auto factories. 

In the interest of better understanding, dealers must 
concentrate efforts on the customer viewpoint—is it good 
for the customer, does it perform a service, are dealers 
putting creative service into their operations. 

This is the only point on which the auto dealer can justify 
his existence. He earns his place in the industry by taking 
cars from the factories, fixing the “tremendous trifles” that 
mass-production overlooks but the customer won’t, by sell- 
ing cars as efficiently as possible, by providing a service 
home for the car after it is sold. 

Sure there are a lot of independent service shops around 
the country, but the franchise dealer shops are the only ones 
that are, or should be, dedicated to giving the new-car buyer 
the sense of confidence that his dealer’s shop is where he can 
be assured of fast, expert and economical service. 


Basic truths do not change. 
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Events 


% Eprror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used, 


Dealer Conventions 


April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 


April 23-25— Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 


April 23-25 — Ohio Automobile Dealers 
Assn., Deshler Hilton Hotel, Columbus. 


April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

w Moy 7-8 — South Dakota Automobile 
Dealers Assn., Sheraton-Johnson Hotel, 
Rapid City, 

May 7-9—Texas Automotive Dealers Assn., 
Gunter Hotel, San Antonio. 

May 8—Greater New York, Long Island 
and Westchester Automobile Dealers 
Assn., Annual Dinner Meeting, Grand 
Ballroom, Plaza Hotel, New York. 

May 11-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 


May 14-16—I daho Automobile Dealers 
Assn., Idaho Falls. 

May 14-16—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

May 16-17—Massachusetts State Automo- 
bile Dealers Assn., Boston. 

May 18-20—Washington State Auto Dealers 
Assn., Davenport Hotel, Spokane. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 

June 5-8— National Automobile Dealers 
Assn., midyear meeting of board of di- 
rectors, Washington. 

June 11-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
ment, Saranac Inn, Saranac Inn Post Of- 
fice, N. Y. 

June 15-16—Automobile Dealers Assn. of 
Indiana, Marott Hotel, Indianapolis. 
June 16-18—Michigan Automobile Dealers 

Assn., Detroit. 

June 16-18— New Hampshire Automobile 
Dealers Assn., Bald Peak Colony Club, 
Melvin Village, N. H. 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 

%& Aug. 20-23—Automobile Dealers Assn. 
of West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 

Oct, 2-4—l4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


N. Y. 

Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

%& Nov. 14 — Connecticut Automotive 
a Assn., Statler Hilton Hotel, Hart- 
‘ord. 

Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J 


* * * 


Auto Shows 

Nov. I1-18—Philadelphia Auto Show, Phila- 
delphia. 

Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Feb. 17-25— Chicago Automobile Show, 


McCormick Place, Chicago. 
: & © 


General 


May 8-10—1961 Spring Lubrication Sym- 
posium, American Society of Mechanical 
Engineers, Deauville Hotel, Miami Beach. 

May 8-11 — 1961 Hydraulics Conference, 
American Society of Mechanical Engi- 
neers, Queen Elizabeth Hotel, Montreal. 

May 1417—39th Annual Convention and 
Show, Automotive Engine Rebuilders 
Assn., Fontainebleau Hotel, Miami Beach. 

May 22-25—Design Engineering Show & 
Conference, Cobo Hall, Detroit. 

Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 

Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 


week in 1926. 


through the 1943 season. 


10 Years Ago—1951 


The two-millionth car of 1951 was produced this week. Kaiser- 
Frazer Corp. reported a loss of $13,260,193 on its operations in 1950. 





The Big Stories 


35 Years Ago—1926 


During the last seven months, Chevrolet added 1,619 direct and 
associate dealers to its selling force, making a total of almost 7,500 
dealers in all parts of the country, Chevrolet officials reported this 


20 Years Ago—1941 


Voluntarily agreeing to a 20 percent reduction in 1942-model pro- 
duction, car and truck makers will slash approximately one million 
units from their 1942-model schedules, leaving a total of about four 
million units as compared with five million for the 1941-model season. 
The curtailment is expected to release about 100,000 workers and a 
raft of materials for defense needs. General Motors Corp. dropped 
plans for 1943 models and announced that 1942 models will be carried 








Letterbox 


used if you so request, 





Protests Story 


I wish to call to your attention 
the erroneous article on Page 4 
of your issue of March 27, 1961, 
headed, “Auto Buyer Wins $2,310 
in Fraud,” involving “the old Nash 
Missouri Co.” To anyone in the 
trade this can only mean the for- 
mer Nash Missouri Corp. of St. 
Louis. 

I was president and general man- 
ager of Nash Missouri Corp., 2323 
S. Kingshighway Blvd., St. Louis, 
during its entire operation. 

Nash Missouri Corp. was not sued 
by a Mr. Myron C. Burton in con- 
nection with the sale of a 1954 
model Metropolitan. Nash Missouri 
Corp. was never sued by anyone 
during its entire operation. Nash 
Missouri Corp. cancelled its Nash 
franchise in the fall of 1953, at 
which time the “Metropolitan” 
make of Nash referred to in your 
article was not even in production. 

Although Nash Missouri Corp, is 
no longer in business, your article 
is a reflection on my integrity as 
its president and general manager, 
which in turn casts a reflection on 
my present business. 

I am well known to automobile 
factory and finance company peo- 
ple, as well as automobile dealers 
and the general public in this area 
for my very successful operation of 
Nash Missouri Corp. for many 
years. 

Nash Missouri Corp. earned the 
official factory approved title of the 
“World’s Largest Nash Dealer,” 
consistently retailing well over 1,000 
new Nash cars yearly. 

Your article improperly reporting 
fraud against a company I former- 
ly headed can cause much adverse 
publicity against me personally, 
and against my present business.— 











"Take a break, Fred, I'll handle this one." 


‘Never Sued . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 
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H. B. Pev.xes, president, Pioneer 
Plymouth, Inc., St. Louis. 
* * * 


‘Who Needs Help?’ 


Who made James C. Moore the 
authority on “overproduction” and 
“overbuying?” We didn’t ask 
NADA, nor Congress, nor our state 
legislature for any kind of help 
except to be let alone to run our 
business as well as we can to please 
our customers, sell cars and service 
and make an honorable profit. 


Our greatest problem at times 
has been to obtain enough of the 
models desired. I do not understand 
how the manufacturer can benefit 
by forcing his product upon his 
customer, 

We expect 1961 to be our biggest 
year volume and profit wise. 


What are we doing wrong? Per- 
haps we should consult a commit- 
tee?—Epwarp J. STEPHANI, presi- 
dent, Nickey Chevrolet, 4501 Irving 
Park Rd., Chicago 4, Ill. 

* * * 


‘Act to Survive’ 


In your “Letterbox” of April 3, 
R. S. McCune made pertinent com- 
ments about the mounting dealers’ 
problems. Having enjoyed the auto- 
mobile business since 1912, and be- 
ing a dealer since 1935, I heartily 
concur. However, there must be 
more than talk about the dilemmas 
mentioned by McCune. 

It is sad but true that govern- 
mental and state agencies have 
burdened the car dealers with reg- 
ulations, chores and paper work, 
to where a dealer spends more time 
and effort on no-pay work than 
he does on selling or servicing his 
product. But let us be honest— 
who is to blame? 

Well-paid bureaucrats have 
found that auto dealers are 
stupid enough, willing to work, 
assumes responsibilities for the 
agencies and are without guts 
to fight for their rights. Why 
shouldn’t they keep on piling on 
more and more chores on the 
dealers? 

In “Dealer Forum” of April 3, 
Bob Finlay quoted a veteran deal- 
er remarking, “My God, are we 
just going to go on talking about 
our troubles? Aren’t we ever going 
to do anything about them?” By 
“We” this dealer speaks of every 
dealer and every dealers’ associa- 
tion, including NADA, obviously, 
dealers love to hear their own 
voices but they lack fortitude to 
solve their own problems: Prob- 
lems not only with governmental 
agencies, but with manufacturers 
and clients. 

When a retail merchandising 
group prostitutes business to where 
its gross profits are less than half 

(Continued on Page 26, Col, 4) 
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READERSHIP s RVEYS PROVE 


You SELL 2 BIG AUTOMOTIVE MARKETS 
WITH JUST 1 AUTOMOTIVE PUBLICATION 


MARKET NO. | 
CAR AND TRUCK 
DEALERS 


AUTOMOTIVE NEWS is the Number 1 publication in readership 
and preference among car and truck dealers! 


This and other facts that are important to your selling picture are pre- 
sented in a new readership survey, What Automotive Publications Do 
Car and Truck Dealers Read and Prefer? R. L. Polk reports state-by- 
state the readership and preference of all automotive publications. 


Whatever automotive product you manufacture or sell, the car and 
truck dealer is the man who is in constant touch with your ultimate 
customer . . . the man who is so highly influential in the sales of your 
products . . . the man you must reach. 


And AUTOMOTIVE NEWS is his publication! That’s why so many 
advertisers already depend on AUTOMOTIVE NEWS for complete 
coverage of the vital car and truck dealer market. They know that 
state by state, week after week, dealers rely on the Newspaper of the 
Industry. And that’s why you should look to AUTOMOTIVE NEWS 
for the kind of coverage that means greater sales for you . . . on the 
dealer level! 


THE MOST INFLUENTIAL PUBLICATION IN THE AUTOMOTIVE INDUSTRY 


REPRESENTATIVES: 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 965 E. Jefferson, Woodward 3-9520 


NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 42nd St., Murray Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan Ave., State 2-6273 

SAN FRANCISCO: Jules E. Thompson, 681 Market St., Douglas 2-8547 

LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Hollywood 3-4111 


foua®® — Survey ns Sales and Profi 


MARKET NO. 2 
AUTOMOTIVE 
MANUFACTURERS 


AUTOMOTIVE NEWS is the Number 1 publication in readership 
and preference among Automotive Manufacturers. 


This is the finding of a new independent readership survey, How To 
Reach The Men Who Have The Buying Power In America’s No. 1 
Industry . . . a survey that is available to you now . . . a survey that 
is truly must reading if you want to reach the men who make the 
buying decisions. 

This survey, conducted by R. L. Polk, determined readership and pref- 
erence among men in the following titles: Chairman of Board, Presi- 
dent, General Manager, Ass’t General Manager, Vice-President, V/P 
Engineering, V/P Sales, General Sales Manager, Ass’t General Sales 
Manager, Car/Truck Sales Manager, Chief Engineer, Engineering, 
Manufacturing, Styling Executives, Purchasing Director, Service Man- 
ager, Advertising, Sales Promotion, Mdse. Manager, Public Relations. 


AUTOMOTIVE NEWS means complete, across-the-board coverage of 
every key management position, from chairman of the board to top 
engineers to sales executives. 
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ts Improved . 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 





by Joseph M. Callahan 


All of a Sudden— 


Bucket Seats Boom 


yet asd seats, the principal 
trade mark of the luxury com- 
pact cars that have popped out like 
daffodils this spring, are now offer- 
ed by no less than 13 United States 
makes, with Rambler due to an- 
nounce its bucket-seat version soon. 

These stylized individual seats, 
which have a curved back and a 
lot of leather pleating, now are of- 
fered on the Thunderbird, Cadillac 
convertible, Oldsmobile Starfire 
convertible, certain Buick Electra 
and Invicta models, any Pontiac if 

specially ordered, Chrysler 300-G, 
Studebaker Hawk, Corvair Monza, 
Falcon Futura, Comet S-22, Special 
Skylark, F-85 Cutlass and the Tem- 
pest coupe. 

Bucket seats, which seem to be 
partially replacing the long-estab- 
lished bench seats, have been 
around for a long time and for 
some inexplicable reason have 
suddenly caught the fickle fancy 
of the American public. 

Among their advantages are: 

1. They improve the appearance 
of a car’s interior by providing a 
sporty approach and making pos- 
sible fascinating and colorful trim 
schemes. 

2. Because they are individual 

(Continued on Page 27, Col, 1) 


As an Auto Component . 





By Joseph M. Callahan 
Engineering Editor 


N ECONOMIC war of con- 
siderable proportions has 


spread across the country as 
a result of the auto makers’ re- 
cent switch from laminated glass 
to tempered glass in the side win- 
dows of new cars. 

On one side are the auto makers, 
who save $30 million to $40 million 
a year by installing this cheaper 
glass. On the other side are the 
nation’s 9,000 auto glass installers 
and their glass suppliers, who 
eventually will lose 20 to 25 percent 
of their replacement business. 

In the middle are the large 
glass companies, who are reluct- 
antly caught in the fight between 
their two sets of customers. 
These companies are publicly tes- 
tifying as to the safety of tem- 
pered glass, even though it means 
considerably reduced original- 
equipment and replacement sales 
to them and even though it 
means alienating many of their 
flat glass dealers. 

Also in the middle is the general 
public which must be somewhat 
confused by the sometimes flimsy 
arguments of both sides. An analy- 
sis of the significant facts involved 
indicates the difficulty in making 
a clear-cut case for either side as 
far as the safety of the car-riding 
public goes. 

a aa 
Ate becoming involved in the 
dispute are Congressmen and 
legislators in many states, who are 
being aggressively urged by the 
glass dealers to enact legislation 
requiring laminated glass for all 
car side windows, and then told by 
representatives of the auto makers 
that such laws are extremely un- 

wise and unnecessary. 

Unhappy, but less vocal than the 
glass dealers, are du Pont and 


Porcelain’s Future Probed 





OW that ceramic-coated metal 

has established a beachhead on 
the automotive market in the form 
of Rambler’s ceramic muffler, 
what are the chances of other ce- 
ramic or porcelain components ap- 
pearing on United States cars? 

“The chances are good,” says 
William E. Pierce, manager of 
the Frit-On-Steel Division of the 
Porcelain Enamel Institute, who 
is understandably a little extra 
optimistic on the subject, 

At present, semantics is playing 
a role in this business, American 
Motors reportedly is quite insistent 
that “ceramic” be used in describ- 
ing its muffler, possibly because 
the word “porcelain” is generally 
associated with kitchen pots and 
pans. 

However, long-time operators in 
this industry use the phrase “porce- 
lain enamel” to describe their busi- 
ness, feeling that Webster is cor- 
rect in associating ceramics with 
pottery and earthenware. 

o* o* a 

T ANY rate, all three terms — 

ceramic, porcelain enamel and 
porcelain—refer to a process in 
which a thin layer of ground glass 
or “frit” is baked on a piece of 
metal, making the part very resist- 
ant to acid and corrosion and fairly 
resistant to impact and thermal 
shock. 

The best area for tuture growth 








of porcelain-coated steel in or- 
iginal automobile equipment is 
probably in the muffler area, al- 
though there are no hot prospects 
at the moment. Ford and Chrys- 
ler Corp. have shown the greatest 
interest. 

The after-market muffler field is 
considered to be the most immedi- 
ately fruitful for the porcelain peo- 
ple. Both Sears, Roebuck and 
Wards are now supplying replace- 
ment mufflers similar to Rambler’s 
to their 1,000-odd stores across the 
country. When the pipelines are 
filled, much more will probably be 
heard about this. 

Also, Walker Mfg. Co., the manu- 
facturer of Rambler’s muffler, is 
now conducting a limited market 
test in three cities, probably as a 
preliminary step to nationwide dis- 
tribution. 

* * + 


Tests on Manifold 


Aa*ed about other potential 
porcelain components, Pierce 
said that his organization ig cur- 
rently testing porcelain coating of 
the interior of intake and exhaust 
manifolds, seeking to determine 
(Continued on Page 19, Col, 1) 
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Monsanto, which have lost about 
50 percent of their automotive mar- 
ket for the plastic liner that goes 
in laminated glass, despite the fact 
that both companies have opened 
new plants in the recent past to 
supply this material. 

Laminated glass, consisting of 
a sandwich of two pieces of glass 
with a liner of polyvinyl butyral 
plastic in between, is required by 
law for all windshields and, ad- 
ditionally, has been used by all 
United States auto makers for 


TEMPERED 





Tempered vs. Laminated Glass— 


Heat Rises in Glass Safety Feud 


practically all car side windows 

from the middle 1930s until the 
fall of 1955. 

At that time Chrysler began in- 
stalling tempered glass—which is 
one sheet of glass that’s heated and 
quickly cooled by a blast of cold 
air to give it extra toughness—in 
the windows of its ’56 Plymouths 
and Dodges. American Motors, and 
Studebaker-Packard gradually 
switched over in the next two 
model years. 

General Motors and Ford Motor 

+ * = 


LAMINATED 





Two pictures show what happens when a piece of tempered glass, left, and a piece 
of laminated glass are struck by a sharp punch. This demonstration, however, shows 
tempered glass in its most unfavorable situation. Tempered glass often will withstand 
a blow from a larger, blunter object better than laminated. All United States cars, 
except Cadillac, have switched from laminated to tempered glass side windows. All 
American cars have laminated in the windshield and tempered in the rear window. 





Co. switched over partly on their 

’60 cars and made the changeover 

100 percent on the ’61 models, with 

the exception of Cadillac, which 

still uses laminated side windows. 
ed * * 


Tempered Backlights 


ACK windows of all cars con- 

tinue to be made of tempered 
glass. It’s figured that the average 
new car has 30 square feet of glass 
in it—10 feet in the windshield, 10 
feet in the side windows and 10 feet 
in the back window. 

Before the switchover, two-thirds 
of this 30 feet consisted of lami- 
nated glass. Now, tempered glass 
makes up two-thirds of the total 
area. 

GM uses %-inch plate glass in all 
its windows currently. This glass 
has slightly better optical qualities, 
because it is ground and polished. 

By contrast, the rest of the in- 
dustry uses 7/32-inch sheet glass 
for windows. The only exceptions 
are the compact cars, which use 
glass 6/32-inch thick for windows. 

In Congress, the dispute over 
laminated or tempered glass for car 
windows has erupted in the House 
Health and Safety Subcommittee, 
with the National Auto and Flat 
Glass Dealers Assn. asking that 
laminated glass be made manda- 
tory in car windows, 

In the past few months similar 
bills have been introduced in the 

(Continued on Page 18, Col, 1) 





Big Future Foreseen for New Wiper 


NE of the engineering “sleep- 

ers” on the 1961 cars is the new 
hydraulic windshield wiper offered 
on all Lincolns. This wiper seems 
to have so many advantages that 
it’s certain to be widely used in 
the years ahead. 

One limitation is that it now 
is usable only on cars with power 
steering because it is driven by 
the power-steering pump, al- 
though some work is being done 
to circumvent this limitation. 
This wiper, called Hydro-Wipe, 
was jointly developed and adapted 
to the Lincoln by engineers at 
Ford Motor Co. and Trico Prod- 
ucts Co., longtime suppliers of 
windshield wipers and other ac- 
cessories to the auto industry. 
Trico manufactures this wiper. 
Engineers at Lincoln and Trico 
consider the hydraulic wiper a 
fourth-generation wiper, being pre- 
ceded by the electric wiper, the vac- 
uum wiper and the wiper powered 
by the driver’s good right arm. 
Kenneth H. Higgins, manager of 
the body and electrical department 
of the Lincoln, Continental and 

Thunderbird Engineering Group, 
said the big advantage of this 
wiper is that it has more “muscle,” 
permitting more wipes-per-minute 
and better wiping. Its 50 to 60 per- 
cent greater torque permits in- 
creasing the blade pressure on the 
glass, also. 

* * * 


°61 Wiper Is Larger 


NTIL 1961 the Lincoln Conti- 

nental used a vacuum wiper, 
but there was concern that this 
wiper would be inadequate for the 
current model because of the car’s 
larger windshield, the wiper’s long- 
er arms and its 18-inch wiper 
blades. Also, the ’61 Lincoln has a 
higher windshield and it employs 
the tandem wipe (both arms stay 
parallel and part of the glass is 





wiped twice). All this increases the 
need for a more powerful wiper. 

Another important advantage 
of the hydraulic wiper is that, un- 
like other wipers which operate 
at one, two or three different 
speeds, this unit operates at in- 
finitely variable speeds, ranging 
from around 10 wipes a minute 
to 180 wipes a minute. 

Higgins also mentioned these ad- 
vantages: 

1. All electrical accessories can 
be in use simultaneously without 
affecting the wiper’s operation. 

2. There are no adverse effects 
during prolonged periods of use. 

3. It parks on the cowl under 
full power. Higgins said that it’s 
almost impossible to stop this 
wiper with snow or ice. 

4. There’s no pressure on the 
wiper when it’s shut off, permitting 
easy moving of the blades by hand 
for cleaning the windshield or re- 
moving ice and snow from the 
cowl area. 

5. A wide range of torque for the 
wiper motor can be chosen. It nor- 


Engineers 


mally operates at 60 to 70 pounds 
per square inch, but pressure up to 
200 pounds per square inch is at- 
tainable. 

There is no drain on the bat- 
tery and the unit can be operated 
at full efficiency even when the 
battery is not at full charge. 

* * * 
EVEN. The blades can be park- 
ed on either the right or left 
sides. This reportedly is not as easy 
with the electrical wiper. 

8. Wiping patterns can be chang- 
ed easier. 

9. Under-hood temperatures have 
no affect on the wiper’s operation. 

10. The motor is silent. 

Somewhat surprising, this 
wiper is less expensive than the 
electrical wiper. This was espe- 
cially true for Lincoln because, 
by taking the wiper load off the 
generator, the engineers were 
able to avoid going to a larger 
generator. 

Industry sources report that the 
electrical wipers cost about $3.50 

(Continued on Page 18, Col, 4) 


Showcase 


Although seating engineers have concentrated almost wholly on 
the 90th percentile man, Ford will shortly begin a study of female 
dimensions—strictly in the interest of science. This study will 
largely consist of measuring the length of women’s arms, legs 


and torsos, 


to determine how suitable car seats and 
appointments are for the girls. 


interior 


A prominent supplier is planning a Detroit press conference next 
month on its single-leaf springing. This will give an indirect 
advance boost to the single-leaf coming next fall on Chevrolet’s 


new senior compact. 


Peugeot surprised Geneva showgoers with a fuel-injection model 
of its 404 engine. A fuel-injected 404 is rated at 85 horsepower, 
compared with 72 in the standard version. 

Is Chevrolet testing a single-carburetor, four-cylinder version of 
its six-cylinder Corvair powerplant for subcompact purposes? 












Motorola was dedicated to the 
advancement of car radio back when 
outside exhausts split the quiet 


The big sound of the big pipes was pure purr— 
an Ovation to controlled power from easy start 
to full throttle. 

Remember? You were running high, wide, 
and handsome in acar that was all-class—with 


MOTOROLA AUTOMOTIVE PRODUCTS INC., A SUBSIDIARY OF MOTOROLA INC., 9401 W. GRAND AVE., FRANKLIN PARK, ILLINOIS 


a dash of the Indianapolis 500 thrown in. 

Sharp too, the great good sound of this car’s 
radio. It was a Motorola and had all the ear- 
marks of being in a class by itself. Just like 
today’s in that respect. 


OMOTOROLA 
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Tempered or Laminated? 








Heat Rises in Glass Safety Feud 


(Continued from Page 16) that has relentlessly toured the 
country to fight the bills. Similar 
bills have been killed in Massachu- 
setts and Pennsylvania since 1959. 
+. * * 
So the AMA people, this 
task force has consisted of Dr. 
Joseph Ryan, director of Libbey- 
Owens-Ford Glass Co.; Larry Keim, 
a manager of technical service for 
Pittsburgh Plate Glass Co., and 
Ormound I. Rugg, glass technolo- 
gist for Ford Motor Co. This group 
also presented the industry’s posi- 
tion on the matter to the Federal 
Safety Council last January. 

Spearheading the attack against 
tempered car windows has been 
Shatterproof Glasg Corp., a leading 
supplier of replacement laminated 
glass, which has financed an “Auto 
Glass Book of Facts” on the con- 
troversy, issued demonstration kits 
to show the difference between the 
two types of glass and now is con- 
ducting more than a dozen clinics 
around the country on the subject. 

Each side in the squabble has 
movies that picture its side of 
the argument, These conclusively 
prove that almost anything can 
be proven if you have a good 
cameraman. 

A major battleground for the 
feud has been the glazing commit- 
tee of the American Standards 
Assn. This committee, consisting of 
33 representatives of interested or- 
ganizations, meets about every five 
years to discuss recommendations 
that will be made to manufacturers 
and governmental] bodies regarding 
auto glass. 









legislatures of Ohio, Missouri, Cal- 
ifornia, New York and Washington, 
but there is little likelihood of any 
of these being enacted into laws, 
thanks largely to an Automobile 
Manufacturers Assn. task force 
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Curtiss-Wright Announces 
Alternator-Generator 


The multipurpose alternator-generator, 
manufactured by Utica Division of the 
Curtiss-Wright Corp., 304 Valley Bivd., 
Wood-Ridge, N. J., is said to utilize ad- 
vanced components such as silicon recti- 
fiers—a new type rotor eliminating com- 
mutator, brushes, slip rings—and rotor 
windings, 

Utica Division is marketing a line of 
alternator-generators with converters 
ranging in size from .5 to 5,000 kilowatts, 
Operating at prime mover speeds from 
500 to 150,000 revolutions per minute. 


* * * 

Experts Divided 

IS committee last met in 1959 

and voted to continue recom- 
mending either laminated or tem- 
pered glass for side windows as it 
has since 1938. However, since the 
25-to-8 vote was not the clear-cut 
decision that is normally desired 
in such situations, it was agreed 
to reexamine the question and to 
take another vote. 

Before this is done, however, six 
subcommittees must examine vari- 
ous safety facets of the situation 
and report back, Chances of any 
change in the recommendation ap- 
pear remote. 

The decision of this organiza- 
tion is not binding in any way,,. 
except that most states’ laws on 
auto glazing follow the ASA’s 
recommendation. 

The general position of the auto 
makers and other supporters of 
tempered side windows is that tem- 
pered glass is just as safe for this 
application as laminated. They con- 
tend that this is borne out by 
Chrysler’s experience with tem- 
pered windows dating back to 1955, 
which was closely watched by all 
the car manufacturers. 

They contend further that the 
choice of either type of glass is a 
tossup, asserting that laminated 
glass would be better if a hard, 
sharp object crashed into the win- 
dow and that tempered glass would 
be better generally if a larger, more 
blunt object hit the glass. 

* * * 






17-Station Transfer Unit 
Announced by Foote-Burt 


A 17-station, 64-spindle transfer ma- 
chine to drill, ream, chamfer, spotface, 
counterbore, core drill and tap holes in 
automotive cylinder heads has been an- 
nounced by Foote- Burt Co., Cleveland, 8, O. 

The machine, which is only 46 feet long 
by 17 feet wide, accepts heads from 
the last station of a previous machine and 
deposits them at a forwarding index sta- 
tion for further processing. Production rate 
is 103 heads per hour at 80 percent effi- 
ciency, it is said. Three stations are fur- 
nished with only one way-unit each (all 
other stations have two way-units each), 
leaving the opposite side vacant for addi- 
tion of future units if desired. 















et agree that laminated glass 
should be mandatory for wind- 
Shields because when it’s broken it 
doesn’t become opaque like a bath- 
room window. However, they add 
that there’s no serious danger if a 
tempered side window suddenly 
shatters and becomes opaque be- 
cause the loss of side vision is not 
so important. 

Many tempered-glass supporters 
say that the change to tempered 
windows is “progress.” But, when 
they’re asked why this progressive 
step wasn’t taken 25 years ago 
when tempered glass was develop- 
ed, the answers are conflicting and 
confusing. 

In contrast, the supporters of 
laminated windows, who also like 
to avoid talking about the eco- 
nomic aspects of the change, say 
flatly that tempered glass, al- 
though suitable for back win- 
dows, is an unwarranted com- 
promise with the safety of the 
public. 

Neither side has a good, inde- 
pendent source to support its 
claims about the relative safety of 
each type of glass. 

The closest thing to such a source 
is a study by the Cornell University 


Sintered Nylon Is Used 
In Ball-Joint Socket 


Sintered nylon is being used by Accur- 
ate Products, Inc., 135 N. Spring St., In- 
dianapolis, Ind., for the seat of its adjust- 
able steering ball-joint socket which is a 
replacement part for Ford or Mercury 
lower ball-joint sockets. 

Designed to give an easy steering action 
and require a minimum of adjustment, 
the ball-joint socket incorporates a sintered 
nylon plug in the bottom of the socket 
that provides a .740-inch disc-shaped seat 
on which the ball segment of the assem- 
bly rides, it is said. The plug contains a 
solid lubricant called molybdenum disul- 
phide, and this lubricant has such a 
low coefficient of friction the ball can 
turn against the plug without drag, it is 
claimed. 





Automotive Crash Injury Research 
Group, which made its findings 
public at the 1958 summer meeting 
of the Society of Automotive Engi- 
neers. 

* o * 


Side-Window Injuries 


2 ye study was admittedly of an 
exploratory nature and was 
partly financed by Ford and Chrys- 
ler. It concerned itself with 715 cars 
involved in injury-producing acci- 
dents in 12 states. 

The study showed that 251 or 35 
percent of these cars had damaged 
side windows, that 1,672 persons in 
these cars were injured but that 
only 27 persons, or 1.6 percent of 
the victims were injured by the 
side windows. 

In contrast, the steering assem- 
bly, instrument panel, windshield 
and front-seat backrest each in- 
jured 10 to 30 percent of the car 
occupants in these accidents. 

Twenty-one of the 27 injuries 
were minor, while six injuries were 
described ag moderate, involving 
five severe lacerations and one con- 
cussion. 

This much of the study seems to 
have validity, but when it goes into 
the matter of whether tempered or 
laminated glass caused more in- 
juries, the findings appear dubious. 
For one thing, the study included 
only cars made between 1946 and 
1957, whereas the ’56 and ’57 Chrys- 
ler Corp. cars were the only ones 
with large pieces of tempered side 
glass during this time. 

Tempered glass was used for 
vent windows and rear quarter 
windows in many earlier cars, but 
these windows would not be expect- 
ed to cause many injuries. 

* + * 


OF THE 27 persons injured by 
side windows in the Cornell 
study, 26 were injured by laminated 
glass and one person was hurt by 
tempered glass. 

The National Auto & Flat Glass 
Dealers Assn. has arrived at 11 con- 
clusions or, More aptly, charges re- 
garding tempered windows. These 
charges were put to a glass spokes- 
man of one auto company, who 
made the following responses: 

Charge 1: The amount of protec- 
tion offered by tempered glass is 
unpredictable, 

Response: This is true of tem- 
pered glass, but it also is true 
of laminated glass. 

Charge 2: Tempered glass has 
low resistance to penetration by 
smal] missiles. 

Response: This is true, but a 
large object, such as a pheasant, 
is more likely to penetrate laminat- 
ed glass, depending on the speed 
of the vehicle and the angle at 
which the object strikes. Also, 
small objects are more likely to hit 
a side window at less than a 90-de- 
gree angle. In this situation the 
tempered glass performs best. 

a * * 


Missile Protection 


= 3: There is poor protec- 
tion from missiles which do 
penetrate. 

Response: True. 

Charge 4: There is poor reten- 
tion of a passenger in a car when 
tempered glass is cracked. 

Response: Would you like to be 

retained in a car by a piece of 
broken laminated glass? 

Charge 5: High peak forces build 
up when a head strikes tempered 
glass, resulting in skull fractures. 

Response: A skull fracture would 
(Continued, of Pome a Col, 1) 


LAMINATED 


Ford Tests Two Glass Types— 


One of the tests conducted by Ford Motor Co. consists of hurling an 11-pound bag 


of steel shot at two door windows. At left, 
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Lincoln's Hydraulic Wiper— 








Kenneth H. Higgins, manager of body and electrical engineering for Lincoln, Con- 
tinental and Thunderbird, exhibits the hydraulic windshield wiper motor and the 


regulator valve, right, that is used on all 


61 Lincolns. 





Lincoln’s Hydraulic Unit Has More ‘Muscle’ .. . 





New Wiper Wins Plaudits 


(Continued from Page 16) 


more per car than the vacuum 
wipers, while the hydraulic wipers 
only cost some $2.50 more than the 
vacuum wipers. 

Hydro-Wipe also has some minor 
drawbacks, which Higgins dutifully 
listed. 

Among these are: At zero tem- 
perature and below there may be 
a two-or-three-second delay when 
the wiper is turned on; it won’t 
operate unless the engine is run- 
ning; it creates enough torque to 
sometimes twist off the blade-arm 
pivots during manufacturing; it 
creates higher temperatures and 
pressures in the power-steering 
pump oil, and there may be a 
slight slowdown of the wipers dur- 


= a 
Autolite Testing 
a7 
New Transistor 
7 e 
Ignition System 

DAYTONA BEACH, Fla.—A new 
transistorized ignition system is 
being tested here by Electric Auto- 
lite Co.’s racing team, and, accord- 
ing to the company, it should be 
ready for the consumer market this 
year. 

The firm said the system offers 
possibilities for vastly improved 
system life, a non-fouling, universal 
heat-range spark plug, much great- 
er reliability and an end to cold- 
weather starting problems created 
by contact points in a conventional 
ignition system. 

In addition to the advantages for 
the average driver, Autolite said, 
the system has a special potential 
for race drivers. 

By using transistors to switch 
currents rather than mechanical 
contacts which are limited to their 
capacity, the firm said, the new 
system can deliver far more energy 
to the spark plug, and do it almost 
instantaneously. 

This means hardly any voltage 
dropoff at high speeds, character- 
istics of a magneto system at the 
high end of the speed range and 
those of the battery system at the 
low end, the firm added. 





the bag destroyed the laminated window, 


while the tempered glass window, right, remained intact while being subjected to an 
identical blow. Laminated glass performed better in some other tests. 


ing some periods of intensive 


steering. 
* + + 


Sealing Improved 


7s higher pressures were han- 
dled by greatly improving the 
Sealing in the pump and by plac- 
ing the wiper motor in the plenum 
chamber of the heater. 

Thus, even if the motor did 
leak, it wouldn’t leak into the 
passenger compartment, Special 
attention was given to this pos- 
sibility because of Lincoln’s 24,- 
000-mile or 24-month warranty. 
To keep the oil from getting too 

warm, the early 1961 Lincolns piped 
radiator coolant through the 
power-steering pump oil. Subse- 
quently, it was found that the oil 
didn’t heat up to any extent and 
this measure was dropped. 

Before the hydraulic wiper was 
adopted, Lincoln engineers con- 
ducted an extensive testing pro- 
gram, consisting of three labora- 
tory tests of three million cycles 
each, a continuous operation of the 
wiper for the equivalent of 20,000 
miles and a general durability run 
of 250,000 miles in several cars in 
which the wipers were used as 
required. 

The Hydro-Wipe is driven by 
the spent oil after it has passed 
through the steering mechanism 
and is on its way to the sump for 
recirculation. When the wiper is 
not operating, the oil merely passes 
through the wiper regulator valve 
which bypasses the oil back to the 
pump. 

* * * 
bfgponente the wiper is actuated by 
creating a restriction in the 
regulator valve, the oil is routed 
to the hydraulic motor which drives 
the wiper blades. 

Incidentally, some of the extra 
“muscle” of this wiper is derived 
from the Lincoln’s unusual 
power-steering pump which is 
directly mounted to the crank- 
shaft, rather than being belt- 
driven as it is on most other cars. 
Although the market for the 
Hydro-Wipe includes all cars which 
have power steering as standard 
equipment and is already greater 
than Trico can handle, some ex- 
ploratory work has been done about 
developing other sources of hydrau- 
lic power for it. 

One solution being considered is 
a small, independent hydraulic 
pump that would be used only for 
the wipers. This might be too ex- 
pensive. 

Other solutions include using the 
engine oil or the transmission oil. 
Both of these methods are opera- 
tionally feasible. But, the engine oil 
would be troublesome because it 
often gets too dirty and because 
of its wide variations in viscosity. 
The transmission oil generally is 
at the limit of its temperature rise, 

so that the least amount of addi- 
tional work asked of it would be 
strongly resisted by the transmis- 
sion engineers. 
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As an Auto Component... 


Porecelain’s Future Probed 


(Continued from Page 16) 


the possible increase in horsepower 
that would occur by reducing the 
turbulence of the intake and ex- 
haust gases. 

The idea is to use the lubricity 
of the porcelain to slide the gases 
in and out of the combustion cham- 
bers easier. 

Some hot-rodders now chrome- 
plate the interiors of their mani- 
folds for this purpose. Back in 
the days when prospective car 
buyers looked under the hoods, 
Pierce-Arrow and a few other 
makers used to porcelain-coat the 
outside of their manifolds for ap- 
pearance sake. 

Another possibility would be to 
use porcelain on the inside of rock- 
er panels. Because of the baking 
temperatures—around 1,500 degrees 
Fahrenheit—it would be just as 
cheap and practical to coat both 
sides of the rocker, 

* * + 
oo raises the question of how 
you make paint stick to the 
outside of the panel. The best solu- 
tion would be to use a porcelain 
with a mat-type surface that would 
mechanically bond the paint. 

A similar porcelain coating could 
be applied to fenders and quarter 
panels but admittedly there is not 
sufficient need for rust resistance 
on these parts to justify the extra 
cost. 

One wild suggestion was that 
sometime some of the auto mak- 
ers might use their body-dipping 
tanks for dunking the entire uni- 
tized body or underbody of a car 
in porcelain to permanently ward 
off corrosion. 

Although this measure would 
certainly be too costly, some of the 
industry’s body engineers, who are 
diligently working to improve the 
corrosion resistance of the under- 
bodies of their unitized-body cars, 
have probably considered this. 

* * ES 


Less Expensive 


a feels that porcelain-coat- 
ed iron or steel has at least the 


Engineers’ Income 
Gain 5 Pct. a Year 


NEW YORK.—Engineers’ salary 
levels rose approximately 5 percent 
per year between 1958 and 1960, 
according to a survey conducted 
by the Engineering Manpower 
Commission of Engineers Joint 
Council. The overall median annual 
salary now stands at $9,600. 

The 5-percent increase may be 
compared with an average annual 
increase of 6% percent in the years 
1953-1958. Seven years ago (1953), 
the first in this series of surveys 
found the median salary for en- 
gineers at $6,500. The current sur- 
vey cOvers approximately 200,000 
engineering graduates in industry, 
education and government. 

The report shows that engineers 
are a young group, with median 
age of about 32, based on a gradua- 
tion average age of 22. Salaries 
increase more during the early 
years of an engineer’s career and 
begin to slow down at about 20 
years of experience. Recently, this 
tendency has been less pronounced. 
There is a marked difference be- 
tween engineering salaries in in- 
dustry, government and education, 
with the highest level in industry, 
followed by education and then 
government. Of particular note is 
the 14.3-percent increase in the 
total professional income of engi- 
neering teachers between 1958 and 
1960. 


GM Foundry Division 
Reassigns 5 Officials 


SAGINAW, Mich. — Five person- 
nel changes at Central Foundry Di- 
vision of General Motors have been 
announced. Carl A. Koerner was 
named works manager, and Char- 
les E. Drury succeeded him ag sales 
and engineering director. 

Thomas R. Wiltse succeeded 
Drury as reliability director; 
Thomas E. Smith succeeded Wiltse 
as manager of the Defiance (O.) 
plant, and Dale W. Wonus succeed- 
ed Smith as manager of the Dan- 
Ville (Ill.) plant. 





corrosion resistance of stainless 
steel and is much cheaper, For 
these reasons, he feels that it has a 
future as a substitute for stainless 
in certain components of antismog 
devices and gas turbines. 

He intimated that stainless steel 
is probably suitable now for these 
two items because they’re in the 
development stage, but that, when 
and if they ever reach the volume- 
production stage, porcelain will do 
a good, inexpensive job in many 
areas, 

At present, both Chrysler Corp, 





Price of Delrin Reduced 


NEW YORK.—The price of Del- 
rin acetal resin—duPont’s newest 
engineering plastic — has been re- 
duced from 80 to 65 cents a pound. 
DuPont said excellent commercial 
acceptance has made possible the 
drop in the base price. 


and General Motors reportedly 
are testing porcelain for a few 
components of their gas turbines. 
Chrysler reportedly is using por- 
celain in the housing for one of 
the turbine wheels. 


Pierce said that porcelain would 
be suitable for certain components 
of both the afterburner and cata- 
lytic antismog devices because of 
its resistance to both heat and 
acids. 

* * * 

Aram area in which porce- 

lain might have a future is in 
electroluminescent lighting which 
uses several thin porcelain coats. 
Pierce suggested that a good safety 
and decorative item might be elec- 
troluminescent side trim that would 
show a mirror finish in the daytime 
and a softly glowing light at night. 


Of course, all of this is just 
dreaming unless the porcelain can 
be applied for a reasonable price. 
Pierce said that cost estimates are 
extremely difficult at this stage, but 
that porcelain might be applied to 
metal for as little as five cents a 
square foot by a manufacturer, if 
he had his own facilities. The fa- 
cilities consist largely of either gas 
or electric furnaces and pickling 
tanks. 


The most expensive ingredient 
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porcelain-coated part would take, 
Pierce said, “Porcelain ename] will 
stick to metal under all kinds of 
impact and twisting until the base 
metal is permanently deformed. As 
a glass surface, porcelain is always 
under compression. If you cause 
the glass to go from compression 
to tension, you loose it.” 
* * * 


Temperature Data 


N REGARD to how much heat 

porcelain will withstand, he said 
an industry axiom is that it will 
withstand no more heat than 250 
degrees less than the temperature 
at which the part was fired. If a 
piece was fired at 1,550 degrees 
Fahrenheit, it could function con- 
tinually at up to 1,300 degrees. 

An interesting point about por- 
celain is that the speed of man- 
ufacturing is largely dependent 
on the thickness of the metal 
part being coated because the 
entire chunk of metal must be 
heated. 

A great deal of work is being 
done to reduce the temperatures 
noes for applying the frit, since 
this would permit the use of thin- 
with the acid-resistant frit cost- | ner and lighter-weight metals 
ing 20 to 25 cents a pound, which now melt or deform at the 
Asked about how much abuse a| higher temperatures. 


= 


Ceramic Test— 


Roger Arnold, a ceramic engineer at 
Briggs Mfg. Co., Detroit, uses a gauge 
to check the thickness of the ceramic coat- 
ing on a sectioned muffler. These mufflers 


will be sold on the replacement market. 
ee. 


in porcelain is the frit which 
costs from 15 cents to $4 a pound, 


“Eliminates valve lifter 
and camshaft wear” 


‘The Pennzoil products we use keep 
customers satisfied. Pennzoil has been of 
great assistance in eliminating valve 
lifter and camshaft wear. And it has 
also helped us in controlling detonation 
problems by reducing carbon content 

in the combustion chamber. 


‘“‘We have used the Pennzoil 
Follomatic customer-contact system 
for 10 years, and we find it 
valuable in controlling shopwork 
and bringing customers in 

regularly for the lubrication 

work they need.” 


Serk E. Nolm 


FRANK E. HOLM, Service Manager 
M. P. Tomlinson, Inc. 
Lakeland, Fila. 


Why don’t you cash in on one or all of 


Pennzoil’s BIG 3 profit plans? They arebacked 
by Pennzoil performance. They make more money for you. 


FIRST 


Follow-up Promotion 
System brings in 
customers oftener 
for more services. 


You get these advantages when you handle Pennzoil: supreme-quality 
Pennsylvania oils and lubricants; and merchandising that helps brighten 
your whole profit picture—in new- and used-car sales, and in bigger 


service orders. 


Pennzoil performance in your customers’ cars insures the 
satisfaction that makes it possible to capitalize fully 
on the business-getting programs built around it. 


Choose the money-making Pennzoil plans that best 
fit your problems. Write: Pennzoil, Oil City 2, Pa. 


SECOND 


to your service 


Lifetime Lubrication 
Program ties customers 


for life of their cars. 


THIRD 


Custom-Tailored 
Warranty Program helps 


you sell more cars 
at better prices. <a 





















FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 235 OF A SERIES 
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THE NEW MI51...READY 
FOR THE TOUGHEST 
MILITARY MANEUVERS! 


a 
~~ 


ah TUNE =, 


pm. 
‘) 

3 
th, 
Fade es 
sy 


elms 


Si —3e¥ 
Sok 
P< 


NB 
bg 


= See hee 
a 


Pe a od 
wr 
es 


Se ad 
a? 
“oa Fe - ew MF 
ST ah ai Oe ae 


* 

ee 

a) bs 
ei 


TESTED OVER 400,000 GRUELING MILES 
| AT ABERDEEN PROVING GROUNDS AND 
FORT KNOX, THE M151 TRUCK, UTILITY, 
4-TON, 4x 4, HAS MET THE NEW, HIGHER 
RELIABILITY GOALS FOR WHEELED 


4| VEHICLES. 


| Nothing but the best satisfies the exacting demands 
| of the Military. And, just as with the Ford Family 
| of Fine Cars, it took imaginative engineering and 
| efficient production to make the M151 a top- 
quality, top-performing product. 


More than eight years of research and engineering 
accomplished by Ford’s Special Military Vehicles 
Operations in cooperation with Ordnance Tank- 
Automotive Command went into this rugged, light- 
weight, general purpose personnel and cargo carrier. 


e 20,000 MILES WITHOUT NEEDING DEPOT 
MAINTENANCE! The M151 test vehicles 
scored 90% reliable against the new, high 
standard for wheeled units. 


26% MORE CARGO SPACE! The M151 is 


six inches shorter, height is reduced four inches, 
yet it easily hauls a 1,200 pound payload. 


e AIR-DROP CAPABILITY! Saves 1,000 pounds 
when rigged for parachuting. Chute rigging time 
cut drastically. 


EXTREME-WEATHER PERFORMANCE! 
Starts and performs at temperatures from 65° 
below zero to 125° above. 


FORDS DEEP WATER! Snorkel tubes with 
sealed engine and drive components add capa- 
bility for hard-bottom, deep-water crossing. 


EASIER RIDE! Unitized, welded steel body 
and frame plus four-wheel, independent coil 
suspension absorbs rough road shocks. 


EXTRA POWER AND RANGE! New, lighter 
engine develops 71 hp at 3800 rpm. Newly 
extended cruising range. Superior acceleration. 
Excellent fuel economy. 


CLIMBS 60% GRADE FULLY LOADED! 
Sure-footed over rugged terrain with 4-wheel 
drive and 4-speed synchromesh transmission. 


The extensive development and testing program 
which resulted in the reliability of the M151 is 
another example of Ford Motor Company’s contin- 
ued efforts to meet today’s and tomorrow’s most 
exacting requirements for military vehicles and 
weapons. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY ¢« Forde Faicone 
Thunderbird e Comet e Mercury ¢ Lincoin Continental e English Ford Linee 

Ford Trucks ¢« Industrial Engines ¢e Farm and Industrial Tractors and Equipmente 
Special Military Vehicles e Aeronutronic— Products for the Space Agee 


Ford Motor Credit Company e The American Road Insurance Company « 


MOTOR COMPANY 


The American Road, Dearborn, Michigan 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"59 ='60 
June 


"69 °60 
May 


"59 =°60 
Sept. 


"59 +60 
duly 


"59 60 
Aug. 


"59 =’60 


"59 °60 
Nov. 


"59 °60 
Dec. 


Oct. Jan. 


"61 


"60 + ’61 
March 


"60 ~(’61 
April 
to Date 


"60 61 
Feb. 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * * 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of April 11. Con- 
signment was well balanced with desire- 
able makes and models being actively 
snapped up, Market holding firm. Clean 
cars in tremendous demand, Sold 209 cars 
from 252 consignments. 


BUICK—’59 LeSabre 4-dr. hardtop, 
485* (ps); 4-dr., $1,435* (ps); 
Riviera, $1,300*. 

°58 Super 4-dr. Riviera, $1,055* (ps), 
$955* (ps); Century 4-dr, Riviera, $1,- 
055* (ps); 4-dr., $770* (ps). 

’57 RM 4-dr. Riviera, $780* (ps), $750* 
(ps), $700* (ps); 2-dr, Riviera, $720* 
(ps); Super 2-dr. Riviera, $660*; Spe- 
cial 2-dr. Riviera, $475* (ps). 

’56 Super 4-dr. Riviera, $550* (ps); Spe- 
cial 4-dr. Riviera, $525* (ps); 2-dr. 
Riviera, $480*; RM conv., $475* (ps). 

’55 Special 2-dr, Riviera, $260* (ps); RM 
conv., $220* (ps). 

’54 Special 2-dr. Riviera, $135* (ps). 
CADILLAC—’60 (62) conv., $3,775* (ps); 
de Ville 2-dr, hardtop, $3,720* (ps). 
’59 (62) 2-dr. hardtop, $2,730* (ps); 4- 

dr., $2,725* (ps). 

"58 (62) 4-dr, hardtop, $1,800* (ps). 


$1,- 
2-dr. 


"57 (60) Special 4-dr. hardtop, $1,440* 
(ps). 
’56 (62) 4-dr., $875* (ps). 


’53 (60) Special 4-dr., $215* (ps). 

"52 (62) 4-dr., $250* (ps), $185* (ps). 

’49 (60) Special 4-dr., $225; (62) 4-dr., 
$145*. 

CHEVROLET—’60 Bel Air (8) 4-dr., $1,- 
550, 2 at $1,470, $1,390; 2-dr., $1,- 
470*; Corvair (6) 4-dr., $1,305*; Bis- 
cayne (6) 4-dr., $825*, $810*. 

59 Impala (8) sport sedan, $1,465* 
(ps); 4-dr., $1,370* (ps), $1,315*, $1,- 
180*; Parkwood (8) 4-dr., $1,260*; Bel 
Air (8) 4-dr., $1,260*, $1,200*, $1,- 
200* (ps), $1,180*, $1,175* (ps), $1,- 
150* (ps), $1,145*, $1,120*, $1,110* 
(ps), $1,095*, $1,060, 2 at $1,050*, 
$980; Bel Air (6) 4-dr., $1,200* (ps), 
$1,180* (ps), 2 at $1,155*, $1,135*, 
$1,130*, $1,125* (ps), $1,120*, $1,110*, 
$1,085, $1,070*, $1,070, $1,045, $1,030, 
2 at $1,015, $1,005, $960; 2-dr., $975, 
$960. 

"58 Corvette (8) conv., $1,710; Bel Air 
(8) sport sedan, $1,010*, 

’57 Bel Air (8) station wagon, $885* 
(ps), $605* (ps); conv., $775*; sport 
sedan, $695* (ps); Two-ten (8) sport 
sedan, $780*; 2-dr., $605*. 

’56 Bel Air (8) conv., $510* (ps), $400*; 
Two-ten (6) 4-dr,, $310*, $275*, 

’55 Bel Air (8) 4-dr., $395*, $275* (ps), 
$215*, $170*; 2-dr., $175*. 

’54 Bel Air 2-dr., $145. 


CHRYSLER—’57 Windsor 4-dr. hardtop, 
$655* (ps); Saratoga 4-dr. hardtop, 
$575* (ps). 


’56 Windsor 2-dr, hardtop, $565* (ps). 
’55 Windsor 4-dr., $225* (ps). 


DeSOTO — ’58 Firedome 4-dr. hardtop, 
$700* (ps). 
’57 Fireflite 2-dr, hardtop, $800* (ps); 
Firesweep 4-dr., $550* <ps). 
DODGE—’60 Matador (8) 4-dr., $1,090*. 
’59 Coronet (8) 4-dr. hardtop, $1,065* 


(ps); 4-dr., $1,015*. 
’58 Coronet (8) 2-dr. hardtop, $690*, 
’57 Suburban (8) 2-dr., $525*. 
56 Coronet (8) conv., $425*. 

EDSEL—’58 Pacer (8) station wagon, 
$635*. 

FORD—’59 Galaxie (8) 2-dr. Victoria, $1,- 
500* (ps); 4-dr., $1,210*; Fairlane 
500 (8) 4-dr, Victoria, $1,180* (ps); 
4-dr., $1,035; Fairlane (8) 4-dr., $1,- 
100*, $1,050* (ps), $1,005* (ps), $990, 
$940, $930, $925, $920; Custom 300 (8) 
4-dr., $900, $880, $850, $840, $805; 
Custom 300 (6) 2-dr., $720*; Ranch 
Wagon (8) 2-dr., $885*. 


’58 Fairlane (8) 4-dr, Victoria, $760* 
(ps); Country Sedan (8) 4-dr., $730*. 

"57 Fairlane 500 (8) 4-dr. Victoria, 
$735*; 2-dr. Victoria, $675*; Ranch 
Wagon (8) 2-dr., $640*, $470; Ranch 
Wagon (6) 2-dr., $225*; Custom 300 
(8) 4-dr., $550*; Fairlane (8) 2-dr. 
Victoria, $395*; Custom (6) 2-dr., 
$335. 

56 Country Sedan (8) 4-dr., $400*; 
Fairlane (8) 4-dr., $175*, 

’55 Custom (6) 2-dr., $185. 

754 Main (6) 2-dr., $175, $110. 


"53 Custom (8) 2-dr., $115; 4-dr., $105*. 


IMPERIAL—’57 Imperial 4-dr. hardtop, 
$1,050* (ps). 
’56 Imperial 2-dr. hardtop, $720* (ps). 


’55 Crown 4-dr., $550* (ps); Imperial 4- 
dr., $460* (ps). 


MERCURY—’59 Monterey 4-dr. hardtop, 


$1,335* (ps); Montclair 4-dr. hardtop, 
$1,075* (ps). 
’57 Monterey 4-dr, hardtop, $565* (ps). 





’56 Montclair 2-dr, hardtop, $210*, 
’54 Monterey 2-dr, hardtop, $145*, 
OLDSMOBILE — '59 (98) 4-dr. Holiday, 
$1,750* (ps); (88) Fiesta 4-dr., $1,- 
690* (ps). 

"58 (98) 4-dr., $1,270* (ps); 4-dr, Holi- 
day, $1,015* (ps); (88) Super 4-dr. 
Holiday, $1,155* (ps); (88) 4-dr, Hol- 
iday, $1,075* (ps); 2-dr., $835*. 

’57 (88) 4-dr., $775* (ps); (88) Super 
4-dr. Holiday, $570* (ps); 4-dr., $410* 
(ps). 

’56 (88) 4-dr., $275* (ps). 

55 (88) 2-dr. Holiday, $400* 
$225*; 4-dr. Holiday, $375* 
dr., $150*, 

PLYMOUTH — ’'59 Belvedere (8) 2-dr., 
$825* (ps); Savoy (8) 4-dr., $690. 

’58 Suburban (6) 2-dr., $720; Suburban 
(8) 2-dr., $650*. 

’57T Savoy (8) 4-dr., $400*. 

PONTIAC—’60 Catalina Safazi 4-dr., 
355*. 


(ps), 
(ps); 4- 


$1,- 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our [5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Auto Sales, inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


58 Chieftain 2-dr, Catalina, $1,050* 
(ps); Star Chief 4-dr, Catalina, $1,- 
045* (ps). 


’56 Chieftain 4-dr. Catalina, $295*. 
’55 Chieftain 2-dr, Catalina, $240*; Sa- 
fari, $185*, 
STUDEBAKER—’57 Champion (6) 4-dr., 
$130*. 
’53 Commander (8) 2-dr., $110*. 
MISCELLANEOUS—’59 Chevrolet (6) %- 
ton carry-all, $890. 
’52 International %-ton pickup, $180. 
’48 Dodge (6) truck, $120. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday, Prices are for sale of April 
10. Terrific sale, Sold 124 cars from 133 
consignments. 

BUICK—’57 Special 2-dr. Riviera, 
(ps), $665*; 2-dr., $510* (ps), 
’56 Super 4-dr, Riviera, $310* (ps), 


$670* 











MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 
MICHIGAN 
Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday af Noon 





@ 1961, by Automotive News 





’55 Special 2-dr. Riviera, $300*, $250*. 
CADILLAC—’59 (62) 2-dr., $2,840* (ps); 
de Ville 2-dr, hardtop, $2,825* (ps). 

’56 (62) Sedan de Ville, $800* (ps), 

"55 (62) 4-dr., $1,000* (ps); Coupe de 
Ville, $735* (ps). 

CHEVROLET—’59 Impala (8) 4-dr., $1,- 
410*; Impala (6) sport coupe, $1,214; 
Bel Air (6) 2-dr., $1,250, $1,000; 4- 
dr,, $1,150*, $1,125*, $1,120*, $1,075; 
Bel Air (8) 4-dr., $1,250*; Biscayne 
(6) 2-dr., $1,100, 

"58 Yeoman (6) 4-dr., $1,100; Yeoman 
(8) 4-dr., $1,000*; Bel Air (8) 4-dr., 
$1,070*; Delray (6) 4-dr., $1,050, 
$865*; Brookwood (6) 4-dr., $950*. 

’57 Bel Air (6) 4-dr., $925*, $900*, $750; 
Two-ten (6) 2-dr., $840*, $825, $700*; 
4-dr., $750*, $750; One-fifty (6) 2- 
dr., $450, 

’56 Two-ten (6) 4-dr., $580; 2-dr., $570, 
$570*; station wagon 4-dr., $550; Del- 
ray, $475*. 


NEW JERSEY 


eae) tS 
ew 


LT) CARS AUCTION 
EVERY WEEK LANES 


Aptco Minutes from New York City 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 





COMBINATION SALE 
CARS-PICKUPS-TRUCKS 


Tuesday, May 2nd, 10:00 A.M. 
600-700 UNITS WILL BE OFFERED 


COLORADO A 


4285 So. Santa Fe, 
SUnset 1-7821 


g Selling 


UTO AUCTION 


Littleton, Colorado 
SUnset 1-6673 


Licensed dealers only. 
“Rocky Mountain Region’s Wholesale Car & Truck Market." 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 


Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold 


the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 








EXCLUSIVELY FOR AUTO. DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— | 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 
Insured By 


AUCTION INSURANCE AGENCY, 
Birmingham, Alaboma 
EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
{Sins AN RRR IR RMR 


NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 


Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 











‘55 Two-ten (8) station wagon 4-dr., 
$470*; 4-dr., $230*; Two-ten (6) Del- 
ray, $425; 2-dr., $390; station wagon 
4-dr., $310*; Bel Air (8) 2-dr., $360*, 
$350*; Nomad 2-dr., $335*; 4-dr., 
$320*, $170, 

’54 Bel Air conv., $200*; Two-ten sta- 
tion wagon 4-dr., $195; 4-dr., $140*. 

’53 Bel Air 4-dr., $200* (ps), 

CHRYSLER — ’58 Saratoga 4-dr., 
(ps). 

’57 Windsor 2-dr. hardtop, $660*, $610*. 

’56 NY 4-dr., $400* (ps); Windsor 4-dr., 
$300* (ps). 

’55 Windsor 4-dr., $280* (ps). 

COMET—’60 Comet (6) station wagon 2- 


$895 * 


dr., $1,465, 
DODGE—’58 Coronet (8) 2-dr. hardtop, 

$700* (ps). 
’57 Sierra (8) 4-dr., $690*; Royal (8) 


4-dr, hardtop, $670*. 
FORD—’60 Falcon (6) 2-dr., $1,370. 

’59 Country Sedan (8) 4-dr., $1,080* 
(ps); Fairlane (8) 4-dr., $1,050* (ps). 

’58 DelRio (8) 2-dr., $585*, 

’57 Thunderbird (8) conv., $1,750* (ps); 
Fairlane 500 (8) conv., $1,060* (ps), 
$720* (ps); 2-dr., $750*; 4-dr., $725* 
(ps), $675* (ps); 2-dr. Victoria, $590*; 
Country Sedan (8) 4-dr., $675* (ps); 
Custom 300 (8) 4-dr., $580 (ps), $488* 
(ps); 2-dr., $430*; Custom (8) 2-dr., 
$540. 

’56 Fairlane (8) 2-dr., 
Sedan (8) 4-dr., $500*. 

’55 Fairlane (8) 2-dr., $380*; 4-dr., 
$350*; Main (6) 2-dr., $290; Country 
Sedan (8) 4-dr., $225*, 

’54 Main 4-dr., $180, 

MERCURY — ’58 Montclair 4-dr., 
(ps). 

’57 Voyager 4-dr., $925* (ps); Monterey 
2-dr. hardtop, $425*, 

’56 Monterey station wagon 4-dr., $440*; 
2-dr., $350*. 


$530; Country 


$615* 


OLDSMOBILE — ’59 (98) 4-dr. Holiday, 
$1,100* (ps). 
"58 (88) 4-dr. Holiday, $1,125* (ps); 


(88) Super conv., $860* (ps), 
’55 (88) 2-dr, Holiday, $175*, 
PACKARD—’55 Clipper Custom 4-dr., 


$225°. 
PLYMOUTH—’60 Valiant (6) 4-dr., $1,- 
350. 

"59 Belvedere (8) 4-dr., $810*; Savoy 
(8) 2-dr., $750*. 

’57 Savoy (8) 4-dr., $550*; Belvedere 
(8) 2-dr. hardtop, $425*; Plaza (8) 
2-dr., $200. 

’56 Suburban (8) Sport 4-dr., $460* 
(ps). 


’55 Plaza (6) 4-dr., $325; Savoy (8) 4- 
dr., $260*; Plaza (8) Suburban 4-dr., 
$235. 

’54 Belvedere 4-dr., $140* (ps). 

PONTIAC—’57 Chieftain 2-dr., 

’56 Chieftain (860) 4-dr., $380*. 


(Continued on Page 23, Col, 1) 


$530*. 


NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





LU CA D, the Dealers’ Directory 
to Leading Auto Auctions. 





OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





PENNSYLVANIA 

YOUR CARD, 
SIR... 
the 
most a 
important / 

card f 

you'll 










This NEW Dealer Identification Card is al- 
ready in the hands of thousands of the most 
active dealers. It authorizes them to do busi- 
ness at the Manheim Auto Auction. 

The NEW Identification Card is GREEN. 
All others are obsolete. 

In. order to get your Identification Card, 
send us your name, address and dealer regis- 
tration number. We will then mail you an 
application form which, when properly filled 
out and approved, will entitle you to do busi- 
ness at the largest auto auction in the world. 

Do it now! This NEW card can mean $$$$$ 
for you! 


Sale Every Friday at 10 A.M. 


MANHEIM AUTO 
AUCTION, INC. 


Route 72, Manheim, Pa., MOhawk 5-240! 
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Used-Car Auction Prices 





(Continued from Page 22) 


’57 Century conv., $800* (ps); Special 
2-dr, Riviera, $650*; 4-dr., $650*. 

’56 Special 4-dr., $400* (ps). 

’55 Super 2-dr. Riviera, $225* (ps). 

CADILLAC—’60 (62) conv., $3,915* (ps), 
$3,820* (ps); 4-dr. hardtop, $3,530* 
(ps); de Ville 4-dr, hardtop, $3,790* 
(ps); (60) Special 4-dr., ;3,500* (ps). 

CHEVROLET—’61 Impala (8) conv., $2,- 
740* (ps). 

"60 Impala (8) conv., $2,200* (ps), $2,- 
150*, $2,005; sport coupe, $2,130, $2,- 
015*; Impala (6) 2-dr. hardtop, $1,800; 
Brookwood (8) 4-dr., $1,830* (ps); 


'55 Chieftain (860) 4-dr., $340*; 2-dr., 
$250; Chieftain (870) 2-dr, Catalina, 
$170* (ps). 

RAMBLER—’59 Super (6) 4-dr., $745. 
’57 Super (6) Cross Country 4-dr., $500. 
’55 Super Cross Country 4-dr., $280. 

STUDEBAKER—’59 Lark (6) Regal 4-dr., 

$800; Deluxe 4-dr., $740. 

MISCELLANEOUS — ’60 Ford Falcon 

Ranchero 2-dr. pickup, $950. 
’57 Chevrolet %-ton pickup, $760. 
’56 Chevrolet %-ton pickup, $450. 














































i DETROIT Biscayne (6) 4-dr., $1,615; 2-dr., $1,- 
7, 2 600, $1,550, $1,510*, $1,405; Bel Air 

Aptco Auto Auction, Sale every Wednes , ; P 
day. Prices are for sale of April 12. (6) 4-dr., $1,600*, $1,540; Bel Air (8) 


4-dr., $1,595; Corvair 700 (6) 4-dr., 
$1,445, $1,405*, $1,365, $1,340°*, 

"59 Impala (8) conv., $1,650*, $1,620, 
$1,575*; 2-dr, hardtop, $1,575*; sport 
sedan, $1,490* (ps), $1,450*, $1,350* 
(ps); Impala (6) 4-dr., $1,510* (ps); 
Kingswood (6) 4-dr., $1,525*; Kings- 
wood (8) 4-dr, (9 pass.), $1,510* (ps); 
Nomad (8) 4-dr., $1,450* (ps); Park- 
wood (8) 4-dr., $1,440*, $1,335*; 
Brookwood (6) 4-dr., $1,325*; Brook- 
wood (8) 4-dr., $1,325*, $1,310*; Bel 
Air (8) 2-dr., $1,300* (ps), $1,280* 
(ps); 4-dr., $1,280*; Bel Air (6) 4- 
dr., $1,240; 2-dr., $1,200*, $1,050. 

’58 Nomad (8) 4-dr., $1,100*; Impala 
(8) 2-dr. hardtop, $1,100; Bel Air (8) 
4-dr. hardtop, $1,060* (ps); 4-dr., 
$925*; Brookwood (8) 4-dr., $920*; 
Biscayne (8) 2-dr., $905*, $870*; 4- 
dr., $835*; Biscayne (6) 2-dr., $725; 
Delray (6) 2-dr., $790. 

’57 Bel Air (8) 4-dr., $790*, $785*; 2- 
dr. hardtop, $600*; Bel Air (6) 2-dr., 
$770; Two-ten (8) station wagon 4-dr., 
785*; 4-dr., $705*, $690* (ps); Two- 
ten (6) 4-dr., $710; 2-dr., $530*. 

"56 Bel Air (8) conv., $455; 4-dr., $390*; 
2-dr., $350*; Two-ten (6) 2-dr., $400, 
$375, $350*; Two-ten (8) 4-dr., $335*. 

"55 Bel Air (8) 2-dr, hardtop, $525*. 

COMET—’60 Comet 4-dr., $1,560. 


BUICK—’60 Electra 4-dr. hardtop, $2,- 
470* (ps); LeSabre conv., $2,390* 
(ps). 

59 LeSabre conv., $1,790* (ps); 4-dr. 
hardtop, $1,660* (ps), $1,465*; 4-dr., 
$1,260". 

’57 Special 2-dr. Riviera, $790*; 4-dr., 
$610*; Century conv., $750* (ps). 

’55 Special 2-dr, Riviera, $285*, $240. 

| CADILLAC—’59 (62) 2-dr. hardtop, $2,- 

' 725* (ps). 

| "56 (62) Coupe de Ville, $1,500* (ps). 

OHEVROLET—’60 Impala (8) conv., $2,- 

210* (ps), $2,175*, $2,110*; sport se- 
dan, $2,070*; 4-dr. hardtop, $1,970*, 
$1,950*; Corvair (700) (6) 4-dr., $1,- 
385. 


759 Impala (8) conv., $1,715* (ps), $1,- 
715*, $1,650* (ps); 4-dr, hardtop, $1,- 
660*; 2-dr. hardtop, $1,575*; Biscayne 
(6) 4-dr., $1,220; Bel Air (8) 2-dr., 
$1,210*; Brookwood (8) 4-dr., $1,150*. 

’58 Brookwood (8) 4-dr., $980*. 

"57 Bel Air (8) conv., $1,015*, $930*; 
4-dr, hardtop, $920*; 4-dr., $915* 
(ps); 2-dr. hardtop, $580*; Bel Air 
(6) 2-dr., $710*, $580*; Two-ten (8) 
station wagon 4-dr., $850, $810*; Two- 
ten (6) 2-dr., $825; 4-dr., $630*, 

"56 Bel Air (8) 4-dr, hardtop, $640* 
(ps), $525* (ps); One-fifty (6) 2-dr., 


350". — 
DesOTo — ’57 Firesweep 2-dr. hardtop, | PODGE—’5S9 Coronet (8) 2-dr., $900. 
$630*. ’58 Coronet (8) 4-dr., $650*. 


’56 Custom Royal (8) 4-dr., $165* (ps). 
FORD—’61 Falcon (6) 2-dr., $1,655. 

"60 Galaxie (8) conv., $1,960* (ps); 
Ranch Wagon (6) 4-dr., $1,525; Fal- 
con (6) 4-dr., $1,350, $1,300, $1,300*; 
Custom 300 (8) 4-dr., $1,325. 

°59 Thunderbird (8) conv., $2,315* (ps); 
Galaxie (8) 4-dr, Victoria, $1,410*; 2- 
dr., $1,000; Custom 300 (6) 4-dr., $1,- 
275*; 2-dr., $1,000*; Custom 300 (8) 
4-dr., $1,250; 2-dr., $1,060, $900*; 
Country Sedan (8) 4-dr., $1,220*; 
Country Sedan (6) 4-dr., $1,115*, 

’58 Thunderbird (8) conv., $1,895* (ps); 
Fairlane 500 (8) conv., $1,095* (ps); 
2-dr., $775*; Country Sedan (8) 4-dr., 
$730*; Fairlane (8) 4-dr., $700*; 
Ranch Wagon (8) 2-dr., $675. 

’57 Fairlane 500 (8) conv., $855*; 2-dr., 
$690*, $650*, $510*; Custom 300 (8) 
2-dr., $700*; Custom 300 (6) 2-dr., 
$510*, $400*; Ranch Wagon (6) 2-dr., 
$530; Main (6) 2-dr., $465; Custom 

(6) 2-dr., $445; Custom (8) 4-dr., 


’53 Firedome 2-dr. hardtop, $150* (ps). 

DODGE—’61 Dart (8) Phoenix 2-dr. hard- 

top, $2,400*; Lancer 170 (6) 4-dr., 
$1,710, $1,685*. 

60 Polara (8) station wagon 4-dr., $1,- 
900*; Dart (8) Pioneer station wagon 
4-dr., $1,830* (ps); Phoenix (8) 4- 
dr. hardtop, $1,715*. 

"59 Coronet (8) 4-dr., $1,315* (ps). 

EDSEL—’58 Citation (8) 2-dr, hardtop, 
$520°. 

FORD—’60 Thunderbird (8) conv., §$2,- 
955* (ps), $2,100*; Galaxie (8) conv., 
$2,065* (ps), $2,000*, $1,880*; 4-dr., 
$1,650*; 4-dr,. Victoria, $1,555*; Fair- 
lane (8) 4-dr., $1,565* (ps); Ranch 
Wagon (6) 2-dr., $1,550; Falcon (6) 
4-dr., $1,460*, $1,405*, $1,350*; Fair- 
lane 500 (8) 2-dr., $1,445*; Custom 

| 300 (6) 4-dr., $1,310. 

59 Thunderbird (8) 2-dr, hardtop, $2,- 

| 250* (ps), $2,200* (ps); Galaxie (8) 
2-dr. Victoria, $1,590* (ps), $1,530* 
(ps), $1,440* (ps); 2-dr., $1,430*; 
conv., $1,510*, $1,485*; 4-dr., $1,390* 
(ps); 4-dr. Victoria, $1,375*; Fairlane 
500 (8) 2-dr. Victoria, $1,360* (ps); 
4-dr., $1,160; Country Sedan (8) 4- 
dr., $1,175; Custom 300 (6) 2-dr., $1,- 
055, $970*, $915; 4-dr., $1,000*, $950; 
Custom 300 (8) 4-dr., $865; Fairlane 
(8) 2-dr., $910. 

’58 Fairlane 500 (8) conv., $1,175* (ps), 

| $1,025* (ps); 4-dr., $825* (ps); Fair- 
lane (8) 4-dr, Victoria, $715*. 

’57 Country Sedan (8) 4-dr., $750* (ps), 
$715*, $685*; Fairlane (8) conv., $725* 
(ps), $700*; Fairlane (6) 4-dr., $640* 
(ps); Ranch Wagon (8) 2-dr., $555, 
$355; Custom 300 (6) 4-dr., $470*. 

56 Fairlane (8) 4-dr., $550*; Custom 
(8) 4-dr., $330*, $300*, 


(ps); Fairlane (8) 2-dr., $345*. 
"55 Fairlane (8) 2-dr. Victoria, $190*. 
"54 Custom (8) 2-dr., $155*. 
MERCURY — ’57 Montclair 4-dr., $600* 
(ps); Monterey 2-dr, hardtop, $415*. 
OLDSMOBILE — ’61 (88) 2-dr. Holiday, 
$2,675* (ps). 
’60 (88) 4-dr. Holiday, $2,350* (ps); 2- 
dr., $2,325* (ps). 
"59 (98) 2-dr., $1,915* (ps); (88) 2-dr., 
$1,500* (ps). 
"58 (98) 4-dr. Holiday, $1,110* (ps); 
(88) Super 4-dr., $960* (ps). 
"57 (88) 2-dr., $850*; 4-dr., $470; (88) 
Super 2-dr., $770* (ps). 
’56 (88) 4-dr., $560* (ps); 2-dr. Holiday, 


; : . $460* (ps). 
49 Custom (6) 4dr, $220. PLYMOUTH—'60 Belvedere (8) 4-dr., $1,- 
. a. 720° (ps). 


MERCURY—’60 Monterey conv., $1,950* 
(ps). 
"59 Commuter 4-dr., $1,300*, 


"59 Fury (8) 2-dr, hardtop, $920*; Bel- 
vedere (8) 4-dr., $900; Savoy (6) 4- 


57 Montclair 2-dr. hardtop, $725*. dr., $750*. 
"56 Monterey 2-dr_ hardtop, $565" "58 aon (6) 2-dr., $665°; Plaza (8) 
. , : 4-dr., $530. 


| OLDSMOBILE—’61 (98) conv., $3,475* 
(ps); F-85 4-dr., $2,160*, 
"60 (88) conv., $2,495* (ps); (98) 4-dr. 


"55 Plaza (6) 2-dr., $135, $130. 
PONTIAC—’60 Bonneville sport coupe, $2,- 
600* (ps); Catalina 4-dr. Vista, $2,- 
265* (ps), $2,200* (ps); 2-dr., $1,790*; 
Ventura 4-dr., $2,225* (ps). 

759 Bonneville 4-dr, Vista, $1,800* (ps), 
$1,790* (ps); 4-dr., $1,770* (ps), $1,- 
610* (ps); Catalina 4-dr., $1,495*, $1,- 
430°. 

’57 Star Chief 4-dr, Catalina, $705*; 
Chieftain 2-dr., $600* (ps), $515*; 4- 
dr., $435* (ps). 

’56 Chieftain 2-dr, Catalina, $275*; 
Chieftain 2-dr., $180. 

RAMBLER—’59 Super (8) 4-dr., $1,300* 
(ps); Super (6) 4-dr., $1,150*, 
STUDEBAKER—’59 Lark (6) 2-dr., $725*. 


MISCELLANEOUS—’59 Chevrolet (6) %- 
ton pickup, $1,000, $925. 
’57 Chevrolet (6) %-ton pickup, $750, 
$600; Dodge %-ton panel, $120. 
’55 Chevrolet %-ton pickup, $465; utility, 
$190. 
’53 Ford truck, $275. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 


. Holiday, $2,460* (ps). 
’57 (88) Super 4-dr. Holiday, $810* (ps); 
4-dr., $725* (ps). 
PLYMOUTH—’ 61 Belvedere (8) 2-dr, hard- 
top, $1,550*. 
°60 Valiant (6) V-100 4-dr., $1,550*, $1,- 
395" 
| 


’59 Belvedere (8) 2-dr, hardtop, $860* 
(ps). 

’58 Belvedere (6) 4-dr., $525*, 

"57 Suburban (8) Custom 4-dr., $680*; 
Belvedere (8) 4-dr, hardtop, $515*. 
PONTIAC—’60 Bonneville conv., $2,605* 
(ps); Catalina 4-dr, Vista, $2,135* 

(ps), $2,075* (ps), $2,045* (ps). 

"59 Star Chief conv., $1,775* (ps); Ca- 
talina 4-dr. hardtop, $1,770* (ps); 
conv., $1,755* (ps); 2-dr. hardtop, 
$1,670* (ps). 

’58 Chieftain conv., $1,200* (ps). 

’57 Star Chief 2-dr. Catalina, $690* (ps); 
Chieftain 2-dr, hardtop, $390*. 

\ ’56 Chieftain 2-dr. Catalina, $375*. 





’55 Chieftain 2-dr. Catalina, $225*. 
’54 Star Chief 2-dr, Catalina, $265*. 
RAMBLER—’59 Super (8) Cross Country 


4-dr., $950*, $825, $805, $785. Auction. Sale every Tuesday. Prices are 
| ’58 Super (6) Cross Country 4-dr., $1,-| for sale of April 11. 
025. , . 
STUDEBAKER—’59 Regal (6) 2-dr, hard-| BUICK—’59 Invicta 4-dr. hardtop, $1, 
top, $845*. 





MISCELLANEOUS—’60 Chevrolet (6) El 
Camino pickup, $1,300. 


FLINT 


Model Breakdown 
Of Auction Averages 


Flint Auto Auction. Sale every Wednes- April, 1961 Mar., Feb., 
day, Prices are for sale of April 12, There Model To Date 1961 1961 
is a definite scramble for sharp cars. Signs 
certainly point to a good spring business— 1961............ $2,551 $2,561 $2,533 
\ if demand means anything, Sold 202 cars| 1960............ 1,929 1,909 1,932 
j from 279 consignments, 1959 ; 1,353 1,355 1,370 
i BUICK—’61 LeSabre 4-dr., $2,565* (ps). 19538... 915 963 m4 
’60 Invicta conv., $2,535* (ps), $2,470% | SUDO---rr-ceee 
(ps); 4-dr. hardtop, $2,320* (ps); 4-| 1957............ 652 634 632 
dr., $2,265* (ps); LeSabre 4-dr., $2,-| 1956............ 428 444 439 
315* (ps), $2,280* (ps); 4-dr, hardtop, 
$2,300° (ps). 1955............ 323 323 320 
59 Electra 4-dr, hardtop, $1,670* (ps); | 19954............ 212 206 219 


LeSabre 2-dr, hardtop, $1,640* (ps), 
$1,450*; conv., $1,505, 

’58 Special 2-dr. Riviera, $855*; 2-dr., 
$775. 


Overall ——-  —— —— 
Average $1,053 $1,049 $1,046 




















sae LeSabre 4-dr., $1,610* (ps), Chevy to Build Home ses eis ae located at 1419 
’58 Century 4-dr. Riviera, $1,035* (ps); utcninson Ave, 
RM ‘D-dr, Riviera, "$1,080" (ps). hi For Charlotte Office Edward N. Cole, Chevrolet gen- 





’57 Super 4-dr. Riviera, $925* (ps), $775* 
(ps), $700* (ps); 2-dr. Riviera, $750* 
(ps); Special 2-dr. Riviera, $685* (ps), 
$625°. 

’56 Century 2-dr. Riviera, $550*; Special 
2-dr. Riviera, $450*; Super conv., 
$435* (ps); 2-dr. Riviera, $340*. 

’55 Special 2-dr. Riviera, $485*, $390*; 
Century 2-dr. Riviera, $400*, $350* 
(ps); RM 2-dr. Riviera, $360* (ps); 
Super 2-dr. Riviera, $325* (ps). 

CADILLAC—’60 de Ville 4-dr. hardtop, 
$4,300* (ps), $4,275* (ps), $4,250* 






CHARLOTTE, N. C.— Chevrolet | eral manager, said size of the new 
has announced that it will put up| facility and its location is not defi- 
a building here to provide larger| nite yet, but it will be considerably 
quarters for its zone office and| larger than the existing facility. 





































































































ATTENTION MIDWEST 
AUTO DEALERS 


WE ARE COMING YOUR WAY TO HELP YOU 
















BLE. 
ROFITARE 
THE PRY" caR ee SING BU 


RENTAL & © 


HERE'S HOW! 


JUST SPEND 2 DAYS 
AT THE 


CARS RENTAL SYSTEM SEMINAR 
on LEASING & FINANCING 
at the EDGEWATER BEACH HOTEL 
CHICAGO, ILLINOIS 
Monday and Tuesday, May 8th and 9th 
9:30 A.M. to 4:00 P.M. 


Seminar fee of $75.00 includes luncheons and work materials 
for the two days. We will make Hotel reservations for you. 


= CARS RENTAL SYSTEM = 


An International Rental & Leasing Association of New Car Dealers 




























(ps), $4,080* (ps); 2-dr. hardtop, $4,- 
300* (ps); (62) 2-dr. hardtop, $4,250* 
(ps), $3,955* (ps); conv., §$3,990* 2 F 
(ps). 
‘oh as' Witte ite. nasthin, 06000" Gai, Orda iS ti ete eh ahah dL 
$3,375* (ps), $3,145* (ps), $2,930* 5 
(ps); (62) 4-dr., $3,320* (ps), $3,285* Consumer Credit Insurance 
(ps), $3,180* (ps), $2,915* (ps); 2-dr. 
hardtop, $3,150* (ps), $2,800* (ps); 
(60) Special 4-dr. hardtop, $3,235* WTA Co ae ead Loe) 
(ps). 
’58 (62) Sedan de Ville, $2,325* (ps), '@ A ff oy 
$2,170* (ps); Coupe de Ville, $2,290* 
(ps), $2,195* (ps); 4-dr., $2,085* (ps). oO Ve rages Aen | re | e 
’57 (60) Special 4-dr. hardtop, $2,060* 
(ps), $1,905* (ps), $1,805* (ps); (62) 
4-dr., $1,945* (ps), $1,680* (ps); Se- A SH 
dan de Ville, $1,800* (ps), $1,705* 
(ps), $1,575* (ps); Coupe de Ville, utomo f 3 
$1,760* (ps); conv., $1,675* (ps). ps 
’56 (62) Coupe de Ville, $1,310* (ps), 
gisace Goebe Seda de lie suse! Physical Damage Insurance 
(ps); conv., $1,035* (ps); 2-dr. hard- 
top, $900* (ps); (60) Special 4-dr., a D re 
$1,230* (ps), $1,035; Eldorado Seville, (Comprehensive, Fire, Theft and Collision) 
$1,185* (ps). 
’55 (62) 2-dr, hardtop, $1,080. ° . 
54 (62) 2-dr. hardtop, $850, $700; 4- '¢ re dit Life Ti surance 
dr., $785, $715; Coupe de Ville, $650; 
(60) Special 4-dr., $725. 
CHEVROLET—’61 Impala (8) sport coupe, 
$2,500; Corvair 900 (6) 2-dr., §$2,- 
265*, $2,200, $2,150. 
60 Impala (8) sport coupe, $2,250, $2,- 
135* (ps), $2,115, $2,100* (ps), $2,- 
060* (ps); sport sedan, $2,105* (ps); 
conv., $2,035* (ps); Kingswood (8) 4- 
dr., $2,200* (ps); Parkwood (8) 4-dr., t iY 5 Tt 4 jal AY 7 
$2,105* (ps), $2,060* (ps); Bel Air 
(8) 4-dr., $1,790*, $1,675*; Bel Air 
(6) 4-dr., $1,670* (ps); Brookwood 
(6) 4-dr., $1,770*; Corvair 900 (6) 2- 
dr., $1,660; Corvair 700 (6) 2-dr., $1,- 
505, $1,385; 4-dr., $1,470; Corvair 500 
(6) 4-dr., $1,290; Biscayne (6) 2-dr., 
io (ps). ‘ $1,75 ‘ 
’*59 Impala (8) sport coupe, ,750* (ps), Pr 
$1,710*, $1,690* (ps), $1,675* (ps), Established 1926 
$1,630* (ps), $1,600*, $1,585* (ps); 
sport sedan, $1,675* (ps), $1,635* : 
(ps), $1,585* (ps); conv., $1,490*; 4- SPECIALISTS 
dr., 1,440*, $1,430*; Kingswood (8 
‘ede. $1,706°. (pay; Parkwood (8) 4 IN CONSUMER CREDIT INSURANCE 
dr., $1,670* (ps), $1,660*, $1,650, $1,- 
560*; Brookwood (8) 4-dr., $1,555*; . 
Brookwood (6) 4-dr., $1,340; Bel Air MH Bj d p € | | 
(8) sport sedan, $1,430* (ps); 4-dr., @ | f Oo fs 7] Oo a a ts  ¢ ! o 
$1,420*, $1,350* (ps), $1,210*; Bis- 
cayne (6) 2-dr., $1,115*, $1,055* (ps). * * 
’58 Impala (8) sport coupe, $1,310* (ps), 
$1,180* (ps), $1,070* (ps), $1,050; 
conv., $1,300* (ps), $1,255* (ps), $1,- 
235*; Bel Air (8) sport sedan, §$1,- 
000* (ps), $950* (ps); 2-dr., $870*; 
Brookwood (8) 4-dr., $985*; Biscayne 
(8) 4-dr., $935*; Delray (8) 4-dr., 
$645*. 
57 Nomad (8) 2-dr., $1,170* (ps); Bel 
Air (8) sport coupe, $1,030*, $985*, 
$900* (ps); conv., $950*; station wag- 
on 4-dr., $950*; 4-dr., $605*; Bel Air 
(6) sport sedan, $800* (ps); Two-ten 
(8) station wagon 4-dr., $925* (ps); 
4-dr., $620*; Two-ten (6) 2-dr., $675; 
One-fifty (6) 2-dr., $460*. 
56 Two-ten (8) 2-dr., $800, $685; Del- 
ray, $685*; 4-dr., $525*; Bel Air (8) 
conv., $685*, $640*; sport sedan, $760*, 
$685*; sport coupe, $575; conv., $640*; 
One-fifty (6) utility sedan, $330. 
’55 Bel Air (8) sport coupe, $680*, $560*, 
$450*; 4-dr., $585*; Two-ten (8) 2-dr., 
$545*; 4-dr., $425; Two-ten (6) 2-dr., 
$375*. 
’54 Two-ten 2-dr., $285; Bel Air 4-dr., 
$265; 2-dr., $250*. 
"53 Bel Air 2-dr., $210*. 
"52 Deluxe 4-dr., $225*. 
CHRYSLER—’57 NY 2-dr. hardtop, $1,- 
145* (ps); Windsor 2-dr. hardtop, 
$760* (ps). 
’56 (300C) 2-dr. hardtop, $750; Windsor 
2-dr. hardtop, $650* (ps). 
’55 Windsor 2-dr. hardtop, $285*. 
COMET—’60 Comet station wagon, $2,020. 
DeSOTO—’58 Firedome 4-dr., $860* (ps). 
’57 Fireflite 2-dr. hardtop, $890* (ps). 
DODGE—’61 Dart (6) Seneca 4-dr., $1,- 
725. 
*59 Coronet (8) 2-dr. hardtop, $1,585* 
(ps), $1,525* (ps). 
’5S Sierra (8) 4-dr., $1,080* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hard- 
top. $4,000* (ps), $3,925* (ps). 
60 Country Sedan (8) 4-dr., $1,870* 
(ps), $1,815* (ps), $1,780*; Galaxie 
(8) 4-dr. Victoria, $1,850* (ps), $1,- 
735* (ps); Fairlane 500 (8) 4-dr., $1,- 
550* (ps), $1,435*, $1,425*; 2-dr., $1,- 
375* (ps); Falcon (6) 4-dr., $1,450*. 
’59 Thunderbird (8) 2-dr. hardtop, $2,- 
655* (ps), $2,475* (ps), $2,350* (ps); 
Galaxie (8) skyliner, $1,735* (ps); 4- 
dr, Victoria, $1,590* (ps), $1,485* 
(ps); 2-dr, Victoria, $1,535* (ps); 4- 
dr., $1,385* (ps); Country Sedan (8) 
4-dr. ,$1,480* (ps), $1,460, $1,375*; 
(9 pass.), $1,475*, $1,410* (ps); Fair- 
lane 500 (8) 2-dr. Victoria, $1,285* 
(ps); Ranch Wagon (6) 4-dr., $1,- 
260; Custom 300 (8) 4-dr., $1,110*, 
$885*, $770*; 2-dr., $1,010; Fairlane 
(8) 4-dr., $1,085*. 
’58 Thunderbird (8) 2-dr. hardtop, $2,- 
205* (ps), $2,050* (ps), $1,875* (ps), 
$1,800* (ps); Country Sedan (8) 4- 
dr., $930* (ps). 
’57 Thunderbird (8) conv., $1,955* (ps); 
Fairlane 500 (8) conv., $900* (ps), 
$700* (ps), $620* (ps); skyliner, $885* 









(ps); 2-dr. Victoria, $720*; 2-dr., : CARS RENTAL SYSTEM 
$645* (ps); 4-dr. Victoria, $575* (ps); Write or Phone TODAY sais: am, Saiaitiaes tie: eiieaienes denen | 
Country Sedan (8) 4-dr., $825* (ps), For Your Reservation oe LAUDEMAEE. DEeebA | 
$800* (ps); Country Squire (8) 4-dr., e t cy 






I will attend the CARS Seminar in Chicago on | 
May 8th and 9th, 1961. 


$760* (ps); Fairlane (8) 2-dr., $650; 
2-dr, Victoria, $550; Custom 300 (6) 
2-dr., $585*; Custom (8) 4-dr., $525*. 
56 Country Sedan (8) 4-dr. (9 pass.), 
$535* (ps) ; (6 pass.), $300* ; war | - 0 oe <a... occa esouassoceanccocasessasonelnanoscsasnedodasesnsonancslencecboainel 
lane (8) 4-dr., $485; 2-dr., $350*; 
Country Squire (8) 4-dr., $475* (ps); 
Main (8) 2-dr., $410*; Main (6) 2-dr., 
$285. circa cain eargceceestagaa ace 
’55 Thunderbird (8) conv., $1,085* (ps); 
Fairlane (8) 2-dr. Victoria, $410*; 









conv., $335*. 
"54 Main (6) 2-dr., $230. SYSTEM becndncpassenh ebabneesansonnbheinueshdanahaanehaninetaate niin 
53 Crest (8) 2-dr. Victoria, $200*, $125*. LOgan 6-4321 | 
HUDSON—’55 Hornet Custom 4-dr., $435*. 938 SUNRISE LANE Hotel Accommodations. ................:..s-c.ccsccssseesssseseseeesessseseeeee | 


IMPERIAL—’60 Crown conv., $3,240 (ps). || FT. LAUDERDALE, FLORIDA 


(Continued on Page 24, Col, 1) 
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(Continued from Page 23) 


’59 Imperial 2-dr. hardtop, $2,700 (ps). 


LINCOLN — ’58 Premiere 4-dr., $1,595* 
(ps), $1,500* (ps). 
’56 Premiere 2-dr. hardtop, $930* (ps), 


$670* (ps); Capri 2-dr., $510* (ps). 
’55 Capri 2-dr. hardtop, $475* (ps). 
’52 Cosmopolitan 4-dr., $225* (ps). 
MERCURY—’'59 Park Lane 2-dr. hardtop, 
$1,875* (ps), $1,700* (ps); Monterey 
2-dr., $1,565*;.4-dr. hardtop, $1,355*. 
*58 Montclair 2-dr. hardtop, _ (ps) ; 
Monterey 2-dr., $910*, $610 
’57 Montclair 2-dr, aor ae "3005" (ps); 
Monterey 2-dr., $650*, $56 
’°56 Montclair conv., $485* on. $335* 
(ps); 2-dr. hardtop, = Monterey 
2-dr. hardtop, $475* (ps 
OLDSMOBILE — ’61 (88) See, Holiday, 
$2,985* (ps); F-85 station wagon, $2,- 


490° (ps). 
"60 (88) Super 2-dr. Scenic, $2,500* (ps). 
"59 (98) 4-dr. Holiday, $2,140* (ps); 


(88) Super 2-dr, Scenic, $1,970* (ps); 
(88) 2-dr. Scenic, $1,795* (ps). 
°58 (88) Super 2-dr, Holiday, $1,360* 
(ps), $1,245* (ps); (98) 2-dr. Holiday, 
(ps); 4-dr. Holiday, $1,235* 
cony., $1,110* (ps); (88) 2-dr. 
Holiday, $1,235* (ps), $1,115*; 2-dr., 
$925* (ps). 

’57 (88) Fiesta 4-dr., $990* (ps). 

"56 (88) 2-dr. Holiday, $765* (ps), $475*, 
$440*; 4-dr. Holiday, $585* (ps); 2- 
dr., $575* (ps); (98) conv., $535* 
(ps), $400*° (ps). 

PLYMOUTH—’ 61 Fury (8) 2-dr. hardtop, 
$2,405* (ps). 

"60 Fury (8) 2-dr. hardtop, $1,695* (ps); 
Valiant 100 (6) 4-dr., $1,300; Savoy 
(6) 2-dr., $1,250, $1,110. 

’59 Fury (8) 2-dr. hardtop, $1,485, $1,- 
400* (ps), $1,350* (ps); Suburban (8) 
Custom 4-dr., $1,410* (ps) ; Savoy (8) 
4-dr., $1,020*; 2-dr., $925 

’57 Fury (8) 2-dr. hardtop, $755* (ps); 
Suburban (8) Custom 4-dr., $735*; 
Sport 4-dr., $620* (ps); Suburban (6) 
Custom 2-dr., $450; Savoy (8) 2-dr. 
hardtop, $650*; Plaza (6) 4-dr., $425. 

'56 Savoy (6) 2-dr., $370*; Savoy (8) 2- 
dr., $350*, $310*; Belvedere (8) 2-dr. 
hardtop, $365*; 4-dr., $275*; Suburban 
(8) 4-dr., $350". 

’55 Belvedere (8) Suburban 4-dr., $360*; 
2-dr. hardtop, $335*; Plaza (6) 4-dr., 
$260; Suburban 2-dr., $220*. 

54 Plaza 4-dr. -, $200. 

PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 


800* (ps); sport coupe, 42,800* (ps), 
$2,670* (ps); Ventura 4-dr, Vista, 
390* (ps). 


’59 Bonneville sport coupe, $2,220* (ps); 
Catalina 4-dr., $1,705*; sport coupe, 
$1,540* (ps); 2-dr., $1,450*, $1,305. 

’58 Bonneville sport coupe, $1,215* (ps). 

57 Chieftain 2-dr, Catalina, $700*, 
$610*. 

’56 Chieftain Safari 4-dr. 
$625* (ps); 2-dr. Catalina, $560*; 
Chief conv., $435* (ps). 

55 Chieftain Safari 4-dr., $550* (ps); 
4-dr., $235*; 2-dr., $205*; Star Chief 
2-dr. Catalina, $350* (ps), $335*. 

RAMBLER—’61 Classic (6) Super station 
wagon (9 pass.), $2,210*. 

"60 Custom (6) 4-dr, hardtop, $1,775*; 
American (6) station wagon, $1,285*. 

°59 Ambassador (8) Custom 4-dr. hard- 
top, $1,425* (ps); Super (6) 4-dr., 
$1,400*; American (6) station wagon, 
$1,060, $1,045, $775. 

’58 Super (6) Cross Country, $575*. 

*55 Custom Cross Country, $295*. 

= Lark (8) conv., 
90°. 

*59 Lark (6) 4-dr., $835. 

’57 Silver Hawk (6) 2-dr., $640; Silver 
Hawk (8) 2-dr., $450*; President (8) 
station wagon, $560* (ps). 

56 Golden Hawk (8) 2-dr. hardtop, 
$440; Power Hawk (8) 2-dr., $410*. 
ELLANEOUS—’60 Chevrolet (6) El 
Camino, $1,615; (6) %-ton pickup, 
$1,410, $1,390, a 260; Ford (6) Fal- 
con Ranchero, $1,585 

"59 Ford (8) ‘%-ton “pickup, $1,665; 
Chevrolet (8) El Camino, $1,490; (6) 
%-ton LWB pickup, $975. 

°57 Willys Jeep, $1,160; Chevrolet (8) 
%-ton pickup, $770*; (6) %-ton pick- 
up, $700; Ford (8) Ranchero, $690; 
(8) %-ton pickup, $655. 

"56 Ford (8) %-ton pickup, $600; (6) 
¥%-ton pickup, $415*; (6) %-ton pick- 
up, $500; Willys Dispatcher, $550; 
Chevrolet (6) %-ton panel, $290. 

’55 Willys Jeep wagon, $925, $780; %- 
ton pickup, $720; Ford (8) %-ton 
camper, $625*; (6) %-ton pickup, 
$515, $325; (8) %-ton pickup, $345; 
Chevrolet (6) %-ton pickup, $560, 
$485, $370. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of April 13. 
Sales took a slow start and finished red 
hot. Sold 389 cars from 647 consignments. 
BUICK—’60 Invicta 2-dr. hardtop, $2,355* 


(9 pass.), 
Star 


$1,- 


(ps). 
59 Invicta 2-dr, hardtop, 


$1,675* (ps); 
Estate Wagon, $1,625* (ps); LeSabre 
4-dr., $1,610* (ps), $1,335*; 2-dr. 


hardtop, $1,500* (ps). 

°58 Special 2-dr, Riviera, $780*. 

°57 RM 4-dr, Riviera, $850* (ps), $755* 
(ps); Super 4-dr. Riviera, $750* (ps); 
Special 2-dr. Riviera, $585*, $530*; 
Century 4-dr, Riviera, $450* (ps). 

"56 Century 4-dr. Riviera, $500* (ps); 
Special 2-dr. Riviera, $365* (ps). 
CADILLAC—’60 (62) conv., 2 at $3,825* 
(ps); 4-dr., $3,550* (ps); de Ville 
2-dr. hardtop, $3,800* (ps); 4-dr. 

hardtop, $3,750* (ps). 

’59 de Ville 2-dr. hardtop, $3,170* (ps), 
$3,150* (ps), $3,100* (ps); 4-dr, hard- 
top, $3,150* (ps), $2,920* (ps), $2,885* 
(ps), $2,850* (ps); (60) Special 4-dr. 
hardtop, Sa 970* (ps); (62) 4-dr., $2,- 
925* (ps 

"58 (60) Becta 4-dr, hardtop, $2,675* 
(ps); (62) Sedan de Ville, $1,675* 

$1,380* 


(ps). 
"57 (62) 

(ps) ; 
Ville, 


conv., $1,410* (ps), 
(ps); Sedan de Ville, $1,240* 


4-dr., $1,200* (ps); Coupe de 


$1,120* (ps). 

56 (62) conv., $1,075* (ps); Coupe de 
Ville, $920* (ps); Sedan de Ville, $900* 
(ps); 2-dr, hardtop, $810° (ps). 

57 hearse, $435. 

CHEVROLET—’61 Impala (8) sport coupe, 
$2,595* (ps); Corvair (6) Greenbrier, 
$2,110*; Corvair 900 (6) 2-dr., $2,080; 


Corvair 700 (6) station wagon, $2,075*, 
$1,990. 






























































"60 Impala (8) conv., $2,075* 
sedan, $1,975* (ps), $1,960* (ps); 
Air (8) sport coupe, $1,830*; 
(6) 2-dr., 


4-dr., $1,250. 


59 Impala (8) conv., 
525* (ps), 
$1,600* (ps); 4-dr., 
coupe, $1,450; Bel Air (8) 4-dr., 
290*, $1,080*; Bel Air (6) 4-dr., 
110; Biscayne (6) 2-dr., 
060. 

"568 Impala (8) sport coupe, 
960*; (ps); conv., $1,000; 
(6) 2- dr., 
wood (8) 4-dr., 
4-dr., $945* (ps); 
$790; Delray (6) 4-dr., $825*. 


$990°; 


’57 Bel Air (8) sport sedan, $955* (ps), 
Bel Air (6) 
$770; Two- 


$920*; 4-dr., $800* (ps); 
sport sedan, $825*; 2-dr., 
ten (6) 2-dr., $765*; 4-dr., 
"56 Nomad (8) 2- dr., $615*; 
4-dr., $400*. 
55 Two-ten (8) 4-dr., $275* (ps). 
CHRYSLER—’59 NY 4-dr., $1,860* (ps). 
"57 NY 4-dr, hardtop, $935* (ps), 
4-dr., $340* (ps) 


$760. 


$240°. 


COMET—’60 Comet 4-dr., $1,550* (ps). 


DeSOTO—’59 Firedome 4-dr. hardtop, $1,- 
Firedome 


DODGE—’60 Dart (8) Phoenix 2-dr. hard- 
$1,- 


Custom 


140* (ps). 
’57 Fireflite 4-dr., 
4-dr., $470*. 


$515* (ps); 


top, $1,700* (ps); Pioneer 2-dr., 
375; 4-dr., $1,365. 

"59 Royal (8) 4-dr., $1,050*; 
Royal (8) 4-dr., $965*. 
EDSEL—’58 Pacer 4-dr. hardtop, 
FORD—’60 Thunderbird (8) 2-dr. 
$2,795* (ps), $2,790* (ps), 
(ps); Galaxie (8) Starliner, 
Galaxie (6) 4-dr., 


$660*. 


275; Falcon (6) 4-dr., $1,265*. 


’°59 Thunderbird (8) 2-dr, hardtop, $2,- 

175* (ps); Galaxie (8) conv., $1,470*, 
Victoria, $1,360; 4-dr., 
$1,- 
290*; Fairlane 500 (6) 2-dr. Victoria, 


$1,185; 2-dr, 
$1,200*; Country Sedan (8) 4-dr., 


$1,190* (ps); Custom 300 (8) 4-dr., 
$1,170*, $900; Custom 300 (6) 4-dr., 
$970*, $840; 2-dr $935; Ranch Wag- 


on (6) 4-dr., $1, 130°, $990. 


’58 Thunderbird (8) 2-dr. hardtop, $1,- 
Fairlane 500 
$730*, 


785* (ps), $1,770* (ps); 
(8) 4-dr. Victoria, $810* (ps), 


$590* (ps); 2-dr. Victoria, $770*, $720* 
(ps); Country Sedan (8) 4-dr., $800* 
(ps); Custom 300 (6) 2-dr., 2 at 
$500; Custom 300 (8) 4-dr., $445*, 


$400. 

’57 Fairlane 500 (8) 2-dr. Victoria, $530* 
(ps), $505* (ps), $260*; 4-dr, 
toria, $425* (ps); Country Sedan (8) 
4-dr., $525* (ps). 

’56 Country Sedan (8) 4-dr., $525*; 
lane (8) 2-dr, Victoria, $395*, 
IMPERIAL—’57 Imperial 4-dr., 

210* (ps); 4-dr, hardtop, $930* (ps). 
LINCOLN—’58 Premiere 2-dr. hardtop, $1,- 
650* (ps); Capri 4-dr., $1,085* (ps). 
’57 Premiere 4-dr., $850* (ps). 
MERCURY—’60 Park Lane 4-dr, hardtop, 
$2,175* (ps). 
’59 Monterey conv., $1,490*. 


$255°. 


vision, Studebaker-Packard Corp. 

Onan, manufacturer of electric 
generating plants, has opened a 
new technical center here, where 
basic research into fuel cells is 
already under way. 

The “literally unlimited oppor- 
tunities for increased efficiency in 
the generation of electric power” 
were outlined by C. W. Onan, pres- 


ident, at ceremonies dedicating the 


* * * 


Symbol of Freedom— 


A statue symbolizing the freedom of 
research was unveiled at the dedication 
of a new technical center in Minneapolis 
by the Onan Division, Studebaker-Packard. 
Shown are Sherwood H. Egbert, left, S-P 
president, and C. W. Onan, president, 
Onan Division. 


(ps); 
sport coupe, $2,000* (ps), $1,960; sport 
Bel 
Biscayne 
$1,330, $1,235; Corvair (6) 


$1,810* (ps), $1,- 
$1,520* (ps); sport sedan, 
$1,500* (ps); sport 
$1,- 
$1,- 
$1,065, $1,- 
$1,180*, 
Biscayne 
$1, 000, $965, $850; Brook- 


Bel Air (8) 
Bel Air (6) 4-dr., 


Two-ten (8) 


$600*; 
55 Windsor 2-dr. hardtop, $260* (ps), 


hardtop, 
$2,750* 
$1,760* ; 
$1,315; Fairlane (8) 
2-dr., $1,320; Fairlane (6) 2-dr., $1,- 


Vic- 


Fair- 
2 at $1,- 


S-P Unit Opens Tech Center .. . 


Onan Spurs Fuel-Cell Study 


MINNEAPOLIS, — Research into 
a new source of energy that some- 
day might supplant present inter- 
nal-combustion engines in autos 
has been initiated by the Onan Di- 





’57 Turnpike Cruiser 2-dr, hardtop, $950* 
(ps); Commuter 4-dr., $545*. 

’56 Montclair 2-dr. hardtop, $670* (ps). 

*55 Montclair 2-dr, hardtop, $475*. 


OLDSMOBILE — ’'60 (98) 4-dr. Holiday, 
$2,550* (ps); (88) Super 4-dr, 
day, $2,435* (ps); 2-dr. Scenic, $2,300* 
(ps); (88) 2-dr., $1,790*. 


59 (88) Super Fiesta 4-dr., $1,880* (ps); 


2-dr. Scenic, $1,730* (ps); (98) 4-dr. 
Holiday, $1,850* (ps); (88) 4-dr. 
Holiday, $1,600* (ps); 2-dr, Scenic, 
$1,475*. 


’58 (98) 4-dr., $1,150* (ps); 
2-dr. Holiday, $1,145*; (88) 
$950* (ps); 2-dr, Holiday, $925*. 

"57 (98) 2-dr. Holiday, $1,000* (ps), 
$955* (ps), $580* (ps); 4-dr. Holiday, 
$790* (ps); (88) 4-dr. Holiday, $825* 
(ps), $750* (ps); conv., $750*; 4-dr., 
$715*; (88) Super 2-dr. Holiday, $365*. 

’56 (88) Super 4-dr., $510*, $460* (ps); 
(88) 2-dr., $300*, $280*. 

PLYMOUTH—’60 Suburban (8) 4-dr., $1,- 
550*; Fury (8) 4-dr, hardtop, $1,420* 
(ps); Valiant (6) 4-dr., $1,340*, $1,- 
280. 

’59 Fury (8) conv., $1,380*; 4-dr., $960*; 
Belvedere (8) 4- ‘ar., $905*, $875*. 

’58 Belvedere (8) conv., $745* (ps) ; 4- 
r., $600*; Plaza (8) 4-dr., 

’57 Belvedere (8) conv., $705*, 350°; 
4-dr. hardtop, $510* (ps); 2-dr. hard- 
top, $450*; 2-dr., $320; Savoy (8) 
2-dr, hardtop, $545*. 

’56 Suburban (8) 4-dr., $485*. 

PONTIAC—’61 Star Chief sport coupe, $2,- 
600* (ps). 

"60 Star Chief 4-dr., $2,350* (ps); Bon- 
neville sport coupe, $2,300* (ps); Cata- 
lina sport coupe, $2,200* (ps); 4-dr., 
$2,075* (ps). 

’59 Catalina sport coupe, $1,710*, $1,- 
470*; 4-dr, Vista, $1,655* (ps); 4-dr., 
$1,475* (ps). 


4-dr., 


’58 Star Chief 4-dr, Catalina, $1,115* 
(ps); 2-dr. Catalina, $915*; 4-dr., 
$680*; Super Chief 4-dr, Catalina, 
$895*. 

’56 Star Chief 2-dr. Catalina, $350* (ps); 
4-dr., $275*. 

— American (6) 4-dr., $1,- 


’59 Ambassador (8) 4-dr., $1,285*; Cus- 
tom (6) 4-dr., $1,130*; Super (6) 4- 
dr., $860, $700*. 

’57 Super (6) 4-dr., $550. 
STUDEBAKER—’59 Lark (6) 4-dr., $720. 
MISCELLANEOUS—’ 57 Chevrolet (8) %- 

ton pickup, $675. 


FONTANA, WIS. 


Fontana Auto Auction, Sale every Thurs- 
day. Prices are for sale of April 13, Very 
active with all sharp cars selling at top 
dollar. Sold 194 cars from 267 consign- 
ments. 

BUICK—’60 LeSabre 2-dr., $1,620*. 

’59 Invicta 4-dr. hardtop, $1,550* (ps). 

"57 Super 4-dr., $830* (ps). 

’56 Century 4-dr, Riviera, $500* (ps). 

’55 Special 2-dr, Riviera, $330*. 

’54 Special 4-dr., $245*, $240*, $210*. 
CADILLAC—’58 (62) Coupe de Ville, $1,- 
870* (ps). 
’57 (62) conv., $1,525* 
Ville, $1,365* (ps). 


(ps); Coupe de 


"56 (62) Coupe de Ville, $1,085* (ps), 
$1,050* (ps). 
"55 (62) 4-dr., $765* (ps), $685*. 
CHEVROLET — ’60 Brookwood (6) 4-dr., 
$1,860. 
’59 Bel Air (8) 4-dr., $1,300. 
‘58 Bel Air (8 )4-dr., $1,010*, $920* 


(ps); Brookwood (8) 4-dr., $990"; Bis- 
cayne (8) 2-dr., $890*. 
’57 Bel Air (8) 4-dr., $900*; sport 


coupe, $880; Two-ten (8) station wag- 





















new research and development cen- 
ter. 

“Use of a practical] fuel cel] can 
produce substantial fuel-cost sav- 
ings,” Onan said. “And through the 
continuing conversion of chemical 
energy into electrical energy, with- 
in a cell similar to a battery, oper- 
ating efficiencies of up to 80 per- 
cent are possible.” 

In some cases, he said, this could 
amount to as much as 10 times the 
efficiency of small gasoline engine- 
driven generators. 

Onan cited other advantages of 
the fuel cell, in addition to its high 
efficiency: 

“Fuel cells are noiseless and 
generate relatively less heat and 
toxic fumes than do internal 
combustion engines, They are 
like batteries—but do not wear 
out or need recharging, and are 
lighter in weight. 

“When combined with a direct 
current motor, the fuel-cell system 
provides an economic, high-torque 
system of mechanical power.” 

Since the fuel cell would be a rel- 
atively simple device without mov- 
ing parts, compared with the “com- 
plexity of motion in a gasoline 
engine,” Onan envisioned the day 
when these cells might replace 
present automobile engines. 

“A car with fuel cell power would 
have an electric motor,” Onan said, 
“and thus would not need valves, 
pistons, spark plugs, an ignition 
system, transmission, muffler or 
storage battery.” 

Fourteen top S-P executives at- 
tended the technical center’s dedi- 
cation. The contingent was headed 
by Sherwood H. Egbert, and includ- 
ed Gordon E. Grundy, president, 
Studebaker-Packard Canada, Ltd., 
and Clark Fletcher, president of 
Studebaker-Packard de Mexico, 
S, A. 


Holi- 


(88) Super 































The West Palm Beach Auto Auc- 
tion will celebrate its third anni- 
versary on May 18. 

A free buffet dinner will be 
served and prizes awarded. 





$790*; Two-ten (6) 2-dr., 


$625, $585*, 


on, 
$525". 

56 Bel Air (8) 4-dr., 
$560*; 2-dr., $600*; 
$595*: sport. coupe, $545*; 
station wagon, $565*; 
$500*, $495*; 2-dr., $475*. 


4-dr., 


$470*; 2-dr., $380, $320*; 
2-dr., $400, $275, $265; 
Two-ten (8) station wagon, 
dr., $300*. 

’54 Bel Air 4-dr., $310; 2-dr., 
ten 4-dr., $240*. 


4-dr., 


DODGE—’56 Custom Royal (8) 2-dr. hard- 


top, $540*. 


EDSEL—’59 Corsair 4-dr., $885*. 


FORD—’60 Galaxie (6) 2-dr. Victoria, $1,- 


385*; Fairlane (8) 2-dr., $1,305. 


’59 Thunderbird (8) 2-dr. hardtop, $2,- 
230* (ps); Fairlane 500 (8) 4-dr. Vic- 
toria, $1,085* (ps); Fairlane (8) 4-dr., 

Custom 300 (8) 4-dr., 


$1,020*, $910*; 


$930*, $900*, $880*; 2-dr., $930*. 


’58 Thunderbird (8) 2-dr. hardtop, $1,- 

815* (ps); Fairlane 500 (8) 2-dr. Vic- 
Country Se- 
$810*; 


toria, $900* (ps), $835*; 


dan (8) 4-dr., $875* (ps), 


Ranch Wagon (8) 2-dr., $630*; Cus- 
tom 300 (6) 2-dr., $545. 

’57 Country Sedan (8) 4-dr., $750*; 
Ranch Wagon (8) 2-dr., $630; Fair- 
lane (8) 4-dr., $620*, $585*, $535, 
$470*; Custom (8) 2-dr., $390*. 

*56 Country Sedan (8) 4-dr., $500* (ps); 


Fairlane (8) 4-dr., $445* (ps). 


55 Ranch Wagon (8) 2-dr., $380* (ps). 
hardtop, 


LINCOLN — ’57 Premiere 4-dr. 
$1,000* (ps); 4-dr., $975* (ps). 
56 Premiere 4-dr., $510* (ps). 
MERCURY—’59 Monterey 2-dr., 
"58 Colony Park 4-dr., $900*; 
2-dr., $610* (ps). 


$1,000*. 


’57 Montclair 2-dr. hardtop, $695* (ps); 
Monterey 


4-dr. 
2-dr, 


hardtop, $525* (ps); 


hardtop, $605*. 


Used Import Car Prices 





BORDENTOWN, N. J. 
BMW—’60 2-dr., $560. 
Opel—’60 station wagon 2-dr., $1,040. 
Renault—’60 4-dr., $710. 


Volkswagen—’58 Karmann-Ghia 2-dr, hard- 


top, $1,180. 
’57 2-dr., $570. 


CALDWELL, N. J. 
Fiat—’59 1100 4-dr., $580. 
Renault—’58 Dauphine 4-dr., $380. 
Simea—’58 Elysee Aronde, $240. 
Volkswagen—’60 conv., $1,280. 
Volvo—’58 station wagon 2-:ir., $120. 


CHICAGO 
MG—’59, $1,230. 
’57 conv., $840. 


Opel—’59 station wagon, $815; ~-dr., $670. 


Simea—’59 4-dr., $415. 
Triumph—’60 TR-3 conv., $1,415*. 
Vauxhall—’59 station wagon, $785. 
Volkswagen — 
hardtop, $870, 


COLUMBUS, O. 
Metropolitan—’59 2-dr., $740. 
’58 2-dr., $600. 
MG—’58 4-dr., $690. 
Sunbeam—’60 2-dr. $1,205. 


DAYTONA BEACH, FLA. 


hardtop, 


Ford (English)—’60 2-dr., $795. 

Jaguar—’58 2-dr., $1,150. 

MG—’60 2-dr., $1,300. 
DETROIT 


Volkswagen—’60 sunroof 2-dr., $1,310. 
’59 sunroof 2-dr., $1,195. 
°56 Karmann-Ghia 2-dr., $730, 


DYER, IND. 
Simca—’ 57 4-dr., $125. 


FLINT 


Renault—’60 4-dr., $725. 
Volkswagen—’60 Microbus, 
$1,250, $1,075. 


FONTANA, WIS. 


Lioyd—’58, $395. 
Volkswagen—’60 2-dr. hardtop, $1,225. 


LOS ANGELES 


Austin-Healey—’59 Sprite, $1,000. 
Fiat—’60 500 sunroof 2-dr., $350. 
*59 1200 4-dr., $600. 
’58 1100 4-dr., $475. 


MG—’58 MGA roadster, $870. 
Metropolitan—’59 2-dr., $685. 
Renault—’58 Dauphine 4-dr., 2 at $490. 
Simca—’59 Deluxe 4-dr., $380. 

58 4-dr., $210. 

’57 Versailles 4-dr., $255. 
Volkswagen—’60 2-dr., $1,190. 
’59 sunroof 2-dr., $1,085. 

’57 2-dr., $675. 
’56 2-dr., $575. 
Volvo—’58 2-dr., $470. 


MANHEIM, PA. 
Ford (English)—’60 Anglia, $779. 
Hillman—’59 station wagon 4-dr., 
MG—’57 roadster, $1,000. 
Metropolitan—’59, $750. 


$595. 


"58, $600. 
\—’ 58 4-dr., $175. 
Renault—’58 Dauphine 4-dr., $500. 
’57 Dauphine 4-dr., $335, $260. 


Simea—’59 4-dr., $325. 


Triumph—’61 TR-3 roadster conv., $2,050. 
$1,- 


Volkswagen—’61 2-dr., $1,575. 
’60 241 station wagon, $1,660; 2-dr., 


330, $1,325, $1,290, $1,285, $1,260; 
sunroof 2-dr., $1,210, $1,190. 
’59 2-dr., $1,210, $1,040. 
’56 2-dr., $585. 
Volvo—’60 2-dr., $1,300. 
’58 2-dr., $950, $755. 


NEWINGTON, CONN. 
MG—’56 conv., $700. 





W est Palm Beach Auction 


To Mark 3rd Anniversary 
WEST PALM BEACH, Fla.— 


$625*, 
$565*, 
Bel Air (6) 2-dr., 
Two-ten (8) 
$550, 
’55 Bel Air (8) conv., $550; 4-dr., $480*, 
Two-ten (6) 
$225; 
$340; 4- 


$230; Two- 


Monterey 


59 Karmann-G hia 2-dr. 


$1,390; 2-dr., 


’56 Montclair 4-dr, hardtop, $395*. 
’55 Montclair 2-dr, hardtop, $435* (ps), 
$3007. 


OLDSMOBILE — ’59 (98) conv., $1,790* 
(ps). 

’58 (88) 4-dr., $1,270* (ps), $1,190* 
(ps), $1,135* (ps); 2-dr., $1,045* (ps). 

"57 (88) 4-dr., $675*, $610*. 

56 (88) 4-dr, Holiday, $580*, $425* 
(ps); 4-dr., $524* (ps), $440*, $380; 
(98) 2-dr., $545* (ps). 

’55 (88) 2-dr., $465* (ps); 4-dr, Holiday, 
$405*. 


’54 (98) 2-dr. Holiday, $285* (ps). 
PLYMOUTH—’60 Savoy (8) 2-dr., $1,460*. 

’59 Savoy (8) 2-dr., $940*. 

’57 Savoy (8) 4-dr., $625; 2-dr., $540. 

"55 Savoy (8) 4-dr., $230. 

PONTIAC—’60 Catalina Safari 4-dr., $1,- 
890*; 2-dr., $1,740*. 

59 Catalina 4-dr., $1,450*. 

’58 Chieftain 4-dr, Catalina, $875*. 

’57 Chieftain 4-dr, Catalina, $710*. 

RAMBLER—’60 American (6) 2-dr., $1,- 
000. 

’58 Custom (8) Cross Country, $925*; 
4-dr., $865; Super (6) 4-dr., $790*; 
Super (8) 4-dr., $545*. 

57 Super (6) 4-dr., $600* 

’56 Super 4-dr., $410. 

STUDEBAKER—’56 Champion (6) 4-dr., 


(ps). 


$270. 
MISCELLANEOUS—’57 Ford %-ton pick- 
up, $600. 
’54 Chevrolet %-ton pickup, $315. 


FARGO, N. D. 


Tri-State Auto Auction, Sale every 
Thursday. Prices are for sale of April 13. 
Market is good. Sold 73 cars from 103 
consignments. 

BUICK—’59 LeSabre 2-dr., $1,600* 
4-dr., $1,575* (ps). 

’58 Super 4-dr., $895* (ps). 
CHEVROLET—’60 Impala (8) 2-dr. hard- 


(ps); 


top, $2,150* (ps); 4-dr, hardtop, $2,- 
050* (ps); Parkwood (8) 4-dr., $1,- 
850* (ps); Bel Air (8) 4-dr, hardtop, 


$1,815* (ps). 

’59 Bel Air (8) 4-dr., $1,270* (ps), $1,- 
265; 2-dr., $1,090*; Biscayne (8) 4-dr., 
$1, 195. 

’58 Bel Air (8) 4-dr., $870*; Brookwood 
(8) 4-dr., $805*; Two-ten (8) 4-dr., 
$745* (ps). 

’57 Bel Air (8) 4-dr., $725*, $670*. 

°56 One-fifty (8) 2-dr., $445. 

"55 Two-ten (8) 4-dr., $430. 

"53 a Air 4-dr., $225*; Two-ten 4-dr., 

100. 


(Continued on Page 25, Col, 2) 


Renault—’59 4-dr., $500. 
’58 Dauphine 4-dr., $275. 


SALT LAKE CITY 


Borgward—’59 2-dr., $775. 

MG—’59 MGA roadster, $1,200. 
Opel—’60 4-dr., $1,050. 
Vauxhall—’59 station wagon, $750. 
Volkswagen—’56 2-dr., $675. 


WAREHOUSE POINT, CONN. 


Renautt—’57 ‘Dauphine 4-dr., $300, $255. 
Simea—’58 4-dr., $500. 


WEST PALM BEACH, FLA. 


Fiat—’59 500 conv., $260. 

Ford (English)—’59 Consul 4-dr., $595, 3 
. _— $550; Anglia 2-dr., $540, 2 at 
495. 

Hillman—’51 Minx 4-dr., $170. 

dJaguar—’52 XK120 roadster, $675; 2-dr., 
$400; Mark VII 4-dr., $195. 

Lloyd—’60 LT600 station wagon 2-dr., 
$ 


280. 
Metropolitan—’59 562 2-dr., $540; 


hardtop, $490. 

MG—’57 roadster, $765. 
Moretti—’60 Sprite, $850. 
Renault—’60 Dauphine 4-dr., 

’59 Dauphine 4-dr., $525. 

’57 Dauphine 4-dr., $400. 
Skoda—’61 conv., $660, $630. 
Vauxhalli—’58 Victor 4-dr., 
Volkswagen—’59 151 conv., 

’57 sunroof 2-dr., $675. 


Sales in March 


Topped Goals, 


L-M Aide Says 


ST. LOUIS.—Sales of Lincoln, 
Mercury and Comet exceeded tar- 
gets in March, according to R. E. 
Dudley, district sales manager of 
Lincoln-Mercury Division. 


Dudley was optimistic for the 
near term in an interview at the 
first Annual Awards Banquet “in 
recognition of the selling perform- 
ance of Lincoln-Mercury salesmen 
who attained the 100 Club in 1960 
and in honor of the wives and 
families of 100 Club salesmen who 
provided inspiration toward selling 
achievement.” 

At a sales conference earlier in 
the day, successful selling tech- 
niques were discussed. 

Richard Erickson, Pere Mar- 
quette Motors, Peoria, Ill., an Inner 
Circle award winner, was chosen 
District Salesman of the Year, en- 
titling him and his wife to a four- 
day trip in Florida to attend the 
National Sales Council meeting. 

Horace W. Trice, a salesman 
for Bender Motors, St. Louis, be- 
came a member of the Inner Circle 
and also a delegate to the district 
salesmen’s council. 

In addition to Dudley, others par- 
ticipating in the ceremonies were 
R. H. Aller, vehicle merchandising 
manager, who was master of cere- 
monies, and L. J. Michaels, sales 
training consultant of Detroit, 


2-dr. 


$660. 


$565. 
$1,025. 
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Parts Chief— 


This is Robert Platfoot, parts manager 
at Roth Motor Sales (Pontiac), Toledo. He 
has found that there is no one secret to 
a sound parts operation. He attributes his 


success to stressing all the fundamentals. 
oe a 








(Continued from Page 24) 


FORD—’60 Galaxie (8) Starliner, $1,775* 
(ps); 4-dr., $1,720* (ps); Country Se- 
dan (8) 4-dr. (9 pass.), $1,575*; Fair- 
lane (8) 4-dr., $1,435*. 

"59 Galaxie (8) 4-dr., $1,325* (ps); 
Fairlane (8) 4-dr., $1,245*; Custom 
300 (8) 4-dr., $1,100. 

’58 Fairlane (8) 4-dr., $795*, $715*; 
Fairlane 500 (8) 4-dr., $825*. 

’57 Fairlane (8) 4-dr., $695*, $635; Cus- 
tom (8) 4-dr., $670*, $615. 

56 Fairlane (8) 4-dr., $595*; Custom 
(8) 4-dr., $500*. 

LINCOLN — ’58 Premiere 4-dr., $1,500* 


(ps). 
MERCURY—’57 Monterey 4-dr. hardtop, 
$625* (ps). 
’56 Custom 4-dr., $44 
OLDSMOBILE — '55 
$275°. 
’54 (88) Super 4-dr., $125*. 
"53 (88) 4-dr., $105*. 


0*. 
(88) 2-dr. Holiday, 


PLYMOUTH—’58 Savoy (8) 4-dr., $720*. 
’57 Savoy (8) 4-dr., $300. 
55 Savoy (8) 4-dr., $140. 
PONTIAC—’59 Bonneville 4-dr., $1,800* 
(ps); Catalina 2-dr., $1,600*. 
*58 Bonneville conv., $970* (ps); Chief- 


tain 4-dr., $780*. 

’56 Star Chief conv., $655* (ps). 
RAMBLER—’60 Custom 4-dr., $1,550. 
cx Rome — ’56 Commander 4-dr., 

435. 

’55 Commander 4-dr., $145. 

MISCELLANEOUS—’59 Dodge 2-ton, $1,- 
100; International %-ton pickup, $875. 

’568 Ford 1%-ton pickup, $875; Stude- 

baker 2-ton, $850. 


In Toledo Parts Operation .. . 


Fundamentals Spell Success 


By George E. Toles 
Staff Correspondent 

TOLEDO.—What makes a suc- 
cessful dealership parts operation 
in today’s market? 

It is a combination of factors, 
rather than any single policy, ac- 
cording to Robert Platfoot, parts 
manager for Roth Motor Sales 
Co. (Pontiac) since 1956. 

Platfoot knows what he’s talking 
about. He won Pontiac’s “Outstand- 
ing Parts Manager’s Award for 
1960.” 

“My parts personnel are neat in 
appearance and are courteous and 
friendly in all transactions,” said 
Platfoot. 

“With us, the customer is first. 
We want the customer to feel his 
business is sincerely appreciated 


Time-Sales Act 
To Become Law 


July 1 in Arizona 


PHOENIX.—The Time Sales Dis- 
closure Act has been signed by 
Gov. Paul Fannin and becomes law 
July 1. The measure was backed by 
the Arizona Automobile Dealers 
Assn. and leading banks and fi- 
nance companies, 

The law provides for the licens- 
ing of all dealers, banks and fi- 
nance companies who participate 
in time-sales financing of motor 
vehicles and requires full disclosure 
of all charges—including insurance 
and the type of coverage provided. 

It prohibits the signing of blank 
contracts and calls for refunds in 
the event of a payoff before the 
maturity date of the contract. 

The ceiling on finance charges is 
$8 per $100 per year on vehicles less 
than one year old and $12 per $100 
per year on all other vehicles. 

On the enforcement side, the law 
empowers the State Banking Com- 
mission to issue subpenas compel- 
ling the appearance of witnesses 
and the production of records. 


Ex-Dealer Sues 
Universal CIT 


PITTSBURGH.—A million-dollar 
damage suit against Universal CIT 
Credit Corp. was filed in Federal 
Court here by John W. Skeels, for- 
mer Chrysler dealer in Ingram. 

Skeels claimed he entered into an 
oral contract with the finance firm 
on April 29, 1959. He charged in the 
suit that Universal] CIT later failed 
to loan him $28,000 agreed upon to 
help him continue in business. 


and we are always eager to solve 
his parts problems.” 


Platfoot feels it is important 
to get out of the building from 
time to time and meet the trade. 
“I make personal contact with 
independent garages and body 
shops because I feel that this is 
very important to good business.” 


The parts department at Roth is 
well lighted and well laid out to 
provide an inviting atmosphere. All 
parts, from the smallest washers 
to the largest sheet-metal parts, are 
properly stored, numbered and bin- 
ned for the utmost ease in locating 
and handling. 


Roth keeps a balanced inventory 
by using the physical inventory 
system. The parts inventory runs 
about $40,000. Obsolete parts are 
kept at a minimum. 


“That adage that you can’t sell 
what you don’t have can be well 
applied to the parts business,” said 
Platfoot. 

Price is not the major factor in 
parts competition today, says 
Platfoot. Competition is more 
soundly based on the strength of 
the service rendered. In this con- 
nection, Roth has a free parts 
delivery service and also handles 
special orders at no extra charge 
to the customer. 

Through a direct wholesale mail- 
ing system, the firm supplies litera- 
ture featuring parts and component 
parts to its. wholesale customers. 

“We continually strive to get as 
much income from every source as 
possible and to keep our costs down 
by watching our purchasing,” said 
Platfoot. “We keep a close check 
on all incoming parts and properly 
charge out all parts and materials 
that leave the parts department.” 





’57 International %-ton pickup, $400, 
$385. 

’56 Chevrolet 2-ton, $925; Ford 1%-ton, 
$650. 


’54 Chevrolet 2-ton, $560; Panel, $210. 
’53 Ford 2-ton, $525. 
’52 Chevrolet 2-ton, $470. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
April 12. Spring selling season continues at 
N.A.D.E. Buyers still paying the price for 
all years and models, with the sharp clean 
cars still ringing the bell. 1957-58 groups 
gaining momentum and retail customers are 
now looking for the midway price cars. 
Sold 81 percent of 588 consignments. 
BUICK—’'59 Electra 4-dr. hardtop, $1,650* 

(ps); Invicta 4-dr., $1,605* (ps); Le- 
Sabre 4-dr., $1,100* (ps). 

’58 Century 4-dr. Riviera, $1,150* (ps), 
$1,060* (ps); Special 4-dr., $1,040*; 
2-dr. Riviera, $860*; conv., $800* 
(ps); 4-dr. Riviera, $510* (ps). 

"57 Century 4-dr. Riviera, $770* (ps), 
$600*; 2-dr. Riviera, $755* (ps), $550* 
(ps); Special 2-dr. Riviera, $710* (ps). 


’56 Special 4-dr. Riviera, $520*, $330*; 
conv., $490* (ps); 4-dr., $420*. 
55 Century 2-dr. Riviera, $275* (ps); 


Special 2-dr. Riviera, $155* (ps). 

CADILLAC—’60 (62) conv., $4,085* (ps), 
$4,000* (ps), $3,780* (ps); de Ville 4- 
dr. hardtop, $3,850* (ps). 

’59 de Ville 2-dr. hardtop, $3,050* (ps); 
(62) conv., $2.885* (ps). 

’5T (62) conv., $1,650* (ps). 

CHEVROLET—’61 Impala (8) conv., $2,- 
700* (ps); sport coupe, $2,480*; sport 
sedan, $2,550*, $2,425. 

60 Bel Air (8) 4-dr., $1,545*, $1,270*; 
2-dr., 2 at $1,240*; Impala (8) 4-dr., 
$1,390*; Biscayne (8) 4-dr., $1,275*; 
Brookwood (8) 4-dr., $1,180; Brook- 
wood (6) 2-dr., $830. 

’59 Biscayne (6) 2-dr., $1,180, $950. 

’58 Delray (6) 2-dr., $430; Biscayne (8) 
2-dr., $420*. 


’57 Bel Air (8) sport coupe, $550*. 
’56 Two-ten (6) 2-dr., $685, $430*; 4- 
dr., $350; Bel Air (8) 4-dr., $610*; 


One-fifty (6) 2-dr., $300. 

’55 Bel Air (6) sport coupe, $480*; sta- 
tion wagon 4-dr., $310*; Bel Air (8) 
2-dr., $400*%; 4-dr., $320*, $175*; Two- 
ten (6) 2-dr., $540; station wagon 2- 
dr., $285; Two-ten (8) 2-dr., $245. 

CHRYSLER—’59 NY 4-dr., $1,745* (ps); 
Saratoga 4-dr., $1,225* ‘ps). 

’57 NY conv., $800* (ps); 4-dr., $535*. 

’55 NY 4-dr., $260*. 

COMET—’60 Comet 4-dr., $1,190* (ps). 


DeSOTO—’60 Fireflite 2-dr. hardtop, $1,- 
904* (ps). 
’58 Fireflite 4-dr. hardtop, $885* (ps); 


2-dr. hardtop, $730* (ps); 4-dr., $710* 
(ps). 
’55 Fireflite 4-dr., $275* (ps). 
DODGE—’61 Lancer (6) 4-dr., $1,650. 
"60 Polara (8) conv., $2,075* (ps); 
(8) Phoenix 2-dr. hardtop, $1,650*; 
Pioneer 4-dr., $1,375*; Seneca station 
wagon 4-dr., $1,250* (ps). 
’59 Royal (8) 2-dr. hardtop, $1,050* 
(ps); Coronet (8) 2-dr. hardtop, $1,- 
000* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,650* (ps); Galaxie (8) 2-dr., $2,- 
200. 


’60 Thunderbird (8) conv., $3,016* (ps); 
2-dr. 
(8) 
(ps); 
$1,560*; 
450; Fairlane (8) 4-dr., 


hardtop, $2,775* Galaxie 
starliner, $1,780* (ps), $1,700* 
4-dr. Victoria, $1,625*; 2-dr., 
Ranch Wagon (6) 2-dr., $1,- 
$1,440*, $1,- 


(ps); 


No Armchair Executive 





Dealership Dramatizes 


100-Car Purchase 


ST. LOUIS.—As a sign of con- 
fidence in the near future, Cos- 
tello-Kunze Ford, Inc., in subur- 
ban Jennings, placed an order 
for 100 new 1961 Fords, Falcons 
and Thunderbirds. 

The delivery was made this 
week in a special ceremony at 
the large Northland Shopping 
Center in Jennings. On hand 
were Ed Boeck, Ford fleet man- 
ager, and Tom Costello and Mil- 
ton Kunze, partners of the deal- 
ership. Twenty-five automobile 
carriers made the delivery. 





400, $1,380*, $1,260; Falcon (6) 4-dr., 
$1,250; 2-dr., $1,250. 

*59 Country Sedan (8) 4-dr., $1,380* 
(ps), $1,340*; Country Sedan (6) 4- 
dr., $1,110*; Galaxie (8) 2-dr. Vic- 
toria, $1,400* (ps), $1,195* (ps); 2-dr., 
$1,300*, $1,270* (ps); Fairlane (8) 4- 
dr., $1,100* (ps); 2-dr., $1,090* (ps), 
$1,000*; Custom (6) 2-dr., $990*; Cus- 
tom (8) 4-dr., $910*, 

°58 Thunderbird (8) 2-dr. hardtop, $1,- 
600* (ps); Fairlane (8) sonv., $1,080* 
(ps); 2-dr. Victoria, $970*, $825°*, 
$510*; 2-dr., $765, $750, $560; 4-dr., 
$675*; Country Sedan (8) 4-dr., $695* 
(ps); Ranch Wagon (8) 4-dr., $675*; 


2-dr., $645*. 

’57 Fairlane (8) 2-dr. Victoria, $725*, 
$660*, $615*; conv., $475*; 4-dr., 
$395*, $210*; Ranch Wagon (8) 2-dr., 
$525, $400*. 

’56 Thunderbird (8) 2-dr. hardtop, $1,- 


500; Fairlane (8) 4-dr., $395; 2-dr., 
$360; Ranch Wagon (6) 4-dr., $220; 2- 
dr., $190*. 

HUDSON—’55 Hornet (6) 2-dr. 

$235*. 

IMPERIAL—’60 Crown 4-dr., $2,950* (ps). 
’58 Crown conv., $1,690* (ps). 
’57 Crown 2-dr. hardtop, $950* 

LINCOLN — ’56 Premiere 2-dr. 

$600* (ps). 

MERCURY—’61 Meteor 2-dr., $2,070*. 

’57 Commuter 4-dr., $600* (ps); Mon- 
terey 2-dr. hardtop, $655* (ps), $625*; 
4-dr. hardtop, $590*. 

’56 Monterey station wagon 4-dr., $450*; 
4-dr. hardtop, $410*; Montclair 4-dr., 
$270*; Custom station wagon 4-dr., 
$285". 

’55 Montclair conv., $160* (ps). 


hardtop, 


(ps). 
hardtop, 


OLDSMOBILE — ’61 (88) 4-dr., $2,260* 
(ps). 
"60 (88) 4-dr. Holiday, $2,170* (ps). 


’59 (88) 2-dr. Scenic, $1,760* (ps), $1,- 
625* (ps), $1,620* (ps); 4-dr. hard- 
top, $1,460* (ps); 2-dr., $1,015* (ps); 
(98) 2-dr. Scenic, $1,625* (ps), $1,100* 
(ps); 4-dr. Holiday, $1,580* (ps). 

’57 (98) 4-dr., $710* (ps); 4-dr. Holi- 
day, $800* (ps), $650* (ps). 

PACKARD—’54 Clipper 4-dr., $110* (ps). 

PLYMOUTH—’59 Belvedere ‘S) 4-dr., $1,- 
100*; Fury (8) 2-dr. hardtop, $1,090* 
(ps); Savoy (8) 2-dr., $900*; Savoy 
(6) 2-dr., $880*%, $850*, 

’58 Suburban (8) Custom 4-dr., $960* 
(ps), $825*, $760*; Suburban (6) De- 
luxe 2-dr., $670; Savoy (6) 4-dr., 
$685*, $665*, $605*; 2-dr., $550*; Bel- 
vedere (8) 2-dr. hardtop, $600*; Plaza 
(6) 2-dr., $400. 

PONTIAC—’61 Tempest 2-dr., $2,190*. 

’60 Bonneville conv., $2,490* (ps); sport 
coupe, $2,450* (ps). 

’59 Catalina 4-dr., $1,600* (ps); Safari 
4-dr., $1,575* (ps), $1,325* (ps). 

’58 Star Chief 2-dr. Catalina, $1,025*; 
4-dr. Catalina, $900* (ps), $890* (ps). 








Baxter — ‘Man on the Go’ 


OMAHA. — Friends describe 
Johnny Baxter as “a man on the 
go.” The description fits, 

“I like to keep on the move,” 
says Baxter, president of Johnny 
Baxter Plymouth, Inc. “I don’t 
sit behind the desk all day. I like 
to keep in touch with the sales 
foree, the service department and 
all my employes.” 

Baxter has been on the move 


Auto Officials Meet in Detroit— 


Informal gatherings during the Permanent International Bureau of Automobile Manu- 


facturers meeting in Detroit gave automotive leaders an opportunity to exchange views. | Co 


He alleged that on Nov. 25, 1960,| From left in the foreground are Dr. Rodolf Biscaretti di Ruffia of Italy, retiring bureau 
Universal CIT took over his busi-| president; Harry A. Williams, managing director, Automotive Manufacturers Assn.; L. L. 
ness and forced him out without| Colbert, AMA president and Chrysler Corp. board chairman and president, and John F. 
justification. 





Gordon, AMA secretary and General Motors Corp. president. 


ever since he finished high school 
in Bedford, Ia. 

His first job was with an auto 
accessory and tire retailer in Des 
Moines, and he switched to a fi- 
nance company in 1944, 

After military service, he attend- 
ed Creighton University here and 
then joined Sears Roebuck as a di- 
vision sales manager in the com- 
pany’s auto accessory and tire op- 
eration. 

Entering the retail auto indus- 
try, Baxter managed a branch 
store for Briley Motors (Chrys- 
ler-Plymouth) here. After three 
years in that post, he bought the 
branch in 1957 and formed John- 
ny Baxter Plymouth, Inc, 

He built his sales total to 650 
units last year and won a Chrysler 
Corp. Quality Dealer Award. Baxter 
is active in civic affairs and is sec- 
retary-treasurer of the Omaha New 
Car Dealers Assn. 


Tire Shipments 


Due to Decline 


AKRON.—Tire shipments to the 
automotive industry in 1961 are ex- 
pected to decline to about 28 mil- 
lion units, compared with 36 million 
last year as original equipment tire 
volume follows vehicle production, 
according to A. J. Ashe, business 
research director, B, F. Goodrich 





Ashe said the sales of replace- 
ment tires should reach a new high 
of 71.5 million units, up from 68.5 
million in 1960. 
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’5S7 Star Chief conv., $750* (ps); 4-dr. 
Catalina, $640; Chieftain 2-dr. Cata- 
lina, $650*, $600*. 

'56 Chieftain 4-dr., $495*. 

RAMBLER—’60 Custom (6) station wag- 
on 4-dr., $1,860* (ps); 4-dr., $1,500*; 
American (6) 4-dr., $1,210. 

’*58 Super (6) Cross Country 4-dr., $1,- 
075; 4-dr., $785; Custom (6) Cross 
Country 4-dr., $1,050. 

’55 Super 2-dr., $305*. 

’52 Custom Cross Country 2-dr., $125. 

STUDEBAKER—’60 Lark (6) 2-dr., $1,- 
000. 
56 Hawk (8) 2-dr. hardtop, $350* (ps). 
'55 President (8) 4-dr., $210* (ps). 
VALIANT—’60 V-100 2-dr., $1,400. 
MISCELLANEOUS—’61 Ford %-ton, 
650. 

’55 Chevrolet $475; 

%-ton, $230. 


NEWINGTON, CONN. 


Newington Auto Auction. Sale every 
Thursday. Prices are for sale of April 13. 
Due to spring snow, the attendance and 
selling was kept down, Clean cars still 
stood firm. Sold 48 cars from 73 con- 
signments. 

BUICK—’57 Special 4-dr. Riviera, $650*, 

’56- Super 2-dr. Riviera, $450* (ps). 

55 Special 4-dr, Riviera, $220* (ps). 


$1,- 


\%-ton, Studebaker 


CADILLAC—’57 (62) 2-dr. hardtop, $1,- 
425* (ps). 
"54 (62) 4-dr., $420* (ps). 
"52 (62) 4-dr., $110* (ps). 
— Kingswood (6) 4-dr., 
,550. 

’59 Impala (8) 4-dr., $1,330*, $1,280*%; 
Bel Air (6) 2-dr., $1,275*, $1,130* 
(ps); 4-dr., $1,200*; Biscayne (6) 
4-dr., $950. 

’568 Impala (8) conv., $1,300* (ps), 
$1,000". 


’57 Two-ten (6) 2-dr., $630. 

’56 Bel Air (6) 2-dr., $610*. 

’55 Bel Air (8) sport coupe, $375* (ps); 
Bel Air (6) 2-dr., $350*%; Two-ten (6) 
station wagon 2-dr., $330. 

’53 Bel Air 4-dr., $100. 

DeSOTO ’57 Firesweep 2-dr. hardtop, 
$680* (ps). 

’56 Firedome 4-dr., $350* (ps). 

FORD — '59 Fairlane (8) 2-dr., $1,020*%, 
$960*; Fairlane (6) 4-dr., $930*. 


‘58 Fairlane 500 (8) 2-dr. Victoria, 
$825°. 
’57 Fairlane 500 (8) 2-dr. Victoria, 


$720* (ps); Fairlane (8) 2-dr., $520*; 
Ranch Wagon (6) 2-dr., $350. 

’56 Fairlane (8) conv., $450*, $250*%; 2- 
dr., $310* (ps); Country Squire (8) 
4-dr., $400*; Country Sedan (8) 4-dr., 
$250*; Custom (8) 4-dr., $250. 

54 Custom (8) 4-dr., $140*. 

OLDSMOBILE—’59 (88) Super 4-dr. Holi- 
day, $1,675* (ps); (88) 4-dr., $1,430* 


(ps). 

*58 (88) Super 2-dr. Holiday, $1,130* 
(ps). 

’57 (88) 2-dr., $600*. 


’566 (98) 2-dr, Holiday, $530* (ps). 
'55 (88) 4-dr. Holiday, $275* (ps); 2-dr. 
Holiday, $220*. 
PLYMOUTH—’58 Plaza (6) 4-dr., $200*. 
’57 Suburban (8) Custom 4-dr., $575*. 
PONTIAC—’55 Star Chief 2-dr, Catalina, 


$265* (ps). 

RAMBLER—'55 Custom 4-dr., $310. 
* * * 

— Auctions in Brief — 
CHICAGO 


Arena Auto Auction, Sale every Tuesday 
(April 11). Terrific sale. Demand is great 
on all makes and models. Sold 473 cars 
from 659 consignments. 

- + * 


COLUMBUS, 0. 

Capital Auto Auction, Sale every Thurs- 
day (April 13), Market steady on all clean 
sharp models. Sold 257 cars from 375 con- 
signments. 

+ - > 


HUNTSVILLE, ALA. 
Johnson Auto Auction. Sale every Fri- 
day (April 14). Market good, Offerings not 
up to last sale in quality. Sold 107 cars 
from 217 consignments, 
+ * 


PA, 

Manheim Auto Auction, Sale every Fri- 
day (April 14). Weather: Clear. Sold 82 
percent of 793 consignments. 

* ok * 


PADUCAH, KY. 

Fred Brown Auto Auction, Sale every 
Tuesday (April 11). Market was somewhat 
stronger on clean cars,” weaker on rough 
cars. Sold 76 cars from 148 consignments. 

* * * 


WEST PALM BEACH, FLA. 

West Palm Beach Auto Auction, Sale 
every Thursday (April 13). Used-car sales 
on up-grade. Market very firm as buyers 
snapped up 88 percent of units entered. 


Consignment good in spite of slow new-car 
sales. 






In the Backshop— 


Johnny Baxter, Omaha Plymouth dealer, 
discusses a shop operation with Service 
Manager Bob Mooney. A Plymouth dealer 
since 1957, Baxter earned a Chrysler Corp. 
Quality Dealer Award last year. 
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By Martin L.. Whitmyer 
Staff Writer 
oo makers showed percent- 
of-industry gains over a year 
ago, but the Canadian auto indus- 
-try’s car output in the first quar- 
ter of this year was at the lowest 
level since 1958. 
With Chrysler Corp., Ford 
Motor Co., General Motors and 
Studebaker-Packard Corp. all 
showing numerical output de- 
clines, the Canadian industry 
turned out 85,495 cars during the 
first three months of this year, 
down 16.1 percent from a year 
ago, when 101,912 units were pro- 
duced. In 1958, the makers built 
83,832 cars in the first quarter. 
American Motors, which was not 
producing cars in Canada a year 
ago, turned out 1,239 cars in the 
first quarter of this year. It marked 
the first time Rambler had been in 
production since the end of the 
1957 model run. Its percent-of-in- 
dustry share on its 1,239 assemblies 
was 1.45. 

Makers showing percent-of-in- 
dustry gains over a year ago were 


cs ______AUTOMOTIVE NEWS, APRIL 24, 1961 
Truck Assemblies Also Drop in Ist Quarter . . . 


Canadian Car Output at 58 Level 


Ford, up 2.64 points, and Studebak- 
er, up 0.22 points, Off from the first 
quarter of 1960 were Chrysler, 2.85 


points, and GM, 1.46 points. 
* mn * 


HRYSLER, in addition to show- 
ing the biggest percent-of-in- 
dustry decline, suffered the biggest 


numerical loss. 
The corporation turned out 


Ford of Canada 
Notes Profit Dip 


TORONTO. — Ford Motor Co. of 
Canada took in more dollars last 
year than ever, but made a smaller 
profit than in 1959, according to 


Karl Scott, president. 

Sales totalled $543 million, up 5.1 
Percent over 1959. 
made $20,599,395, compared with 
$25,217,015 in 1959. 

Sales to Canadian dealers and in 
overseas markets totalled 221,369 
cars, trucks and tractors, an in- 
crease of 10.3 percent over the pre- 
vious year. 


Auto Firms Seen Boosting 
Capital Outlays by 15 Pet. 


WASHINGTON, — Motor-vehicle 
manufacturers plan to increase 
their outlays on new plants and 
equipment to $1 billion this year, a 
15 percent increase over 1960. 

This was reported by the De- 
partment of Commerce and the 
Securities and Exchange Com- 
mission last week in a roundup 
of business anticipations of plant 
and equipment expenditures and 
sales in 1961. The study indicated 
that for the most part, America’s 
businessmen plan to invest about 
3 percent less this year in growth 
than in 1960. 

In 1960, the report said, auto 
makers spent about $890 million on 
new plants and equipment, com- 
pared to $640 million the previous 
year. In 1961, it estimated, the fig- 
ure should be close to $1,030,000,000. 

The two government agencies, 
which prepared the report jointly, 
said estimates are based on fore- 
casts submitted by industry groups 
throughout the country on a “com- 
pany-by-company” basis, 

Businessmen as a whole, it said, 
plan to spend about $34.5 billion 
on new plants and equipment in 
1961. They anticipate that the de- 
cline in investment which began in 
the third quarter of 1960 will con- 
tinue through the second quarter 
of this year, after seasonal allow- 
ances for weather and other fac- 
tors. 

“Present plans for 1961 point to 
a mild increase in capital expen- 
ditures in the latter half of the 
year,” the report added, 

Turning to sales, the joint state- 
ment said manufacturing and trade 
firms and the public utilities expect 
to better their 1960 performances 
in 1961, varying from a hoped-for 
rise of 3 percent for manufacturers 
to one of 7 percent for public utili- 
ties. 

“Final figures for 1960,” it said, 
“indicate expenditures of $35.7 bil- 
lion, an increase of about 10 per- 
cent over 1959, with manufacturing 
and commercial companies ac- 
counting for the rise. Investment 
in 1960 was about 4 percent less 
than the amount projected by busi- 
ness in the survey conducted a year 
ago. 

“Nonrail transportation com pa- 
nies spent 10 percent less than an- 
ticipated a year ago, while durable 
goods manufacturers and public 
utilities lowered their outlays by 6 
percent. Other industries showed 
little change or small downward 
adjustments from earlier scheduled 
expenditures. 

On the question of sales, the 
report said that of the durable 
goods manufacturing groups, only 
auto and steel companies fore- 
see lower shipments this year. 
Manufacturers in general, it said, 
expect a 3 percent rise in sales 
from 1960 to 1961, with the antici- 
pated gain over a wide range of 
industries. 

“The sales increase in 1960 over 
1959,” it also said, “was in line with 


the movement projected in the 
early 1960 survey, but the extent of 
the rise did not match the expecta- 
tion.” 

Turning to other transportation 
groups, the report said that nonrail 
transportation firms anticipate a 
decline of 5 percent in expenditures 
in 1961 from last year, with a con- 
siderable variation among the com- 
ponent industries, 


Bill Aims to Clear 


Intent of Congress 


On Hauling Rates 


WASHINGTON. —A clarification 
of the intention of Congress in the 
rate-making competition between 
different modes of transportation— 
a section of the Interstate Com- 
merce Act—is the subject of legis- 
lation proposed by Senator E. L. 
Bartlett, Alaska Democrat P 


Bartlett explained that the change 
is necessary because “some of our 
carriers interpreted the new sec- 
tion as a declaration of open sea- 
son for widespread and destructive 
rate slashing with very little re- 
gard, if any, for the value of the 
service performed, the competitive 
necessity for rates or other histori- 
cal standards of ratemaking.” 


Bartlett noted that “it appears 
that the commission has been lean- 
ing toward a similar interpreta- 
tion.” The example given by Bart- 
lett was the movement of new cars. 

“New automobiles are now being 
moved in special expedited service 
at rates that are lower than rates 
for transporting the component 
parts of automobiles, and at rates 
comparable to those on such low- 
rate commodities ag coal,” he said. 
“I might add, parenthetically, that 
the savings accruing to the auto- 
mobile manufacturers by this kind 
of rate-making are not being 


passed on to the dealers or to the ‘ 


purchasers of automobiles, but are 
being used solely to swell the 
profits of the automobile manufac- 
turers.” 


The senator pointed out that the 2 


Senate Interstate Commerce Com- 
mittee’s understanding of the sec- 
tion of the act was that “rate re- 
ductions proposed by one mode of 
transportation should not be held 
up arbitrarily for the sole purpose 
of holding an ‘umbrella’ over an- 
other mode of transportation, pro- 


vided the proposed rate met all of | | 


the customary criteria of reason- 
ableness and was consistent with 
the provisions of the national trans- 
portation policy.” 


Bartlett described his bill ag an ; 


attempt “to make it absolutely 
clear” that the section in question 
was “neither a mandate nor an in- 
vitation to ignore the national 
transportation policy and the other 
vital standards of sane and sound 
rate-making.” 


The company 


10,444 cars for 12.22 percent of 
total industry output in the first 
three months of this year for a 
32 percent loss in numerical out- 
put from a year ago, when it 
picked up 15.07 percent of total 
industry assemblies on 15,358 
cars. 






























































57,044 assemblies. 


decline was 8.1 percent. 


period last year. 
* + oe 


built. 

Total vehicle output also was 
at its lowest level since 1958, to- 
talling 103,112 units this year, 
compared with 124,849 units a 
year ago. 

Among the truck makers, Ford, 
Chrysler and International all 
showed percent-of-industry gains, 
while GM suffered a heavy decline 
from a year ago. 

Biggest gainer was Ford, which 
climbed 5.99 points on the basis of 
taking 29 percent of total industry 
truck output on 5,109 units this 
year, compared with 23.01 percent 
gained on 5,280 last year. Its nu- 
merical] output was off 3.2 percent 
from the year-ago level, the lowest 
of any of the truck makers. 


Chrysler Corp. upped its percent- 
of-industry share 1.97 points on the 
basis of 1,936 assemblies good for 
10.99 percent of total industry out- 
put this year, compared with 9.02 
percent gained on 2,070 assemblies 
a year ago. Its numerical output 
was off 6.5 percent. 

International gained 1.60 points 
with 16.80 percent of total] industry 
output on 2,959 truck assemblies 
during the first three months of 
this year, compared with 15.20 per- 
cent gained on 3,487 assemblies a 
year ago. 

GM lost 9.56 percentage points on 
the basis of taking 43.21 percent of 
total industry production on 7,613 
assemblies this year, compared 
with 52.77 percent gained on 12,110 
trucks produced during the like pe- 
riod of a year ago. ; 


) 
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Rambler Penny Contest— 





convertible with similar equipment. 


GM’s output was off 18.3 percent 
from a year ago, but it still man- 
aged to produce 54.51 percent of 
total industry assemblies on 46,603 
cars. During the first quarter of 
1960, however, GM picked up 55.97 
percent of total industry output on 


Ford Motor improved its percent- 
of-industry share by turning out 
25,881 cars for 30.27 percent of total 
industry production this year, com- 
pared with 27.63 percent gained on 
28,157 assemblies during the first 
three months of 1960. Its numerical 


Studebaker showed the smallest 
numerical loss of any make, de- 
clining only 1.8 percent from the 
first quarter of 1960. S-P turned 
out 1,328 cars for 1.55 percent of 
total industry output during the 
January-March period of this year, 
compared with 1.33 percent gained 
on 1,353 assemblies during the same 


N THE commercial-car field, 

first-quarter output totalled 
17,617 units—a 23.2 percent decline 
from the 22,947 trucks turned out 
during the like period of a year 
ago, and the lowest first quarter 
since 1958, when 14,764 trucks were 


How Each Car Maker Fared in Ist Quarter... 


Canadian Production—’61 vs. 60 
(Cars) 


3 Months 


om" 
CHRYSLER CORP. .............. 10,444 
FORD MOTOR 
GENERAL MOTORS 
RAMBLER 


Pct. of 
Total 
Output 
12.22 
30.27 
54.51 

1.45 
1.55 


100.00 
* 


(Trucks) 


3 Months 
Output, 
1961 
CHRYSLER CORP. .............. 1,936 
FORD MOTOR 
GENERAL MOTORS 
INTERNATIONAL 


Total Trucks, Canada. 


Pet. of 
Total 
Output 
10.99 
29.00 
43.21 
16.80 


100.00 





In the Letterbox 





(Continued from Page 14) 
of one percent it is too late to| “smartest merchandiserg in the 


blame anyone but themselves. 

The sin and stupidity is in the 
lap of the dealers, regardless whom 
they blame. It is time dealers stop 
being patsies and quit rationaliz- 
ing. Dealers cannot continue re- 
ducing their profits and provide 
more free services while their ex- 
penses are going upward. 

The automobile dealer must be- 
come a businessman or get out of 
the hazardous game while he still 
can. There is no sympathy for 
failure. Mr. McCune writes that 
2,700 car dealers “went broke” last 
year. Wait till he sees the 1961 
statistics! 

With such statements, I antici- 
pate questions, such as: “And what 
are you doing, Wise Guy?” 

Frankly, not much, but I am try- 
ing. In 1957 I alerted my local and 
the Northern California Dealers 
Assns, that we dealers in Califor- 
nia were performing numerous 
chores for the state agencies, serv- 
ices costing the dealers about $7 
million yearly. 

Yes, I have been at this cru- 
sade since 1957, however, not till 
March, 1961, did I receive any 
encouragement from dealers or 
dealer associations in California. 
Currently it begins to look like 
several California dealer associa- 
tions are beginning to take in- 
terest in what they call “The 
Tuban Plan,” meaning legislation 
to bring relief, and cash into 
dealerships for chores dealers are 
performing for state agencies. 
Thus, I am talking and doing 
and fighting for what I consider 
will benefit dealers. If more deal- 
ers do and prod their associa- 
tions, maybe McCune’s problems 
can be eased. 

I sincerely invite Mr. McCune 
and all California dealers to join 
in development of legislation which, 
for a change, may aid rather than 
burden car dealers. It can be done 
if we all work together. 

The 32,000 automobile dealers in 
United States are said to be the 










The public was invited to take part in a “Miss Penny Contest" at Battenfield Motor 
Co., Inc. (Rambler), Amarillo, Tex. Individuals were asked to guess the number of 
pennies on this Rambler American convertible and on Miss Penny, above. The pennies 
represented the price difference between this Rambler and the nearest competitor's 


world,” yet they have failed to rec- 
ognize, meet and eliminate their 
problems and dilemmas. It is time 
to quit talking, Let’s act—act in 
unionism — act to survive. — MARK 
TusBaNn, Mark Tuban, Inc. (Ford), 
Mountain View, Calif. 


* * * 


Flag Bearer for Yager 


I WHOLEHEARTEDLY EN- 
DORSE THE PRINCIPLE OF 
DOC YAGER’S LETTER TO 
HENRY FORD RELATIVE TO 
TIME’S GLORIFICATION OF 
“HEYDAY OF THE HAGGLE.” 
TIME’S ARTICLE HAD MORE 
HOLES IN IT THAN A $2 RE- 
CAP. I FOLLOW YAGER’S PA- 
RADE AS A FLAG BEARER.— 
Huco L. Separini, President, Mas- 
sachusetts State Auto Dealers 
Assn., and President, Greater Bos- 
ton Automobile Dealers Assn. 

* * * 


Newton to the Rescue 


I have been intrigued by Engi- 
neering Editor Joe Callahan’s ex- 
planation in Automotive News, 
March 27, that “the gas turbine, 
like the jet engine, is essentially a 
blowtorch that produces terrific ex- 
haust or thrust. A jet airplane uses 
this thrust (jet engine) to PUSH 
AGAINST THE AIR in the atmos- 
phere and thereby move the plane 
forward.” (The caps are mine.) 

Planes fly faster at higher alti- 
tudes because of reduced drag (or 
resistance) due to less dense air. 
But the “blowtorch exhaust” also 
“pushes” against thinner air, 
which should reduce its “exhaust 
thrust” and consequently lower 
its effectiveness. 

When a shotgun kicks my shoul- 
der, this recoil may not be the 
force of the air emitted from the 
gun muzzle against the atmosphere. 

When Sir Isaac Newton pondered 
the gravity of nearly every situa- 
tion, he realized what inertia is 
and told us about it. 

On a polished steel plate place 
a chair mounted on nearly fric- 
tionless casters. Sit on the chair, 
with a 50-pound lead bar held in 
both hands close to your chest. 
Suddenly, thrust the lead bar out 
to full arm’s length, chest high. 

If you and the chair slide back- 
ward, it is due to the inertia of the 
50-pound bar, not to its impact on 
the air as you thrust it forward. 

Maybe Mr. Callahan can tell us 
what really produces thrust in 
turbojet engines. Otherwise, I'll 
never know.— Erwin L. ScHwatt, 
P. O. Box 384, Atlantic City, N. J. 

Eprror’s Note: We’re glad you 
asked about that. 

Jet propulsion is due to New- 
ton’s third law of motion—for 
every action, there is an equal 
and opposite reaction, Jets will 
work in no atmosphere whatso- 
ever—as, indeed, witness missiles 
that travel hundreds of miles 
above the earth. They don’t need 
air for combustion. The fuel 
systems have built-in oxygen 
sources. They are propelled by 
the missile’; REACTION to the 
stream of gases being expelled. 

For a simple example of the 
principle, turn on a garden hose. 
The nozzle writhes in reaction to 
the discharge of the water. 
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Turnings . . 
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seats, they maintain more con- 
trol of the passenger and make 
him feel more secure. 

Said a seating engineer, “They 
are better for cornering and pro- 
vide more lateral stability. It also 
makes a person feel like a hot rod- 
der. A lot of this is psychological.” 

* * ao 
ISADVANTAGES are that: 1. 
They generally limit the front 

seat to two people. 

2. They restrict the activities of 
the people sitting on them, al- 
though opinion is divided as to 
whether this is good or bad. 

3. They cost more. 

There also is a compromise be- 
tween the bucket seats and the 
bench seats, and this is the “bar- 
rel-back” or modified bucket seat 
which is offered this year by Lin- 
coln. 

The slightly concave back of the 
barrel-back seat gives some lateral 
stability to the passengers, while 
permitting a third passenger to sit 
moderately comfortably in the 
front seat. 

* * * 

a compromise currently 

being tried by Ford Motor Co. 
in an experimental car is three 
bucket seats in the front. 

People who have had consid- 
erable experience with both the 
bucket and bench seats also say 
that the buckets can become ex- 
tremely uncomfortable on long 
trips because it’s almost impos- 
sible for the passengers to change 
their seating position. 

A mild negative vote against 
bucket seats also comes from doc- 
tors who say that if the back is 
curved excessively for a long time, 
the lung area will collapse slightly, 
causing premature fatigue. 

ca * * 


Wiper Speeds Vary 
With the Weather 


OW fast does a windshield 

wiper wipe? 

Of course, the answer to this 
question varies with each car, each 
weather condition, each type of 
wiper and almost with each car 
speed. 

For instance, the vacuum wiper 
on a ’60 Mercury makes 146 
wipes a minute when the en- 
gine is idling with a wet wind- 
shield, 104 wipes a minute when 
the car is travelling 50 miles an 
hour with a wet windshield, 120 
wipes a minute when the engine 
is idling with a dry windshield 
and 75 wipes a minute when the 


Engineering Briefs 


DETROIT—The Engineering 
Society of Detroit celebrated its 
25th anniversary April 15, reports 
Frederick Bauer, president. 

The Engineering Society of De- 
troit was founded in 1936, succeed- 
ing the Detroit Engineering So- 
ciety, which was originally organ- 
ized in 1895. The society has about 
6,000 members and represents some 
50 different branches of the engi- 
neering and allied professions. 

* * * 


Delco Cuts Rectifier Price 


KOKOMO, Ind.—Price reductions 
of up to 36 percent in production 
quantities (100 up) of silicon rec- 
tifiers were announced by Delco 
Radio Division. 

ed * * 


UM Says Research Hits 
$100-Million-a-Y ear Clip 

ANN ARBOR, Mich.— An inde- 
pendent organization would have 
to spend $100 million annually to 
match the volume and quality of 
research now conducted at the 
University of Michigan, Vice- 
President Ralph A. Sawyer told a 
science writers’ seminar here. 

In the last decade, Sawyer noted, 
research expenditures have _ in- 
creased five-fold, rising from $5 





million in 1950 to more than $25 
million last year. “The increase has 
been almost geometric, and it has 
not reached its maximum,” he 
added. 
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car is travelling 50 MPH with a 
dry windshield. 

In contrast, the ’60 Mercury’s 
optional electric wiper makes 150 
wipes a minute when the engine 
is idling with a wet windshield, 138 
wipes a minute when the car is 
travelling 50 MPH with wet wind- 
shield, 87 wipes a minute at idle 
with a dry windshield and 87 wipes 
a minute at 50 MPH with a dry 
windshield. 

* ok * 

N ADVANTAGE claimed for the 

new hydraulic wiper is that it 
will make 150-160 wipes a minute 
at all speeds with a wet windshield 
and that its speed drops only to 
140-150 wipes a minute when the 
windshield is dry. 

An unusual feature of this wiper 
is that it picks up a little speed 
at 80 miles an hour, just when 
you need faster wiping, because 
more oil is supplied to the system. 

Interestingly, the most difficult 
time for a wiper is neither the 
wet nor dry condition, but the 
“almost dry” condition. At this 
point the strongest adhesion sets 
up between the almost-dry glass 
and the semi-wet blade which is 
in a “squeegee condition.” 

One problem that wiper engi- 
neers are tackling without much 
success is the “clunk” that occurs 
as the blade reaches the end of 
each wipe and prepares to begin 


Technical PERSONNEL CHANGES 





Dahlman, Flaharty Promoted 


Gustave R. Dahiman has been 
appointed director of product serv- 
ice for Fisher Body Division and 
John J. Flaharty has been named 
service parts manager. 

* * * 


Hall Named Chief Chemist 


George C. Hall has been appoint- 
ed chief chemist of Detroit Testing 


Laboratory. 


* * 


Foote, Engelmann Move Up 


In Engineering at Buick 


Harvey B. Foote has been named 
chairman of the Buick engineering 
change board, and George R. En- 
gelmann has been named group 
master mechanic. 

Foote has been group master 
mechanic assigned to the pressed 








Camper for Pickups— 


Increasing popularity of the 


pickup 
truck for outdoor recreational travel has 
led to development of a new folding-type 
“pickup camper” unit by Heilite Trailers, 


Inc., Lodi, Calif. Feature of the camper 
is that once location is reached and camp 
set up, the pickup can be driven out from 
under the unit and used for side trips. 
Design permits installation on all makes 
and models of pickups. The 81 square 
feet of fully-floored tent area, plus full- 
size double bed up top, provides ample 
space for a large family or group of 
sportsmen. On the highway the camper 
rides on top the pickup bed, folded down 
into a compact unit. 


was assigned to the casting plant. 


pointed general director of quality 
standards and service for Fisher 
Body Division. 


























another wipe. This noise comes 
mostly from the wiper blade and 


arm. 
* * 


New Adhesives Due 


Within 18 Months 

ITHIN the next 12 to 18 months 

a great deal will be heard 
about the auto industry’s use of 
new adhesives which have been 
remarkably improved in recent 
years, especially in terms of their 
strength. 

Eventually, some of these super- 
strong adhesives may be used for 
joining major body stampings, but 
initially they'll be used for assem- 
bling doors, hoods and deck lids. 
An interesting possibility is that 
these components may be made of 
thin metal sheets backed by bond- 
ed stiffening members. 

A source of considerable body 
corrosion might be eliminated by 
using some high-strength glue to 
attach exterior trim mouldings. 
Metal fasteners are now used. 

Some optimists are even predict- 
ing that adhesives may one day 
be used for fabricating radiators, 
aluminum engine blocks and 
frames. One frame manufacturer is 
already experimenting with ad- 
hesives as a replacement for weld- 
ing cross members to the frame 
siderails. 

A few of the adhesives have 
holding strengths up to 10,000 
pounds per square inch, It’s said 

that this would be more than ade- 
quate for securing automobile door, 
hood and deck lid hinges. Light- 
weight trailer bodies also might 
be made of panels bonded to- 
gether with adhesives. 
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Write for 
Illustrated Catalog 


EXCLUSIVE U.S. DISTRIBUTOR 
cj 10). F Great Neck, N. Y., Phone: 516 HUnter 7-6600 


SPECIAL FOR 1961 


GENERAL MOTORS 


CARS WITH WELL-TYPE FLOORS 







New Easy-Lift, Easy Clean Mat Protectors 


ACE GLAM-R-TWINS 











metals, axle and final assembly 

group since July. Engelmann, who 

succeeds Foote, had been a gen- 

eral superintendent in the master 

mechanics department at Cleve- 

land’s Chevrolet transmission plant. 
* * * 


Dura Appoints Struble 


Lee Struble has been appointed 
corporate master mechanic of Dura 
Corp. He was formerly manager of 
Dura’s Motor State Products Divi- 
sion. 






FOR 
CADILLAC — CHEVROLET 


OLDSMOBILE — BUICK —— PONTIAC 
Designed especially to glamorously “custom-fit” the 1961 sunken 
floors of these cars; they are also universal fitting for the ‘59 and 
‘60 models. Note the sweeping arc design, carpet textured “live” 
rubber, corner grips for lifting without spilling: and the sparkling 
silver mylar door-step plates. 


At Better Jobbers Everywhere 
ACE RUBBER PRODUCTS, INC., 









* * 


Mack Promotes Moyer 


Arlington S. Moyer has been ap- 
pointed division manufacturing en- 
gineer for Mack in Allentown, Pa. 
He had been assistant plant super- 
intendent on new-product develop- 
ment. 


* 

























100 Beech St., Akron 8, Ohio 


* * * 


Hulsing, Ervin Promoted 


General Motors’ Detroit Diesel 
Engine Division has appointed 
Kenneth L. Hulsing assistant direc- 
tor of engineering. He had been 
staff engineer in charge of product 
design. C. E. Ervin has been ap- 
pointed to Hulsing’s former post. 

* * of 


Williams Promotes Jones 


John F. Jones has been named 
engineering vice-president of Wil- 
liams Research Corp., Walled Lake, 
Mich. He had been chief engineer. 

* * K 


Jacob Named Chief Engineer 


By Auto-Load Machine 


Auto-Load Machine Co., Belle- 
ville, Mich., has appointed Harry J. 
Jacob jr. chief engineer. 

Jacob has been active in design, 
development and building of ma- 
chine tools for 13 years, serving 
the industry in engineering, pro- 
posal design and administration. 

6 * * 


Chrysler Names Anderson 


Frank O. Anderson II has been 
named plant manager of Chrysler 
Corp.’s American foundry plant in 
Indianapolis. 

Formerly, he had been manufac- 
turing manager of Chrysler’s Ko- 
komo (Ind.) casting plant. Ander- 
son joined Chrysler in 1956 as chief 
industrial engineer for the Forge 
and Foundry Division and in 1960 
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Fisher Names Willoughby 
Keith B. Willoughby has been ap- 





New Dealership— 
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A proud Bob Feverhelm shows off the new Milne Bros. Plymouth Center in Pasadena, 
Calif., of which he is general manager. The canopy over the new-car display, shown 
here, is dug out of the macadam at Rose Parade time, put on casters and rolled back 
to make room for a large grandstand for parade viewers. 


Growing Dealerships .. . 





Auto Dealer Expansions 


BEDFORD, Va.— Murray Chev- 
rolet, Inc., has completed a new 
$100,000 building in downtown Bed- 
ford, 

Guy E. Murray is president of 
the firm, which has been in busi- 
ness 41 years. | 


ck 
Million-Dollar Deal 


KANSAS CITY. — Jerry Green 
Union Chevrolet, destroyed by fire 
a year ago, has opened its new 
building at 1615 Independence Ave. 
Jerry H. Green, president, said the 
new facilities cost $1 million. 


* * * 
Hoffman Olds Expands Shop 


And Adds Departments 


EAST HARTFORD, Conn. — Re- 
modelling of its service department 
has been completed by Hoffman 
Motors (Oldsmobile). 

The shop can now handle 70 


S-P Is Set Up 
To Move Quickly, 


Stevens Says 


MEMPHIS.—The ability to ad- 
just quickly to new situations is 
becoming increasingly important 
for business success, Robert L. 
Stevens, assistant to the general 
sales manager, of Studebaker- 
Packard, told the Memphis Sales 
Executives Club. 

“In facing this problem,” Stevens 
continued, “Studebaker has a fav- 
orable advantage. Our planning and 
production facilities are central- 
ized. Our communication lines are 
short. This advantage is one of our 
assets in the challenging and com- 
petitive period ahead.” 

Stevens said that 1961 is witness- 
ing changes in automotive buying 
habits and allegiance to certain 
lines. This is the result of the in- 
troduction of new compacts into 
a market already crowded with too 
many models of standard size auto- 
mobiles, he said. Other proposed 
changes may further complicate 
the situation, he added. 

“At Studebaker,” he observed, 
“we believe the answer to this sit- 
uation is a return to grass-roots 
selling by a hard core of seasoned 
and competent dealers and sales- 
men. Essential in our planning is 
a@ progressive and imaginative lead- 
ership, flexibility in our opera- 
tions, dealer development and as- 
sistance, promotion programs in all 
types of media, and a strong cor- 
porate foundation.” 


DeTamble Leaves $1 Million 


WINSTON-SALEM, N. C.—Fred- 
erick J. DeTamble, operator of 
Twin City Motor Co. (Ford) from 
1917 until he sold out in 1953, left an 
estate valued at $1,370,136, accord- 
ing to his will filed for probate. He 
died March 22 at the age of 74. 








cars. Separate departments have 
been established for body jobs and 


service on automatic transmissions. 
eh. 


Import Deal Builds 


RENO. — G-B Motors (Fiat- 
Renault-Peugeot), 2952 8. Vir- 
ginia, is constructing a new 
building on an eight-acre site at 
9200 8. Virginia. 

* + 


* 
Deal Plans New Building 


MICHIGAN CITY, Ind. — Edge- 
wood Motors, Inc. (Ford), whose 
building was extensively damaged 
by fire, will move into new quar- 
ters by May 1, according to Wil- 
liam Crafton, dealer. The glass-en- 
closed display area will have 9,500 
square feet, while the service area 
will contain about 6,600 square feet. 
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By Martin L. Whitmyer 
" Staff Writer 

General Motors was one of 39 
companies that spent more than $1 
million in business publications in 
1960, according to figures released 
by Associated Business Publica- 
tions for its “Tenth Annual Study 
of Leading Advertisers.” Thirty 
firms topped the million-dollar level 
in 1959. 

Altogether, advertising volume 
in the medium rose from $510,- 
600,000 in 1959 to an estimated 
$546,300,000 last year. 

Although 363 companies put 
$175,000 or more into publications 
business in 1959, compared with 358 
last year, the 1960 group collective- 
ly invested $179,025,900, as against 
$173,439,900 a year earlier. 

On top, as it has been for the 
past 10 years, was General Electric 
with an expenditure of $4,599,700 in 
1960. In 1959, it spent $4,060,000 in 
the medium. 

DuPont, which placed sixth in 
1959 with an expenditure of $2,637,- 
000, moved into second place with 
an investment of $3,449,000 in 1960, 
and American Cyanamid was third 
with $3 million in 1960, compared 
with $2,818,000 the previous year. 

Other automotive companies, in- 
cluding allied fields, in the top 10 
during 1960 were GM with an in- 
vestment of $2,831,600; U. S. Steel 
Corp., $2,776,900; Westinghouse 
Electric, $2,450,000; Allis-Chalmers 
Mfg. Co., $1,993,900, and Minnesota 
Mining & Mfg., $1,800,000. 

Expenditures of car and truck 
makers in addition to GM were 
International Harvester, $1,175,- 
700; Ford Motor Co., $700,000; 
Studebaker-Packard Corp., $500,- 
000; Chrysler Corp., $350,000; 
American Motors Corp., $349,500; 
White Motor Co., $314,900, and 
Mack Trucks, $302,800. 
Expenditures of leading automo- 

tive suppliers included Alcoa, $1,- 
656,000; Union Carbide, $1,604,100; 
Standard Oil (N. J.), $1,600,000; Re- 
public Steel, $1,564,400; Dow Chemi- 
cal, $1,453,600; Bethlehem Steel, 
$1,265,600; Westinghouse Air Brake, 
$1,132,500; Bendix, $1,101,600; B. F. 
Goodrich, $1,100,000; Armco Steel, 
$1,078,000; Inland Steel, $1,031,600; 
U. S. Rubber, $1,025,000; Eaton 
Mfg., $1 million. 

Borg-Warner, $995,800; Goodyear 
Tire & Rubber, $950,000; Johns- 
Manville, $945,600; Kaiser Alumi- 
num, $900,000; Rockwell Mfg., $892,- 
100; Anaconda, $864,000; Link-Belt, 
$840,000; Pittsburgh Plate Glass, 
$800,000; Reynolds Metals, $800,000; 
Owens-Illinois Glass, $800,000. 

Monsanto Chemical, $780,000; 
Texaco, $764,300; American Chain 
& Cable, $696,100; Sinclair Refining, 
$695,700; Olin Mathieson Chemical, 
$684,800; Celanese Corp., $655,100; 
National Steel, $654,000; Sperry 
Rand, $633,800; Nationa] Lead, 
$622,600; H. K. Porter, $603,500; 
Timken Roller Bearing, $597,400; 
Federal - Mogul - Bower Bearings, 
$596,800; Clark Equipment, $576,900. 

Jones & Laughlin Steel, $546,000; 
American .Radiator, $522,600; Air 
Reduction, $454,000; American Ma- 
chine & Foundry, $452,600; Stand- 
ard Pressed Steel, $431,200; Raybes- 
tos Manhattan, $418,800; Youngs- 
town Sheet & Tube, $416,200; A. O. 
Smith, $414,500; Tung-Sol Electric, 
$414,500; Firestone Tire & Rubber, 
$408,200; American Brake Shoe, 
$405,300; Gulf Oil, $400,000; Stand- 
ard Oil (Ind.), $391,800. 

Standard Oil (Calif.), $365,000; 
Electric Storage Battery, $358,- 
500; Cities Service, $356,500; 
American Steel Foundries, $355,- 
000; Wyandotte Chemical, $316,- 
200; Globe-Union, $315,000; Black 
& Decker, $312,400; Thompson- 
Ramo-Wooldridge, $302,800; Alle- 
gheny Ludlum Steel, $300,000, 

S K F Industries, $300,000; DeVil- 
biss, $296,100; Midland-Ross, $290,- 
700; Wheeling Steel, $289,500; Cum- 
mins Engine, $288,000; Rheem Mfg., 
$280,000; Chain Belt, $275,000; Mas- 
sey-Harris-Ferguson, $274,400; Pur- 
olator Products, $270,000; Shell Oil, 
$255,000; Acme Steel, $250,000; 
Gates Rubber, $244,700; Champion 
Spark Plug, $240,000; Libbey- 
Owens-Ford, $233,400; Sealed 
Power, $230,000. 

Fruehauf Trailer, $216,500; 
Sharon Steel, $215,000; Perfect Cir- 
cle, $200,000; Phillips Petroleum, 
$200,000; Pittsburgh Steel, $200,000; 









































Business Publication Spending .. . 


Auto Advertising 


as network and national spot tele- 


TvB said. 
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network and $5,173,600 in spot tele- 
vision in 1960, 

Ford Motor and its dealers’ gross 
time billings in 1960 totalled $15,- 
472,700, compared with $16,023,688 a 
year earlier. Its network expendi- 
tures totalled $10,328,980 and its 
spot television $5,143,720 in 1960, 

Chrysler Corp. billings totalled 
$10,245,578 in 1960, with $8,529,308 

going into network promotions 
and $1,716,270 used for spot tele- 
vision. In 1959, the corporation 
had billings totalling $11,139,233. 

AMC billings in 1960 totalled 
$3,103,427, with $426,297 going for 
network and $2,677,130 for spot tele- 
vision, In 1959, billings for both to- 
talled $1,826,430. 

S-P billings were $1,943,769 in 
1960, with $1,064,249 used for net- 
work and $879,520 for spot televis- 
ion. In 1959, S-P billings totalled 
$653,574, 

Kaiser Industries billed $1,794,679 
in 1960, with $1,771,249 going for 
network and $23,430 for spot, and 
Renault billed $2,352,827, with 
$1,939,857 for network and $412,970 
for spot television. 

Gross time billings of the top 10 
brands on television were: 

Ford, $4,423,389 (network) and 
$4,641,140 (spot) for a total of 
$9,064,529; Chevrolet, $5,281,243 
(network) and $2,523,120 (spot) for 
$7,804,363; Oldsmobile, $3,100,- 





Carborundum Co., $191,100; Gould 
National Batteries, $186,200; Sun 
Chemical, $175,000. 

* * 


* 
Auto Use of TV Grows 


A total of 59 different car brands 
was advertised on television in 1960 


vision gross time billings totalled 
$58,233,995, an increase of 19 per- 
cent over the $48,966,026 spent in 
1959, when 52 different car brands 
were promoted, the Television Bu- 
reau of Advertising announced last 
week, 

Network gross time billings, ac- 
cording to TvB/LNA-BAR, were 
$41,421,485, against $37,492,882 in 
1959. Spot television expenditures 
were $16,812,510 in 1960 as against 
$12,143,000 a year earlier. 

On a net time and talent basis, 
television automotive advertising 
expenditures exceeded $75 million, 


GM and its dealers led all others 
in 1960, with gross time billings of 
$21,610,292, compared with $17,252,- 
667 in 1959. GM spent $16,436,692 in 


1961 


881 (network) and $936,990 (spot) 
for $4,037,871; Corvair, $3,829,108 
(network) and $3,120 (spot) for 
$3,832,228; Rambler, $426,297 (net- 
work) and $2,677,130 (spot) for 
$3,103,427; Plymouth, $2,444,984 
(network) and $523,630 (spot) for 
$2,968,614; Dart, $2,361,857 (net- 
work) and $14,990 (spot) for $2,376,- 
847; Pontiac, $1,261,415 (network) 
and $1,110,700 (spot) for $2,372,115; 
Dauphine, $1,850,575 (network) and 
$412,970 (spot) for $2,263,545, and 
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in the hard-sell line, promoting the 
performance and durability of the 
Renault line, Arent said. Service 
also will be stressed. 
* * * 

Special Issue in South Bend 

New-car dealers of South Bend 
and Mishawaka issued a 14-page 
newspaper section in the local Sun- 
day paper devoted exclusively to 
“Automobiles 1961.” News and ads 
about automobiles were presented. 


Falcon, $2,109,513 (network) and 
$4,470 (spot) for $2,113,983, 

Of the top 10 brands, five are 
compact cars. A year ago, Dauphine 
and Rambler were the only com- 
pacts on the top 10 list, TvB said. 

ecRcore ‘ 


* * * 


Adman Litle Dies 

Thomas J. Litle III, former De- 
troit office manager of Time mag- 
azine, was found dead in his car 
parked at the University Club in 
Detroit, 

Litle joined Time as a salesman 
in 1954 and was appointed Detroit 
office manager in 1958. He held the 
post until resigning a month ago. 

* * aa 


4As Elect Henry 


John F. Henry, vice-president 
and account supervisor in the De- 
troit office of Geyer, Morey, Mad- 
den & Ballard, Inc., has been elect- 
ed vice-chairman of the East 
Central Region, Michigan Council 
of the American Assn. of Advertis- 
ing Agencies, He was formerly 
chairman of the Michigan Council. 


Renault Goes Masculine 


Renault advertising is going to 
have a new look with the introduc- 
tion of the Gordini series. Gone will 
be the balloons and the color. 

The new look will feature loose 
line drawings and will be entirely 
in black and white. 

John Arent, advertising manager, 
said the switch is designed to give 
Renault a “more masculine image.” 
Renault officials believe the old 
campaign, which had a light frothy 
touch, did a good job, but acquired 
a feminine connotation. 

The new compaign will be more 
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NISSAN MOTOR CORPORATION IN U.S.A. 


DIRECT FACTORY DIVISIONS: 
Eastern: 221 Frelinghuysen, Ave., Newark 8, N. J. 
Western: 137 E. Alondra Blvd., Gardena, Calif. 


ALSO INDEPENDENT DISTRIBUTORS IN TEXAS & HAWAII 





Here Why- 


A PROTECTED DATSUN DEALERSHIP 
MEANS MORE PROFITS FOR YOU! 


DATSUN IS DESIGNED FOR AMERICAN USE. 


From its Standard American Gear Shift to the threads on its 
screws the DATSUN is designed for the American 


market. No special tools... no waiting for replacement parts. 
DATSUN IS ROOMIER WITH MORE RIDING 
COMFORT. its unique welded box steel frame and solid 


heavier construction gives a smoother ride, operating ccn- 






venience and structural safety not found in most Compacts. 


DATSUN GIVES COMPACT ECONOMY UP TO 38 


M.P.G. without sacrificing pick-up and power. 


DATSUN HAS DIRECT FACTORY PARTS DEPOTS 


located on both East and West coasts. 


DATSUN IS MANUFACTURED BY THE LARGEST 
AND OLDEST CAR & TRUCK MANUFACTURER IN 


JAPAN — Nissan Motor Company, Ltd. It’s here in the 
United States to stay... backed by a world-wide warranty 


of satisfaction. 


GOOD DEALERSHIP LOCATIONS ARE AVAILABLE NOW! 


WIRE OR MAIL COUPON 
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Tempered or Laminated? 
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Glass Safety Conflict 
Grows More Heated 


(Continued from Page 18) 


be better than the skull concussion 
that laminated glass could cause in 
the same situation. 

Charge 6: Flying glass is a haz- 
ard when tempered glass breaks. 

Response: Laminated glass also 
flies. 

* * * 


HARGE 7: Tempered glass 


glass will permit the use of simp- 
ler hardware and less framing 
around the window glass in some 
models, although there is nothing 
definite on this aspect. 

From the glass installers’ stand- 
point, the big economic facts are 
that their replacement business 
from window breakage will decline 


causes a noise hazard when it| #5 Much as 90 percent because the 


“explodes.” 

Response: Ford has taken sound 
tests of the two types of glass while 
they’re breaking and there is no 
discernible difference in the sound. 
Furthermore, even if this were 
true, would it matter? 

Charge 8: Tempered glass be- 
comes opaque and causes loss of 
visibility when broken. 

Response: True, but this isn’t 

too important on side windows. 

Charge 9: Abrasion and weather- 
ing causes tempered glass to lose 
its strength. 

Response: True, but so does lam- 
inated. Furthermore, this hasn’t 
been a problem with tempered back 
windows. Even if tempered glass 
does break, it will still break in 
small, granular pieces, 

* * * 


No Insulation? 


HHARGE 10: Weather protection 
is lost when the tempered glass 
falls out. 

Response: It’s generally more 
legal and wiser to replace any kind 
of broken glass. 

Charge 11: It’s very difficult to 
Push out tempered windows for 
emergency escape. 

Response: The windshield is 
the largest and best exit on the 
rare occasion that a person must 
go through a car’s window, and 
this continues to be laminated. 
As stated above, the economic 

stakes in this dispute are enor- 
mous. Informed sources say that 
the savings to the car makers in 
going from laminated to tempered 
glass windows range from $3 to $5 
a car, with $4 being a good average 
figure. This amounts to $20 million 
in a five-million car year. 
ob + ok 

N ADDITION, there are other 

monetary advantages that ac- 
company tempered glass. Because 
it is a much tougher glass, there 
is much less breakage for the auto 
makers and transporters, as well as 
during the 12-month warranty pe- 
riod. 

The in-plant breakage of glass, 
which is one commodity never 
guaranteed by the manufacturer, is 
a major factor. It has amounted to 
as much as 3 percent in some 
plants, although 1.5 percent break- 
age is more normal with laminated 
glass. Tempered glass breakage has 
been reportedly reduced to 1/10 of 
one percent in many plants, 

Other savings are expected in 
the future because tempered 





Builtin Safety— 


Safe and sound is Babs Claire, Living- 
ston, N. J., as she demonstrates unusual 
cross-the-shoulder safety belt in Swedish- 
built Volvo sports sedan. Volvo has in- 
cluded the safety belts as standard equip- 
ment on its new P-1800 sports coupe. Fit- 
tings for the belts are standard on its 
sedans, but belts are optional. 


tempered glass will be more dur- 
able. Of course, this will benefit the 
car owner. 

* * * 


Hardship for Dealers 


URTHERMORE, it will be much 

more difficult to replace temper- 
ed side windows when they are 
broken. Tempered glass windows 
cannot be cut from a large square 
of glass with a pattern, as lami- 
nated windows can be, The tem- 
pered windows can only be cut to 
size at a glass plant. 

Net result is that the glass deal- 
ers will do much less side-window 
business though carrying substan- 
tially larger inventories, 


Laminated glass now can be 


Insurance Firm Elects Marsh 
DENVER.—J. J. Marsh, presi- 
dent of Marsh-Wimbush, Inc. 
(Ford), has been elected chairman 
of the board of directors for Falcon 
National Life Insurance Co. 


cut to replace a broken tempered 
window, although the glass deal- 
ers say that soon this business 
will also dry up because the fac- 
tories will be cutting holes in 
windows for attaching hardware 
and doing other things that will 
make this unfeasible. 


A glass company official said the 
change to tempered windows prob- 
ably would result in much of the 
window replacement being handled 
by auto dealers because it’s more 
logical for them to stock the side 
glass for their one or two makes, 
than it is for a glass dealer to 
stock side windows for all makes. 

* * + 

SE pcan this possible loss of 20 

to 25 percent of its business, 
the replacement glass industry will 
not. be destroyed. It has had a 
phenomenal growth in sales as a 
result of the increased amount of 
glass used, its increased curvature 
and the growing car population. 

A Pittsburgh Plate Glass offi- 
cial recently reported that re- 
placement glass sales amounted 
to $262 million in 1958, or $4.21 
for every U. S. car on the road. 
He also predicted that sales 
would amount to $445 million or 
$5.50 per car by 1965, 

Sadly looking back at the entire 
squabble, another glass company 
executive said: 

“With one group of our custom- 
ers knocking one of our products, 
and another group of customers 
criticizing our other product, every- 
one will soon be unhappy with our 
entire product line and begin de- 
manding some completely new kind 
of glass.” 

“It’s all economics,” another glass 
man said, “ but I don’t think the 
public is being badly hurt by the 
switch from laminated to tempered 
glass.” 





Simca Shows Its Strength— 


By turning this 1961 Simca over on its left side and attaching identification tags to 
underbody parts, Grentner Simca, Inc., Miami, attracted interested spectators to its 


showroom exhibit. Tagmessages included: 





Wear resistant, sound-proof fenders; air- 


plane-type hydraulic shocks; rustproof UniGard body; steel cable-type emergency 
brakes; shockproof transmission mount; nylon-encased wheel bearings; 132 square inch 
brake linings; ball-joint front wheel suspension; suspended-type engine mount; tor- 
sion antiroll bar, and double-mounted steering linkage. 


Use of Aluminum in Vehicles 
Cited at Parts Convention 


By Martin Trepp 

Staff Correspondent 
TACOMA. — The growing use of 
aluminum in the manufacture of 
motor vehicles was emphasized at 
the 14th annual convention of the 


Ryder Explains Dip in Profits 


HE “growing pains” which 

Ryder System, Inc., has been 
experiencing the last few years 
have hit where it hurts most—in 
the pocketbook. 

James A. Ryder, 
president and 
chairman of the 
Miami - based 
trucking and 
leasing firm, re- 
ported the com- 
pany made less 
than a fifth as 
much profit in 
1960 as it did in 
the previous year. 

Although gross 
revenues climbed to a record $98,- 
077,886, he said, net income was 
down from $2,726,694 in 1959 to 
$488,571. The gross amounted to 
$83,620,391 in 1959, he said. 

Ryder explained that earnings 
were “severely affected by unusual 
expenses in the truck-leasing divi- 
sion and by increased operating 
costs in the common carrier divi- 





dames A. Ryder 


But he said expenses now have 
been reduced substantially, and 
“we expect that this will be reflect- 
ed in improved earning for the year 
as a whole.” 

Discussing the sharp profits re- 
versal, Ryder said “we just grew 
a bit too fast and perhaps did not 
pay enough attention to the 
financial end. 

“We absorbed some 30 com- 
panies in the last eight years, some 
good deals and some pretty bad 


1] ones. 


“We thought we were going 
along good,” he continued, “but un- 
fortunately our accounting methods 
were not centralized; they were 
spread out over the entire system, 
so we didn’t know good deals from 
bad until it was too late to act.” 

In “trimming the fat” in the 
operations, Ryder said, salaries of 
executives in the $20,000 bracket 
have been cut 10 percent, 
executive credit cards have been 
cancelled, dividends have been re- 
duced and the company plane has 


been sold. 
‘I HAVE halved my own salary 
of $60,000,” said the 47-year-old 
Ryder, who started in business with 
a used Ford truck and expanded 
into an operation with outlets in 
170 cities in the United States and 
Canada. 
Under the companywide 
streamlining, E. R. Brownsfield 
has been transferred from the 





* * * 
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Jacksonville office to Miami and 
promoted to vice-president. A. H. 
Bernstein has been named treas- 
urer. 

“We have cut expenses almost 
$1.5 million,” Ryder said. “We have 
sold some of our rental locations 
and some of our equipment, and 
if necessary, we'll dispose of some 
others.” 

Because of greater risks, he ad- 
ded, equipment deals will be limit- 
ed to $10,000 each. If the figure 
tops that a finance company will 
be called in and “we'll be satisfied 
with commissions,” Ryder said. 

At the end of 1960 the firm owned 
22,000 vehicles, he said. 

on * * 


Leasing Seen ‘New Frontier’ 


E trend to fleet leasing shows 

no signs of “running out of 
steam,” said George A. Culp, vice- 
president, Service Leasing Corp., in 
recommending the business as a 
profitable “new frontier’ to quali- 
fied car and truck dealers. 

“If anything, the leasing busi- 
ness should gain momentum,” he 
added, pointing out that the num- 
ber of vehicles on lease has 
grown from about 50,000 a dozen 
years ago to more than 500,000 at 
present. : 

“Naturally the dealer specializing 
in fleets will sell whenever he gets 
a chance to,” Culp continued, “but 
he should also be aware of the 
extra business to be obtained from 
fleet-users who prefer to lease their 
transportation equipment.” 

Leasing also offers opportunities 





Solder Paddles— 


Workmen at the Lincoln plant in Wixom, 
Mich., use laminate “solder paddles’ to 
smooth molten solder as it is applied to 
body seams. The paddles are made of 
Westinghouse Micarta with a glass-silicone 
base. The insert shows a closeup of the 
operation. 


president. 





for extra business to the dealer 
who has not yet tackled the fleet 


market, he said. 
* * * 


AALA Committees Named 


OMMITTEE appointments for 

1961 have been announced by 
the American Automotive Leasing 
Assn. They are: 

Surveys and Analytical Studies: 
Kenneth C. Glaser, chairman; M. 
D. Campbell and Harold Draper. 

MEMBERSHIP ROSTER AND QUESTION- 
NAIRE: John B. White, chairman. 

INstiruTionaL Associates: Zollie S. 
Frank, chairman; White, Paul Min- 
nich, Allan Garfield, John Rollins 
and Glaser. 

GOVERNMENT Liaison: Arno Neu- 
ber, chairman; Rollins, White and 
Jess S. Raban. 

State Recuiations: Stanley B. 
Krisher, chairman; M. Glesby, Har- 
old Grossman, Norman Mahan, 
Karl A. Williams and Garfield. 

OPERATING Costs: Frank, chair- 
man; Mike Silver, J. Somers, Glaser 
and J. Jeurst. 

CoNVvENTION: Henry Tippie, chair- 
man, Rollins, Glesby, Edmond Bar- 
rett. 

MemeersuHipP: Hubert Ryan, chair- 
man; Neuber, co-chairman; Louis 
Maher, Garfield; W. F. Paetzhold, 
James D. Dodds, Gene Purdy, Min- 
nich, Charles M. Greene. 

Pusuic ReLaTIONsS: Nathaniel 
Sommerfield, chairman; Raban and 
Minnich, 


* ok * 

Avis to Step Up Buying 

VIS INTERNATIONAL RENT- 

A-CAR SYSTEM reported that 
the European operation, which now 
has a fleet of more than 10,000 cars, 
will increase purchases of new cars 
by 10 percent during 1961. 

G. Edward Brooking jr., assist- 
ant to the president, said Avis 
now has 400 rental stations over- 
seas, compared with 100 four 
years ago. Business in Europe 
was up 22 percent in 1960, he 
added. 

Purchase of Uptown Motor Co., 
Avis licensee in Denver, was an- 
nounced by F. C. Dumaine jr., Avis 


* * * 





Dumas Acquires Firms 


MERICAN MATERIAL & 
EQUIPMENT CoO., INC., Jack- 
son, Miss., has purchased rental 
companies in Miami and New Or- 
leans, according to R. E, Dumas, 
president. 
Couture Rent-A-Car System in 
Miami was acquired from Hertz 
Corp., Dumas said. 


Northwest Automobile Dealers 
Parts & Service Managers Assn. 
The current era was termed 
“the great period for aluminum 
in the automotive industry” by 
Paul F. Ewing, manager of pub- 
lic affairs at Spokane for Kaiser 
Aluminum & Chemical Corp. 


The convention was attended by 
some 100 parts and service man- 
agers and guests from affiliated 
clubs of Tacoma, Seattle, Everett, 
Yakima, Portland and Vancouver, 
B. C. 

Ed Grubbe, S. L. Savidge, Inc., 
Seattle, wags elected president of 
the association, succeeding Lyle 
Russell, Mallon Motor Co., Tacoma. 
Seattle was selected for the next 
convention in May, 1962, 


The convention also heard an ad- 
dress on the use of plastics in auto 
manufacture, The speaker was Lee 
Hilertson, E. I. duPont de Nemours 
& Co, 

He said there are 350 applica- 
tions for the five major types of 
plastics—the new “delrin,” the poly- 
ethelene resins, the nylon resins, 
the fleurocarbon resins (teflon) and 
the acrylic resins (lucite). 

How an auto dealership might 
create a favorable “corporate 
image” in the public’s mind was 
discussed by Seymour Kroll, mar- 
keting research manager of Wey- 
erhaeuser Co., Tacoma, 

This image, Kroll explained, is 
created through advertising, public 
relations and direct customer con- 
tact. It is affected by quality of 
work, prices charged, treatment of 
customers by personnel, services 
offered, keeping of promises, ap- 
pearance of the shop and personnel, 
the way in which the telephone is 
answered, attitude of the car sales- 
men and credit policies. 

Discussing “Telephone Courtesy,” 
Frieda Apple, Pacific Telephone 
Northwest, said the telephone caller 
gains his impression of a person 
or firm from the manner in which 
his call is handled. 


Robert P. Mallon, head of Mallon 
Motor Co. and president of the Ta- 
coma Automobile Dealers Assn., 
spoke on “The Mechanics of Cre- 
ative Thinking.” 

He said more creative thinking 
is needed in auto retailing, and he 
illustrated by means of a chart 
presentation of the basic principles 
and steps that lead to creative 
thinking. 

Mallon defined creation as “ob- 
servation with application”; and 
he declared that observation is 
the key that unlocks the door to 
creation. 

Numerous examples of observa- 
tion that led to the creation of im- 
portant inventions and ideas were 
cited by the speaker. To become 
creative, he told his listeners, they 
must have confidence and enthusi- 
asm and must cultivate an attitude 
of versatility and interest in all 
subjects. 


gra 





Capsule Reports .. . 


Auto News in Brief 


Officers Elected 
In Fayetteville 

FAYETTEVILLE, N, C. — The 
Fayetteville New Car and Truck 
Dealers Assn. has elected Wilson 
F. Yarborough jr., Yarborough Mo- 
tor Co, (Dodge), president for 1961- 
62. 

The association also elected 
George Stewart, Stewart Oldsmo- 
bile, Inc., secretary-treasurer, 

ok « * 


Olin Absorbs Almetco 


Into Its Metals Divisions 


NEW YORK. — Olin Mathieson 
Chemical Corp. announced that Al- 
metco, Inc., has ceased to function 
as a separate company. Its alu- 
minum extrusion facilities will con- 
tinue to be operated by Olin at the 
Nesquehoning (Pa.) plant of Olin’s 
Metals Division, but the Almetco 
name will be dropped. 

Almetco’s aluminum extrusion 
products are used in the architec- 
tural, transportation, highway sup- 
ply and other fields. The company 
was formed in 1958 as a jointly 
owned subsidiary of Olin and Tex- 
tron, Inc, In December, 1958, Olin 
acquired full ownership. 

* ok * 


Consumption of Rubber 


Declines During Month 


NEW YORK, — Consumption of 
new rubber in the United States for 
February amounted to 108,927 long 
tons, compared with 121,307 long 
tons in January, according to the 
monthly report of the Rubber 
Manufacturers Assn. 

Consumption of all types of syn- 
thetic rubber during February 
amounted to 77,047 long tons, com- 
pared with January’s consumption 
of 86,158 long tons, Synthetic rub- 
ber accounted for 70.73 percent of 
total new-rubber consumption, 
compared with the January ratio 
of 71.02 percent. 

. & <* 


Tape Firm Changes Name 


PORT HURON, Mich.—American 
Pres-Stix Tape Co. is the new 
name for the former American 
Tape Co. is was announced by 
Chris Kurzweil, president. The 
change is said to be part of an ex- 
pansion program in which regional 
offices are being established 
throughout the country. 

* + * 


Industrial Arts Program 


Wins Support of Ford 


DEARBORN. — Ford Motor Co. 
has announced a three-year pro- 
gram of support and an $81,500 ini- 
tial grant for the Industrial Arts 
Awards competition sponsored by 
the American Industrial Arts Assn. 

Ivan Hostetler, president of the 
AIAA, said his organization will 
begin its IAA program in 1961 with 
the Ford grant. Ford previously 
had sponsored its own IAA pro- 
gram. 

* * ae 


Railroad Reduces ‘Bugs’ 


In Multilevel Car Carriers 


DENVER. — The Burlington 
Railroad recently hauled 80 Stu- 
debakers from Chicago to Denver 
in a test run designed to iron out 
“a few remaining bugs” in the 
movement of cars by multilevel 
auto carriers, 

Burlington officials said that on 
the run it was determined that 
the multilevel units should be 
positioned at least 15 car lengths 
to the rear of the diesel engines 
to prevent soiling the new ve- 
hicles, Seven multilevel carriers 
were used on this trip to haul the 
Studebakers. 

phe ae 
Pittsburgh Plate Accused 
Of Discriminatory Practices 

WASHINGTON, — The Federal 
Trade Commision has charged 
Pittsburgh Plate Glass Co. with 
furnishing discriminatory services 
and facilities to some customers. 
The firm was given 30 days to file 
@n answer. 

The FTC said the company des- 
ignates certain customers “A.I.D. 
dealers” (“autoglass installation 
dealer”) and gives them certain 
benefits not accorded to other com- 
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peting purchasers on proportionally 
equal terms, in violation of Section 
2(e) of the Robinson-Patman 
Amendment to the Clayton Act. 

+ J + 


Ford Sells Government 


$4.2 Million in Vehicles 


DEARBORN.—Ford Division an- 
nounced it has been awarded two 
government vehicle contracts that 
total $4,243,821, 

The Ordnance Tank Automotive 
Command contracts are for 1,137 
Fairlane sedans, 542 conventional 
cargo trucks and 257 four-wheel- 
drive cargo trucks. 
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Maine Tops U. S. Average 


In Car-Ownership Gains 


AUGUSTA, Me.—Car ownership 
gains in Maine exceed the national 
and New England average, accord- 
ing to a survey conducted by the 
Standard Rate & Data Service. 

Since 1954 the number of car 


$7.00 per square 
foot complete* 






$8.00 per square 
foot complete* 


$8.00 per square 
foot complete* 


registrations in Maine has increas- 
ed from 236,000 to 290,520. This rep- 
resents a 23.1-percent gain, com- 
pared with the national average 
of 20.1 percent and the New Eng- 
land increase of 19.7 percent. 

a aa cd 


Record Replacement Sales 


Reported by AC Spark Plug 


FLINT. — Record replacement 
sales for March and the first six 
months of the 1961 model year 
have been announced by AC Spark 
Plug. 

“March replacement sales were 
almost double those of the same 
month a year ago and considerably 
above the previous high March in 
1959,” reported Joseph A.. Anderson, 
general manager. “In addition sales 
during the first six months of the 
1961 model year, which started 
Oct. 1, 1960, were 12 percent above 
the previous high established in the 
corresponding period a year ago.” 

Se 


Kleer-Flo Becomes Division 


Of Practical Mfg. in Merger 


NEW YORK.—Practical Mfg. 
Co., Hopkins, Minn., producer of 
parts-cleaning equipment, solvents 
and compounds, has merged with 
Kleer-Flo Co., New York. The new 





Traffic experts say most acci- 
dents are caused by drivers’ bad 
humor and thoughtlessness. 





organization will be known as 
Kleer-Flo Co., Division of Practical 
Mfg. Co. 

Louis Rosenberg, who headed 
Kleer-Flo Co., is president and gen- 
eral manager of the new firm. The 
factory will remain in Hopkins, 





* Approximate figures, depending on site conditions and local costs. 
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and will handle all sales west of 

the Mississippi. The New York of- 

fice, 250 W. 57th St., will continue 

sales efforts east of the Mississippi. 
* * * 


Seven Giant Fire Trucks 


Being Built by Walter 

WASHINGTON. — Three aircraft 
rescue and fire-fighting trucks, be- 
lieved to be the largest ever put 
into civil use, and four “tanker” 
vehicles are being purchased by 
the Federal Aviation Agency for 
fire protection at Dulles Interna- 
tional Airport and Washington Na- 
tional Airport. 

The 29-ton vehicles, powered by 
twin 250-horsepower engines, will 
be built by Walter Motor Truck 
Co. under a $558,700 Contract. 
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Detroit Office Opened 


By Universal Underwriters 


DETROIT.—Universal Under- 
writers, Kansas City, has opened 
a regional office here at 6525 Lin- 
coln, headquarters building of the 
Detroit Auto Dealers Assn. 

John J. Sieffert has been named 
regional sales manager, and Her- 
bert I. Condra will be in charge of 
claims, The Detroit office will serve 
the insurance needs of franchised 
dealers in Michigan. 







LOW-COST SPACE FOR DEALERS ON THE MOVE 


Expanding facilities? Or moving to the suburbs with your market? You can plan a quality building in Stran-Steel 
for as little as $7 per square foot including slab, wiring, heating—everything! And Stran-Steel structures give 
you beauty and spaciousness that invite the buyers in. Perfect with glass and natural woods, they are high- 
lighted by colorful, peelproof Stran-Satin color coatings that resist weathering. In the service area, you have 


plenty of unobstructed room. and can plan your bays in 20’ or 24’ widths. And 
these pre-engineered buildings are easy to build, easy to budget, too, thanks 
to your dealer’s Stran-Steel ‘‘package deal’’: You get custom-planning for your 
site, erection in half the usual time, plus low-cost, long-term financing with 4 
down! Call your Stran-Steel dealer today—he’s listed in the Yellow Pages under 
Steel Buildings or Buildings, Steel. Or mail the handy coupon below. 


SLRAN- 
1 GL, 


Buildings for Modern Business 








STRAN-STEEL 


CLIP COUPON AND MAIL TO STRAN-STEEL CORPORATION, DEPT. AN-12, DETROIT 29, MICHIGAN 


ae 








Please send complete literature on Name __ eS amie Sa oe ra oe ee ee 
Stran-Stee! Buildings in Stran- 

Satin Color. I'm interested in a Company —Phone__ 
building approximately ___ Aieee 2 2 Riis 
ae ft. to be used 

for. City Zone State 








IS A DIVISION OF NATIONAL STEEL CORPORATION 
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PARTS CLEANING MACHINE —The 20- 
galion Mini Dip unit, a 45-pound capacity 
parts cleaning machine, has been intro- 
duced by Magnus Chemical Co., Garwood, 
N. J. The unit consists of a 20-gallon open- 
head drum—packed with 15 gallons of 
decarbonizing, desludging, devarnishing 
compound —a basket that fits inside the 
drum and the compressed air-operated, 
automatically agitated Mini Dip unit that 
fits over the top of the drum. 

Or 2 ® 





REGULATORS — A universal regulator 
has been marketed by the Electric Auto- 
lite Co., Toledo 1, O. The regulators, 11 
direct current and one alternator regu- 
lator, cover most replacement for the 
years 1950 through 1960 for most cars 
and light trucks. The regulators are fac- 
tory built, not rebuilt. They can be in- 
stalled without change in wiring, it is said. 
In the family of 12 regulators are five for 
six-volt systems, six for 12-volt systems 
and one for use with alternators. 

a, 


been announced by Con-De Seal 
Aid, P. O. Box 366, Sturgis, Mich. 
Tool allows mechanic to insert a 
shim behind seal to increase pres- 
sure and stop leak, it is said. Saves 
time and cost. No chance of spoil- 
ing seal or need of new seal, Only 
one insert needed for engines with 
30,000 miles or less, it is claimed. 





* * * 





TACHOMETER — A compact tachometer, 
Model 1402, has been introduced by Auto- 
Test, Inc., 600 S. Michigan Ave., Chicago 
5, ill., as part of its “Starflash” line of 
automotive test equipment. The  metal- 
housed unit is said to test engine revolu- 
tions per minute for all service work, in- 
cluding carburetor and automatic transmis- 
sion adjustment. The tachometer can be 
used on all four, six and eight-cylinder 
engines. The tester automatically adjusts 
to six or 12-volt car systems. Two scale 
ranges, 0-1000 and 0-5000 r.p.m., for 
four, six and eight-cylinder cars, gives the 
user more accurate speed indications for 
idling and high-speed operations, it is 
said. 








GRILLE—This earth mover protective 
radiator grille is fabricated of %-inch 
diameter steel wire. The heavy-duty, 


welded assembly measures 4 feet 6 inches 
by 2 feet 6 inches. Two are used for 
each unit. Custom designed and manu- 
factured by E. H. Titchener & Co., Bing- 
hamton, N. Y. 








TAPE RECORDER—A tape recorder, the 
Wollensak T-1700, designed for use in 
autos without a separate converter has 
been announced by Wollensak Optical Co., 
Division of Revere Camera Co., 320 E. 
21st St., Chicago 16, Ill. Its builtin power 
converter is said to enable it to be oper- 
ated from either AC 110-volt house cur- 
rent or the DC 12-volt battery current. It 
draws approximately six amps. The re- 
corder's 10-watt amplifier can be used as 
a public address system. 

oe 36 


Tool, Shim Designed to Stop 
Rear Main Bearing Leaks 
A tool and shim that enables 


stopping rear main bearing leaks 
without removing oil seals, has 





GRINDING WHEEL—A grinding wheel 
for use on 18-inch, vertical spindle sur- 
face grinders has been introduced by 
American Emery Wheel Works, 1 Richmond 
Square, Providence, R. |. Called the Hexi- 
linder Wheel, it features a hexagonal- 
shaped hole which acts as an “agitator,” 
keeping the direct flow of water down 
inside the wheel in constant circulation, it 
is said. Cooler cutting is thereby possible, 
resulting in marked efficiency increases in 
shearing cuts, providing heavy stock re- 
moval at low ampere readings, it is claim- 
ed. Hexilinders adapt to conventional 
mounting rings or to any cylinder wheel 
holder. 





SPRAY EQUIPMENT — The Hydra-Spray 
line of airless spray equipment has been 
announced by Gray Co., Inc., 1062 Sibley 
St. N.E., Minneapolis 13, Minn. The 1961 
line includes eleven models, both portable 
and stationary. Sizes range from one five- 


gallon model to four 10-gallon models, 
four 55-gallon models and two Hydra- 
Stands, Graco's airless spraying units for 
circulating systems. The Graco line of 
spray accessories features automatic spray 
gun for fixed mounting and automated 
operation, and the Hydra-Spray hand gun 
for better balance and maneuverability, 
it is said. Both guns have pop-action valve 
for immediate spray patterns. Other acces- 
sories include a variety of tips to handle 
almost any viscosity material, it is said. 








SOLDERING TIP SPONGE — Hexacon 
Electric Co., 517 W. Clay Ave., Roselle 
Park, N. J., has announced a soldering 
tip cleaning sponge which is said to save 
time and extend soldering iron tip life. 
The unit is said to eliminate tip wear 
caused by use of abrasives, eliminates 
contamination caused by use of wiping 
rags and cleans while tip is hot, without 


removing protective solder. 
a. 





IGNITION TESTER—Auto-Test, Inc., 600 
S. Michigan Ave., Chicago 3, Ill., has an- 
nounced the ‘‘Starflash’’ Ignition Tester 
that checks ignition secondary circuits for 
shorts, opens, misses and polarity; on the 
car or at the bench. The unit tests all bat- 
tery and magneto ignition coils and con- 
densers—automotive, marine and_ indus- 
trial engine types, it is said. The tester, 
Model IG 502, features ‘‘burnout-proof” 
construction; selector switch for six and 
12 volt systems; flashing miss and polarity 
indicator; calibrated spark gap dial, and 


built-in coil heat circuit fuse. 
ee 





TRAILER BRAKE CONTROL — An auto- 
matic electric controller for trailer brakes 
has been announced by Kelsey-Hayes Co., 
3600 Military, Detroit 32, Mich. The unit 
provides smoothly modulated control of 
electric trailer brakes, it is said. Engineers 
said that when the unit is connecied into 
the hydraulic system of the towing vehicle 
it operates automatically to synchronize 
the braking of both car and trailer, when- 
ever the tow car brakes are applied. It is 
the only controller on the market that 
is engineered for use with six or 12-volt 
tow cars and six or 12-volt brakes, it is 





claimed. 





FM CONVERTERS 
Young Spring and Wire Corp., Burbank, 
Calif., has announced 30 to 50 megacycle 


Gonset Division, 


mobile FM converters for monitoring of 
industrial, commercial and municipal com- 
munications in the very-high-frequency re- 
gion. The two models are said to utilize 
tubes designed to operate directly from 
an automobile’s 12-volt electrical system. 
No separate power supply is required, it 
is said. 
* * * 


Transmission Additive 


Wynn’s Transmission Stop-Leak 
Fluid, designed to stop automatic 
transmission leaks caused by 


NEW PRODUCTS _ | 


shrinking, hardening and drying of 
seals, has been introduced by Wynn 
Oil Co., Azusa, Calif. 


* * * 





SAFETY LIGHT—A safety light for hori- 
zontal mounting on trucks, trailers and! 
tractors has been announced by Auto Lamp | 
Mfg. Co., 2909 S. Indiana Ave., Chicago| 
16, Ill. Called the Pathfinder No. CL-671,) 


choice of red, amber, blue, green and 
clear. The steel bracket is finished in black 
baked enamel and predrilled with two 
holes for easy mounting. Each light comes 
with wiring and bulb for six or 12-volt 
systems. 





it has a 24-inch plastic lens, available in| c 








LOCKERS—DeBourgh Mfg. Co., 2924 
27th Ave., Minneapolis, Minn., has an- 
nounced the adaptation of their AIll- 
American athletic locker line for indus- 
trial and commercial use. Full length and 
double tier lockers made of heavy gauge 
steel angle and expanded steel mesh are 
ventilated on three sides to assure maxi- 
mum circulation of air for better drying, 
it is said. The use of steel mesh is 
claimed to provide 60 percent more air 
circulation than ordinary lockers. Lockers 
are available in five different sizes and 
three different widths. Full length lockers 
come in 12, 16 and 18 inches, and double- 
tier lockers in 12 and 18-inch widths, both 
36 inches high. 





* * * 








HAND GUN —A portable electrostatic 
hand gun has been announced by Ionic 
Electrostatic Corp., 111 Garfield St., Gar- 
field, N. J. This device, designated as 
Model 10, can be used for painting ar- 
ticles either indoors or outdoors with con- 
ductive or nonconductive coating materials. 
It employs an air turbine which rotates 
a conical accelerated centrifugal atomizing 
head at a high speed for pulverizing coat- 
ing materials into microscopic particles by 
centrifugal force. These particles are there- 
after ionized by a strong magnetic-like 
electric field which causes them to wrap 
around objects, even though the gun may 
be positioned on one side, it is said. 

e. -S."% 


IN-LINE FILTER—An in-line gasoline filter 
that is said to offer 30 percent greater 
capacity and similarly stepped-up efficiency 
in trapping sludge and water has been 
developed by Lee Filter Corp., 191 Tal- 
madge Rd., Edison, N. J. The unit contains 
a pleated micron paper core which filters 
sediment particles invisible to the naked 
eye and water condensate that can turn 
to ice in the carburetor and jam the float, 
it is said. The filter is being distributed 
in five sizes to fit all American and foreign 
cars as well as trucks. boats, tractors and 
farm and industrial equipment. Three mod- 
els, to fit %4, ¥% and 5/16-inch fuel lines, 
have hose type clamps for insertion be- 
tween the line and the carburetor. The two 
other models have threaded fittings to pro- 
vide replacements for Ford compact cars. 

ot ee 








UTILITY VEHICLE—The Crofton “Bug” is now available with several optional items 
that are said to extend its usefulness into wider commercial channels. The 63-inch 
wheelbase, 35-horsepower vehicle can be ordered with dual rear wheels, six-speed 
transmission, Powr-Lok differential, power take-off unit and 9.00 x 10 tires for greater 
flotation. It also has as optional equipment a folding canvas top and high-back seats 
for the rear compartment. The power options are claimed to give the Bug more 
versatility in golf course or beach resort work and also enable it to handle a snow 
plow effectively. Crofton Marine Engine Co., 888 Gull St., San Diego, Calif. 
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More Built-In Safety 


Urged in Auto Design 


(Continued from Page 8) 


locks, hood ornaments or sharp- 
pointed bumpers. 

Roberts noted that there was 
no more steel used in one kind of 
door lock than in another kind 
and he implied that some 
changes in favor of safety might 
not be any more expensive. 

Harris suggested negotiating 
with the companies so that they 
could eliminate certain gadgets and 
add safety features. 

All the procurement experts felt 
that raising the procurement ceil- 
ing for motor vehicles was neces- 
sary. Moore mentioned that the 
government is at present buying 
Plymouths for $1,495 and that it 
has had bids from Rambler and 
Studebaker-Packard within the last: 
three months. At present it is not 
buying Fords or Chevrolets. GSA 
said that manufacturers would 
charge more if the agency changed 
specifications. 

GSA felt that it needs the au- 
thority because it had to “marry a 
lot of ideas.” It felt best qualified 
to coordinate government and in- 
dustry ideas. Chairman Roberts 
disagreed and said that using GSA 
was not only less desirable than 
using the Bureau of Standards but 
also bad because of the delays that 
would result. 

Rex Whitton, head of the Bureau 
of Public Roads, told the subcom- 
mittee of the work done by his 
agency in highway safety and acci- 
dent prevention. 

Roberts noted that the Bureau 
advocated uniform traffic laws but 
that it had not been able to get ac- 
tion. The chairman felt that if the 
government withheld its 90 percent 
share of the Interstate System 
money until the states agreed to 
accept uniformity then cooperation 
would soon be forthcoming. 


Auto manufacturers defended 
their use of tempered glass in side 
and rear windows. The Automobile 
Manufacturers Assn. told the sub- 
committee that there “has been no 
compromise with safety.” 


The AMA had requested the 
opportunity to answer charges 
made two weeks before by the 
National Auto and Flat Glass 
Dealers Assn. They alleged car 
makers were ignoring safety fac- 
tors in using tempered glass to 
achieve savings of about $10 per 
car. 

Karl M. Richards, representing 
the AMA, testified that the reason 
glass dealers were fighting the use 
of tempered glass by the industry 
was that using tempered safety 


Ribicoff Asks 
Smog Blowby 
For All Cars 


(Continued from Page 8) 


ice to be dangerous to human 
health. The other would have pre- 
vented the manufacture, sale, or 
use in commerce of any motor ve- 
hicle which discharges unburned 
hydrocarbons and other noxious 
gases in amounts dangerous to 
human health. 

One Schenck bill, however, did 
pass the 86th Congress. It re- 
quired the Surgeon General to 
make a study and report to Con- 
gress on the discharge of sub- 
stances into the atmosphere from 
the exhausts of motor vehicles. 
The report, scheduled to be made 
not more than two years after 
the bill was passed, is not yet 
available. 

Rep. Oren Harris, Arkansas 
Democrat and chairman of the full 
House Interstate Commerce Com- 
mittee, commended Ribicoff on his 
position on auto exhausts, Refer- 
ring to the auto industry’s inclusion 
of exhaust devices on ’61 cars sold 
in California, Rep. Harris said, “If 
it can be done for California, then 
it can be done for Pittsburgh and 
Washington.” 

He also suggested the need for 
such a device for buses as well as 
autos. 


glass had reduced the replacement 
business. 

AMA agreed that the cost of tem- 
pered glass “is slightly less” than 
that of laminated glass. Richards 
continued: 

“Of more significance, however, 
is the subsequent savings to 
car owners in maintenance and 
replacement costs. Due to the 
strength and durability of temper- 
ed safety glass, the breakage and 
replacement of such glass igs from 
one-fourth to one-tenth of the 
breakage and replacement of lami- 
nated safety glass in the side open- 
ings.” 

Joseph D. Ryan, director of re- 
search and development for Libby- 
Owens-Ford Glass Co., accompa- 
nied Richards. Ryan explained the 
development of the American 
Standards Code of Safety Glazing 








Materials for cars. The code re- 
quires laminated glass in wind- 
shields but permits tempered glass 
for other areas. 

Another AMA witness, Larry 
Keim, manager of technical serv- 
ice, automotive sales, Glass Divi- 
sion, Pittsburgh Plate Glass, told 
the subcommittee that it was 
necessary to consider all tests 
and the reasons for them “in 
order to have an overall view and 
to avoid looking at only certain 
aspects and results, which might 
tend to make one product look 
superior to another.” 


Keim explained that the danger 
of flying stones was greater in a 
windshield and that one reason for 
using laminated glass was because 
it was possible to see through the 
windshield after a break had occur- 
red. However, he also pointed out 
that some medical studies show 
that the danger of concussion (if 
a person’s head hits the windshield) 
is greater than with tempered 
glass. 

Tempered glass windshields are 
used in Europe and Canada in 
preference to laminated glass and 
American manufacturers use tem- 
pered glass windshields in their 
export models, he said. 

Europeans, according to Rich- 
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ards, cite German and Swedish 
Studies on concussions and claim 
that the dangers of people going 
against or through windshields out- 
weigh the problems of flying stones 
or objects hitting windshields. 

Richards said the industry is not 

planning to stop using laminated 
glass for windshields, but Ford 
Motor Co. is conducting some tests 
at Wayne University on fractures 
and concussions, 

Keim said that some laboratory 
and proving ground crash tests 
“give clear evidence to the lay- 
man of certain safety advantages 
resulting from the use of tem- 
pered safety glass in the side 
openings of motor vehicles.” 
Ormond I. Rugg, of the Ford 

Glass Division—another AMA wit- 
ness—told the subcommittee that 
tempered glass has as much qual- 
ity control as laminated glass. 

Richards said, “Through the ASA 

Code there is national uniformity 
in all 50 states and the District of 
Columbia with respect to safety 
glass requirements in motor ve- 
hicles. The proponents of this drive 
to create a monopoly for laminated 
safety glass have made every ef- 
fort to disrupt the national uni- 
formity by having bills introduced 
in 12 states.” 

C. W. Heppenstall, Delray Beach, 
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Fla., an engineer who now is mo+i- 
fying American-made cars and 
promoting them as safety cars, also 
testified before the subcommittee. 

His safety car, which he had 
driven from Florida, included seat 
belts, recessed door locks, padded 
interior, a rollover bar, rear bump- 
er guards, hand operated throttle, 
four turn-signals high on the fen- 
ders and a large outside rear view 
mirror. He advocated a governor 
set at 65 miles an hour. 

The third and final day of 
hearings on auto safety legisla- 
tion before the Roberts Com- 
mittee took testimony from rep- 
resentatives from the Department 
of Defense and the Interstate 
Commerce Commission, The 
counsel of the National Auto 
Glass Dealers Assn. again de- 
nounced tempered glass, and 
AMA requested that the report 
be kept open so that the car 
makers could answer the charges, 
if they cared to do so. 

A new charge was levelled 
against an expert witness brought 
by AMA. The glass dealers associa- 
tion claimed that Dr. Ryan, of 
Libbey-Owens-Ford, had once given 
a “strong endorsement to laminat- 
ed glass.” The statement was made 
at an SAE meeting in 1958, the 
dealers claim. 


NEW FOR TODAY'S ENGINES! — 





uaker State introduces VCC_ 


specially-designed. 


valve and cylinder cleaner 


Ordinary tune-up oils just weren’t 
designed to combat extra-heavy 
engine deposits caused by today’s 
type of stop-and-start urban driv- 
ing, and the new “anti-smog”’ 
crankcase ventilators. That’s why 
Quaker State has developed VCC! 
This new valve and cylinder 
cleaner banishes the toughest dirt 
and gum deposits from carbu- 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 





retors and manifolds. . 
gum and coke deposits from valve 
stems, heads and faces . . 
and burns out “‘carbon”’ deposits 
from pistons and cylinder heads. 
Suggest Quaker State VCC 
several times a year for better 
performance from all cars. Build 
more customer satisfaction 

while you build more profits! 


. removes 


. loosens 
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UAW to Pitch for Salaries 


By Francis J. Gawronski 
Staff Writer 

United Auto Workers will 
seek salaried pay for production 
workers in place of hourly wages in 
contract talks with the auto indus- 
try this year, according to Walter 

P. Reuther, UAW president. 
Reuther stressed the salary pro- 
posal and other job 
security goals in a 
statement detailing 
the “basic economic 
and contract prob- 
ss lems” the UAW will 
tackle in its special collective bar- 
gaining convention which opens 
Thursday (April 27) in Detroit’s 

Cobo Hall. 

The Reuther program is de- 
signed to guide convention dele- 
gates in their task of drawing up 
final contract demands on the 
auto industry. 

UAW’s contracts with Ford 
Motor Co., General Motors and 
Chrysler Corp. expire Aug. 31, and 
negotiations are expected to start 
about July 1. Contracts with Amer- 


o 


What do they 


ican Motors and Studebaker-Pack- 
ard expire Sept, 6 and Nov. 30, re- 
spectively. 

Reuther hailed the salary system 
in effect for the production workers 
of International Business Machines, 
though IBM is not unionized. 

ok * of 

N ADDITION to the annual sal- 

ary, Reuther indicated these 
other proposals aimed at strength- 
ening job security would be among 
the union’s demands: 

1. Company help in creating more 
jobs—through shorter work weeks, 
earlier retirement or control of 
overtime. 

2. Management cooperation in 
seeking government help in solving 
problems too big for the auto indus- 
try and UAW. 

3. A better pension plan and a 
union voice in the investment of 
pension funds, 

4. Higher wages and better work- 
ing conditions, 

5. An improved supplemental un- 
employment benefit plan and aid to 
workers and their families dis- 


have in common? 


ee 


\, the 





Motorists who care for their cars. . 
icemen who care for their customers. . 





uncommon 





motor oil! 


. and serv- 
. agree 


that WoLF’s HEapD Oil is truly the finest of the 
fine. There’s a reason—WOLF’s HEapD is 100% 
Pure Pennsylvania, Tri-Ex refined three im- 
portant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why many motorists who care 
for their cars insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 





placed by automation or plant clos- 
ings. 

6. Improved medical-hospital-sur- 
gical plan—fully financed by man- 
agement. 

* + od 

THE rubber industry, Fire- 

stone Tire & Rubber Co, and 
Goodyear Tire & Rubber Co. have 
signed new two-year contracts 
with the United Rubber Workers 
Union. 

The Firestone contract came as 

a surprise in the rubber industry 

Since it is the first two-year 
agreement to be negotiated on 
both wages and general contract 
provisions. The contract calls for 
wage hikes up to 14% cents an 
hour over two years plus addi- 
tional contract benefits, 


The Goodyear pact, reached two 
days earlier, made no reference to 
wage adjustments at this time. 

For the first time, the new con- 
tracts also provides for separate 
wage scales for employes in tire 
and nontire production. Until now, 
wage scales have been uniform 
throughout the industry. 

Under the Firestone agreement, 
which expires April 20, 1963, the 
company grants wage boosts of 7% 
cents an hour for workers in five 
tire plants effective June 6, with 
an additional 7 cents an hour to 
be paid June 11, 1962. 

Workers in three Firestone in- 
dustrial plants will receive pay 
boosts of 3% cents an hour effec- 
tive June 5, and an additional 4 
cents an hour June 11, 1962. 

* ok * 


ee the wage hike grant- 
ed by Firestone will prompt 
reopening of the wage talks with 
Goodyear and discussion of wages 
in approaching talks with other 
rubber companies was not disclosed 
by the union. 

Master contract provisions be- 
tween the union and rubber com- 
panies generally contained wage 
reopener clauses permitting the 
start of wage negotiations on 60 
days’ notice by either party. 

Some speculation also arose as 
to whether the wage rise might 

prompt an increase in tire prices. 
The new Firestone and Goodyear 

master contracts provide an exten- 

sion of supplemental unemployment 





Synonomous with that which is 
popular.” 


He said dealers must act in good 
eee for the best interests of 
all. 

Association officers, who were re- 
elected to serve a second term, are: 
Joseph C, Scuncio, Scuncio Chevro- 
let, Wakefield, president; Julius L. 
Abrams, Main St. Garage (Buick), 


Dealer Forum 


(Continued from Page 3) 


than others. Besides a silver streak, 
that is.” 
* ok * 
Price and Quality 
AT’S uppermost in the minds 
of the people coming into the 
showroom? 

“First, they’re interested in price. 
After that they look for quality. 
Some of the movies the makers 
supply are good. But we need more 
selling aids on quality. 

“Maybe we should have flip- 
charts which tell the quality story 
graphically and which salesmen 
could use for a presentation to 
the customer.” 

Obviously, this story comes from 
the inside of a metropolitan deal- 
ership operating defensively in re- 
lation to the new-car shopper. 
There are better ways to do busi- 
ness. 

Too often, however, this is the 
picture that most people have of 
auto dealers. It will take imagina- 
tion and effort to create a better 
publie picture. 


Rhode Island Dealers Rap 
Bill to License Salesmen 


(Continued from Page 3) 





























benefits to 39 weeks with maximum 
benefits increased by $5 a week to 
$35. 

Employes with five years senior- 
ity who are laid off for more than 
two years will be permitted to take 
a lump separation payment rather 
than continuing on laid off status 
with seniority rights. 

A liberalized vacation program 
will provide for three weeks vaca- 
tion after 10 years’ and four weeks 
after 22 years’ service. Previously, 
three weeks were given after 11 
years and four weeks after 25, 


The Firestone pact also adds a 
holiday each year for employes, 
making a total of eight with the 
additional one to be determined at 
local plant levels. 

+. (8+ '°@ 

N THE dealer front, three of 

five dealer-union elections 
scheduled in the Los Angeles area 
were withdrawn by the petitioner, 
Salesmen’s Union Loca] 1056, ac- 
cording to the National Labor Re- 
lations Board. Of the two elections 
held, the union won one and lost 
the other on a tie vote. 

At Car Wholesalers, Sherman 
Oaks, two votes were cast for 
the union and one against. At 
Vokes Motors (Volkswagen), San 
Fernando, one vote was cast for 
union representation and one 
against. 

Scheduled elections were with- 
drawn at Friendly Chevrolet, Rial- 
to; Joe Phillips Plymouth Center, 
Burbank, and Klem Ruh Chevrolet, 
Canoga Park, 

In Rochester, N. Y., a joint or- 
ganizing effort by two unions, 
United Auto Workers Local 1097 
and Retail Clerks Union Local] 345, 
managed to win two of four recent 
elections conducted by the NLRB. 


UAW Local 1097 won two elec- 





Bucket-Seat Tempest 


To Carry $2,297 Tag 


DETROIT. — The bucket-seat 
version of the new Pontiac Tem- 
pest sport coupe has an indicated 
sticker price of $2,297, including 
federal tax and dealer prep. 

In addition to bucket seats, 
standard equipment on the cus- 
tom mode] will include special in- 
terior trim, carpets and a deluxe 
steering wheel. The regular Tem- 
pest two-door will be priced at 
$2,113. : 








East Greenwich, vice-president; 
Alice C. Cummings, Cummings 
Motor Sales (Lincoln-Mercury), 
Newport, treasurer, and Robert W. 
Pierce, Pierce Chevrole t-Buick, 
Pawtucket, bulletin editor. 


In his message to the dealers 
President Scuncio said that high- 
pressure tactics and misleading ad- 
vertising are no longer successful. 
He called upon the dealers to “sell 
your product for a just, fair and 
reasonable price and at the same 
time earn a reasonable profit.” 

Warren A, King, automotive 
merchandising manager for Life 
magazine, presented a slide-film 
titled “The ABC’s of Automotive 
Advertising.” He said 91 percent 
of the dealers in the country are 
not using the services of adver- 
tising agencies and mentioned 
several ways in which dealers 
can develop profitable advertising 
campaigns. 

King stressed the importance of 
dealers using local advertising 
media to tie in with manufacturers’ 
national advertising campaigns. 
This can enhance dealers’ sales and 
profits, he said, since they can an- 
swer the public’s questions about 
where, when and how which are 
raised by the manufacturers’ in- 
stitutional ads. 


Rubin Gives Up Plymouth 


CLEVELAND.—Irv Rubin, head 
of Cleveland Universal Motors, Inc., 
has given up his Plymouth fran- 
chise and will concentrate on sales 
and service of the Checker and 
Simca lines. He is a former presi- 
dent of the National Independent 
Automobile Dealers Assn. 














tions when service employes at 
Kessler Rambler, Inc., and Bill 
Cooke, Inc. (Dodge), voted 4-to-1 
and 6-to-2, respectively, for union 
representation. 

The UAW local also lost one of 
the elections when service employes 
at Park Chrysler-Imperial, Inc., 
voted 7-to-1 against representation. 

cd ca a 
E Retail Clerks Union, which 
is attempting to organize deal- 
ership salesmen, lost its only elec- 
tion when salesmen at Philanz 
Oldsmobile, Inc., voted 5-to-5 on 
union representation, 

In Parkersburg, W. Va., service 
employes at two dealerships re- 
jected union representation by 
Local 299, Sheet Metal Workers 
International Assn. 

The vote was 8-to-1 at Matlack 
Motors, Inc. (Plymouth), and 
24-to-0 at Dils Motor Co, (Ford). 

In Belleville, Ill., shop employes 
at Belleville Imported Motor Cars, 
Ltd., voted 6-to-0 for representation 
by District 9, International Assn. 
of Machinists, in a election con- 
ducted by the NLRB. 

In Detroit, Teamsters Local 376 
has withdrawn from a scheduled 
NLRB election among salesmen at 
Dave Coogan, Inc. (Mercury). 


Hambro Buys Out 
BMC Distributor 


NEW YORK.—Hambro Automo- 
tive Corp., importer of British Mo- 
tor Corp. vehicles, has bought out 
its Southern California distributor, 
the Automotive Division of Gough 
Industries, Inc., Los Angeles. 

The BMC lines are Austin, 
Austin-Healey, MG and Morris. 
Hambro said it is stepping into the 
picture to “assist in meeting the 
strong competition created by 
United States manufacturers of 
compact cars.” 

A. E. Birt and Mrs. Philip G. 
Gough sr., presidents of the com- 
panies, said the auto business has 
been a separate division of Gough 
and represents cnly about 10 per- 
cent of Gough’s volume. 
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Inflates to 20-30 feet. Use vacuum cleaner 
or gas — fun at football rallies, all ath- 
letic events, parties. Visible for miles as 
adv. for car dealers, gas stations, new 
store openings. Cost U.S. Gov. $20. Gen- 
uine neoprene. While they last $2. plus 
50¢ post. and handling. 5 for $10. post- 
paid. Send check or M.O. to: 


PRESTON’S, 102-I Main St., Greenport, N. Y. 


DON’T REPLACE 


WINDSHIELDS 
DUE TO 
WIPER MARKS 


8-Ox. Buffing Compound 
Special Buffing Wheel Used $15 
In Yg-Inch Drill 
Enough for 10 Average Jobs 
2-OZ. SAMPLE KIT ...... 
Send Check or Money Order to: 


L & M COMPANY, P. O. Box 57 
ATLANTIC BEACH, L. I., N. Y. 
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Board Surveys Management .. . 


Top Chrysler Jobs 
Up to ‘Outsiders’ 


(Continued from Page 1) 


January quarter dived 57 percent 
from the first 1960 quarter, Colbért 


disclosed. 
* * 


* 

UCH of the bad news about 

Chrysler’s position was dis- 
cussed by Newberg in a statement 
read to the meeting by Frank A. 
Alter, former 
DeSoto-P 1 y m- 
outh dealer in 
Detroit who held 
the proxy for 
Newberg’s 2,189 
shares of Chrys- 
ler stock New- 
berg said his at- 
torneys had ad- 
vised him to stay 
away from the 

" d meeting. 
W. C. Newberg “It is my con- 
viction,” Newberg said, “that we 
cannot ever again have a strong 
Chrysler—the great company of old 
—under the czarist rule of Mr. Col- 
bert.” 

Newberg claimed, and Colbert 
did not dispute the claim, that 
Chrysler lost $20 million in the 
first quarter of this year. 

“There is much that reflects loss 
of dealer confidence in manage- 
ment policies, loss of enthusiasm 
for difficult merchandising tasks, 
with the result that in numerous 
instances dealers who once sold 
1,000 units now concentrate on 
much lower volume and higher 
profit by cutting promotion, adver- 
tising and personnel,’ Newberg 
said. 

“The Federal government anti- 
trust suit against Chrysler . . . is 
another singular example of man- 
agement’s present policy toward 
dealers.” 





* a * 

ee charged that Chrys- 

ler had forced excessive new- 
ear stocks on dealers to suggest 
greater than actual sales. He de- 
fended his interests in outside com- 
pany vendors on the ground they 
had saved Chrysler $10 million to 
$15 million. 

In rebuttal, Colbert said the 
statement was designed to “pro- 
mote” Newberg’s suit against him 
personally and against the com- 
pany for dissolution of the settle- 
ment made when Newberg left last 
summer. Colbert read to the share- 
holders words of praise for Colbert 
and the Chrysler management, 
which Newberg uttered after his 
promotion to the presidency. 

“There is a strange inconsist- 
ency between his statements then 
and now,” Colbert declared. “At 
which time was he telling the 
truth?” 

Newberg, Dann, James M. Rob- 
bins and Karl Horvath were nom- 
inated from the floor to run against 
the 17 incumbents and lone new- 
comer to the board of directors. No 
candidate had been offered on the 
proxy ballots mailed early last 
month. 

Dann declined to run, asserting, “T 
don’t know any more about build- 
ing automobiles or running a cor- 
poration than you do, Mr. Chair- 


man.” 
* * 


* 
OBBIWNS, author of an anti- 
management resolution and an- 
other critic of the Colbert policies, 
also withdrew his name. But Rob- 





Michigan Jobbers 


Meet April 30 


GRAND RAPIDS, Mich.— 
Plans for the eighth annual con- 
vention of the Michigan Automo- 
tive Wholesalers Assn. to be held 
April 30-May 2 in the Pantlind 
Hotel here, have been finalized. 

Featured will be a panel dis- 
cussion on “Public Relations as 
It Pertaings to Automotive Whole- 
salers” and talks by J. A. Bryant, 
president, Automotive Services 
Industry Assn.; Carl B. Hawley, 
president National Congress of 
Petroleum Retailers, and Dr. R. 
C. S. Young, sponsored by United 
Motors Service. A “table show” 
supported by leading parts mak- 
ers will be a highlight. 





bins predicted after the meeting 
that the Chrysler directorate would 
name a new president “in the near 
future.” 

The 18 directors on the proxy 
ballot received 7,046,288 shares, or 
nearly 80 percent of the outstand- 
ing total of 9,915,005 shares. Hor- 
vath, a Dann ally and former pro- 
duction manager of Chrysler’s 
Twinsburg (O.) plant, got 46,785 
shares. This compared to 20,501 
shares voted for Horvath when he 
ran for director a year ago. 

Newberg, who disavowed in his 
statement any desire to return to 
the company, picked up 343 votes. 
His name had not been formally 
withdrawn from the running. 

Six resolutions sponsored by Rob- 
bins, Dann and James H. Wilcox 
were snowed under, as expected. 
But observers familiar with share- 
holder voting patterns said the 
resolutions fared better than they 
usually do. 

Robbins’ plan to limit the num- 
ber of management executives on 
the board to four, instead of seven, 
got the most votes—933,118, This 
amounted to 16.2 percent of shares 
voted for the resolution. 

The Wilcox resolution would have 
restricted the “insider” bloc to a 
less than half the total board mem- 
bership. This received 920,041 
shares, or 16 percent. 

* * + 

peers four proposals got les- 

ser votes, ranging from 758,890 
shares to 886,733 shares. A holdover 
resolution for cumulative voting, 
which received 663,000 shares last 
year, rose to 805,669 at this year’s 
meeting. 

The Dann resolution receiving 
the most votes would have barred 
anyone from serving on the Chrys- 
ler board who had violated the 
Michigan corrupt practices laws or 
“otherwise breached his fiduciary 
duties to Chrysler Corp.” 

In a dramatic 79-minute ha- 
rangue from the floor, Dann ad- 
dressed Colbert in the manner of 
Clarence Darrow cross-examining 
a prosecution witness. The De- 
troit attorney made public a pre- 
viously secret “proposition” to the 
Chrysler management, under 
which a three-man board of mon- 
itors would “arbitrate” Dann’s 
evidence and litigation against 
the company. 


Chrysler had advised Dann before 
the meeting that its board of direc- 
tors would review his files and act 
on them on condition he terminate 
his suits against the company. 
When Colbert reiterated this posi- 
tion at the shareholders meeting, 
Dann termed the offer unacceptable 
and opened fire on Lynn A, Town- 
send, W. Alton Jones, Thomas E. 
Dewey, Keller and Colbert himself. 

Dann called Townsend, adminis- 
trative vice-president of Chrysler, 
Keller’s personal choice to assume 
the helm of the company. He asked 
Colbert why it was wrong to keep 
Newberg because of a 50 percent 

* + * 


View from the Rostrum— 


This is an overall view of the more than 800 Chrysler Corp. 


interest in a supplier but right to 
retain Jones as director, who held 
a 52 percent share in a supplier sold 
to another supplier. Jones is chair- 
man of executive committee, Cities 
Service Co. 
+ * + 

rr the most part, Colbert let 

Dann rehash his case against 
Chrysler. The chairman-president 
tried to hurry Dann to a conclusion 
after an hour, but the audience 
shouted Colbert down and Dann 
went on. 

Dann noted that Chrysler filed 
a $30 million libel suit against 
him for remarks made at least 
year’s shareholder meeting. 
“After I get through today, you'll 
probably sue me for $90 million,” 
Dann quipped. “I’ll have nothing 
left if Chrysler stock keeps drop- 
ping.” 

a a 

ANN pledged he would never 

sell any of his 5,100 shares of 
Chrysler stock, more than any di- 
rector’s holding. He asked the 
shareholders to demand a Congres- 
sional investigation of Chrysler, 
after hinting that the Texas-born 
“friendship” between Colbert and 
Vice-President Lyndon Johnson 
was delaying an inquiry. 

Little of an encouraging nature 
rang in Colbert’s ears, even when 
Dann or the Newberg representa- 
tive was silent. A lady wondered 
why a lady couldn’t serve on Chrys- 
ler’s board, and Colbert thought 
that a good idea. And a pro-man- 
agement shareholder from Provi- 
dence complained that the company 
furnished no transportation from 
downtown Detroit to this suburban 
community. 

But otherwise, Colbert under- 
went a barrage of needling ques- 
tions. 

Harold M. Solomon, a Chicago 
attorney who said he was speaking 
for a number of shareholders, said 
that the promotion of Newberg de- 
spite his conflict of interest “didn’t 








Robbins on Hand— 


James M. Robbins, industrialist and for- 
mer Chrysler dealer, greets a well-wisher 
at the corporation's shareholder meeting. 
Robbins’ resolution to limit management 
executives on board of directors was de- 
feated, but he predicted early appoint- 
ment of a new Chrysler president. 

 &. 2 


reflect very well on your judgment, 
Mr, Colbert.” 

“Don’t you think it’s time to 
sweep clean?” Solomon asked. 
“Chrysler dealers are being severe- 
ly handicapped by your policies.” 

* * * 


een insisted that Newberg 
was a “trusted executive of 
many years standing who had suc- 
cessfully concealed his conflict of 
interest from me.” 

The audience booed loudly. 

To another questioner, Colbert 
defended the qualifications of 
Townsend to be No. 2 man in the 
Chrysler command. 

James F. Alter, brokerage of- 
ficial and son of the holder of 
Newberg’s proxy, extracted from 
Colbert a breakdown of the fees 


paid the law firms for investigat- 
ing company conflicts of inter- 
est. Kelley, Drye, Newhall & Ma- 
ginnes, which is Chrysler’s gen- 
eral counsel, received $125,000 and 
the Dewey firm got $85,000. 

Horvath, the director nominee, 
challenged the cost-cutting program 
now in effect at Chrysler. He ques- 
tioned the Imperial moves to and 
from a new plant on Detroit’s west 
side and contended that the “har- 
assment” to which Colbert had ob- 
jected was the real pressure behind 
the economy wave. 

Several shareholders asked Col- 
bert to introduce the directors they 
were voting for. He finally agreed 
to introduce the six other manage- 
ment directors and the lone “out- 
sider’ present—Louis B. Warren, 
partner in the Kelley, Drye law 
firm. 

* * * 

So shareholder appealed 

to the 11 outside directors to 
hire a “competent business execu- 
tive to save our company and re- 
store my losses.” A man from Hol- 
land, Mich., congratulated Colbert 
for giving the non-management 
bloc a clear majority on the board. 

“Heaven forbid the management 
directors if they were to criticize 
your policies,” the Hollander said. 

Colbert's family connections 
were brought up by Jim Baca- 
loff, Portland (Ore.) builder, who 
had nominated Newberg for di- 
rector. 

“Do you feel you can remain as 
president after telling us you were 
in the dark on Newberg’s connec- 
tions, when your own son worked 
for his outside company (Bonan 
Co.) ?” Bacaloff asked Colbert. 

Colbert also was asked about his 
wife’s ownership of 400 shares of 
stock in Dura Corp., a Chrysler 
supplier. He said the Dewey inves- 
tigation had found this no conflict 
of interest. 

* * 
AX WEISSBERG, Detroit, said 
“time is running out on this 
re on Ba 37, Col. 3) 


Chrysler Asks Dealer Profit Drive 


Eprror’s Note: Below is the text 
of a letter mailed to Chrysler 
Corp. dealers following the an- 
nual stockholders meeting last 
week: 

The shareholders of Chrysler 
Corp. today elected, by an over- 
whelming majority, a board of di- 
rectors that includes some of the 
outstanding leaders in American 
industry, business and finance. 

The shareholders also over- 
whelmingly supported the recom- 
mendations of the board of direc- 
tors in rejecting the various 
shareholder proposals included in 
the company’s proxy statement of 
March 6, 1961, The directors 
elected received more than 98 
percent of the 7,087,596 votes cast. 
A majority ranging to more than 
86 percent of the votes cast was 
registered against the stockhold- 
er proposals. 

I know you will be interested in 
the review of our operations made 
at the annual meeting by L. L. Col- 
bert, chairman of the board and 
president, and particularly in what 
he had to say about the emphasis 


that is being put on assisting the 
oOo 





shareholders who 


attended the annual meeting last week at the Chrysler Training Center in Center Line, 


Mich. 


In front row are members of management's proxy committee. Seated on aisle 


in second row is Sol A. Dann, chief critic of management. 





dealer effort in sales and market- 
ing. 

Mr. Colbert told the shareholders, 
“Effective marketing is the result 
of good and well-coordinated per- 
formance in every part of an auto- 
mobile company. In addition to a 
well-balanced and progressive deal- 
er organization, it requires sound 
market research, brilliant engineer- 
ing and styling, efficient production, 
and creative advertising. 

“And beyond all these things it 
requires an awareness on the part 
of everyone in the company that 
his work is related directly or in- 
directly to the sale of the product. 
At the present time, Chrysler peo- 
ple are showing a more intense 
interest in marketing—and a great- 
er appreciation of the importance 
of marketing to the future of 
Chrysler Corp.—than at any time in 
my experience.” 

I am enclosing the text of Mr. 
Colbert’s review and I know you 
will find it most informative. 

The new board consists of 11 
nonmanagement directors and 
seven officer-directors. They are: 
Paul C. Ackerman, vice-president 
—engineering, Chrysler Corp. and 
a director since 1957. 

James C. Brady, president, Brady 
Security & Realty Corp. and a di- 
rector of Chrysler Corp. since 1937. 

R. S. Bright, group vice-president 
— automotive manufacturing, 
Chrysler Corp. and a director since 
1956. 

L. L. Colbert, chairman of the 
board and president, Chrysler Corp. 
and a director since 1949. 

John A. Coleman, partner of 
Adler, Coleman and Co. 

Joseph M. Dodge, chairman of 
Detroit Bank & Trust Co. and for- 
mer director of the Bureau of the 
Budget, who was first elected to 
the Chrysler board in 1948. 

W. Alton Jones, chairman of the 
executive committee, Cities Service 
Co. and a director since 1945. 

John D. Leary, vice-president — 
personnel, Chrysler Corp. and a di- 
rector since 1959. 

George H. Love, chairman of the 
board, Consolidation Coal Co, and 
a director since 1958. 

L. F. McCollum, president, Con- 
tinental Oil Co. and a director 
since 1958. 

Neil McElroy, chairman of the 





board, Proctor & Gamble Co. and 
former secretary of defense who 
was first elected to our board in 
1953. 

R. E. McNeill jr., president of 
Hanover Bank and a director of 
Chrysler Corp. since 1953. 

F.. W. Misch, vice-president — fi- 
nance, Chrysler Corp. and a direc- 
tor since 1956. 

Robert G. Page, president, Phelps 
Dodge Corp. and a director since 
1959. 

E. C. Quinn, vice-president—sales 
divisions, Chrysler Corp. and a di- 
rector since 1954. 

Lynn A. Townsend, administra- 
tive vice-president, Chrysler Corp. 
and a director since 1959. 

Juan T. Trippe, president, Pan 
American World Airways, Inc., and 
a director since 1936. 

Louis B. Warren, partner, Kelley, 
Drye, Newhall & Maginnes and a 
director since 1957. 

Today’s action by the sharehold- 
ers of Chrysler Corp. is a most 
gratifying expression of support 
and confidence in the management 
of the corporation. The way is now 
clear to put the difficulties of the 
past few months behind us and for 
all of us — dealers and company 
management people alike—to con- 
centrate our undivided energies on 
attaining the share of market our 
products deserve and earning the 
profits for dealers and the company 
that our efforts merit, — E. C. 
QUINN, vice-president — sales divi- 
sions. 





Chrysler Reply Near 


In Dual-Dealer Suit 

FORT WAYNE, Ind.—Chrysler 
Corp. is scheduled to reply before 
next Monday to the Justice De- 
partment’s suit here charging un- 
due company pressure on Stude- 
baker dealers dualled with Chrys- 
ler Corp. lines. 

It was indicated at Federal 
District Court that as soon as 
Chrysler files its answer, a hear- 
ing would be set on the govern- 
ment’s request for a temporary 
injunction against Chrysler. : 
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Dealer Cures Sought... 


Task Force 
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Visiting 


Makers This Week 


(Continued from Page 1) 


and another man labelled his hear- 
ing “a waste of time.” 

A Deep South dealer summed it 
up this way: “These meetings are 
nothing new. After all the sugges- 
tions are in, the factory people will 
decide that business will get better 
eventually, and nothing will be 
done to alleviate the problem.” 

* + *~ 
a had plenty to talk 
about in the secret sessions, but 
few of the problems were new. The 
profit squeeze was the big topic. 
In Detroit, it was contended 
that most of the other difficulties 
discussed were part of the profit 
famine and that solving the re- 
lated problems was the answer 
to putting dealers in a better fi- 
nancial position. 

The Michigan and Ohio dealers 
who attended the Detroit parley 
touched on overproduction, maldis- 
tribution, the maze of models and 
options, factory retailing of new 
cars, deferred billing, factory-deal- 
er communication and bonuses to 
dealers based on manufacturers’ 
profits. 

Other points included a higher 
discount on demonstrators, uniform 
discounts on compacts and big cars, 
a revised dealer financial statement 
and a greater accent on quality in 
the appointment of dealers. 

* * * 


toe man suggested that perhaps 
a whole new approach to mer- 
chandising techniques is needed. 
He remarked: “Only three fields 
are doing business as they did 50 
years ago—auto retailers, cobblers 
and prostitutes.” 

On the subject of too many mod- 
els and options, a dealer comment- 
ed, “If you think you have too 
many now, just wait till next year.” 

There was general agreement 
that the model lineup should be 
trimmed, but no definite program 
was offered, Later, a dealer ob- 
served: “It’s one thing to talk 
about the blonde, but it’s an- 
other thing to get a date.” 

The dealer council] setup was crit- 
icized. A dealer asserted that the 
council is not consulted early 
enough in any development and, as 
a result, the council turns into a 
gripe board. 

He felt the council should ap- 
prove new designs before tooling 
since dealers know more about the 
public’s views on _ttvling. 

* 


OME men felt that communica- 
tions are bad because dealer 
representatives are talking to the 
wrong people at the factories. It 
was suggested that dealers should 
get a hearing before the board of 
directors instead of talking with 
sales or divisional executives. 
Another dealer remarked, “You 
know who General Motors is? It’s 
Jack Gordon and Fred Donner. 
You have to go to them if you want 
results.” 

In the opinion of another, the 
sales departments have been 
pushed into a back seat at the 
factory level. “The financial men 
and the engineers are running 
things now,” he said. 


Turning to distribution and in-| 
ventory control, it was suggested | 
that dealers should set their own|_ 


quotas. If the factories want them 
to stock more cars, the makers 
should consign them to the dealers 
and collect for them when they are 
sold. 


A pool of cars at the zone level|¢ 


was mentioned, and there was crit- 
icism of the procedure under which 
dealers must make a sales projec- 
tion several months in advance and 
order cars on that basis. 
* + * 

NE dealer felt that the retailer 

should have the privilege of 
selling back to the factory any car 
he has had on hand 90 days or 
more. 

There was a plea for the manu- 
facturers to get out of the retailing 
business, and there was dissatisfac- 
tion with factory branches and the 
disposition of “brass-hat” cars. 

This is a problem that is more 
prevalent in plant-city markets, 
but it was noted that difficulties 





also exist in other cities where 
the makers have field offices. 


The task force meetings took up 
floor-plan assistance, and dealers 
mentioned delayed billing, consign- 
ment shipments and direct subsi- 


dies as possible avenues of relief. 
A Florida dealer declared: “With 


the multiplicity of standard mod- 
els, plus the compacts, my floor- 


planning costs eat up just about all 
my profits.” 
* oe 

i DETROIT, a dealer stumped 

for increased discounts on dem- 
onstrators—as high as 35 percent— 
and the demand for uniform dis- 
counts on compacts and standard- 
sized models was repeated, 

There was a suggestion that deal- 
ers share in the factory’s profits 
through a “hidden holdback” or a 
bonus of a certain amount per car, 
based upon the manufacturer’s 
earnings. 

A Southerner asserted, “With the 
manufacturers showing excess 
profits each year and the dealers 
averaging less than one percent, 
something will have to be done if 
we're going to continue the fran- 
chised dealer system.” 

A revised and simplified dealer 
financiai statement was discussed 
at the Detroit session. It was felt 
that the present forms do not 
give a true picture of all depart- 
ments of the business and do not 
show a dealer where his profit 
comes from. 

It was reported that NADA is 
working to overhaul the accounting 
procedures so that they will show 
the real costs and real returns of 
each department of the dealership. 

Other dealers wanted more busi- 
ness Management help from the 
factory. One retailer observed that 
“too many dealers don’t know what 
it costs them to sell a car.” 


ad * i 
A PLEA for more of a quality- 
dealer approach in awarding 
franchises was heard. Some men 
felt that the existing dealers should 
have a voice in the selection of a 
replacement for their area. 

There was a feeling that fac- 
tory criteria in choosing quality 
dealers is not well defined. 

The story was told of a dealer 
who was informed by the factory 
that a certain man was unqualified 
to be his general manager. Later, 
when the dealer sold out, the fran- 
chise was given to the “unqualified” 
would-be general manager. 

A short definition of a quality 
dealer was offered after one of the 
task force hearings. Asked to de- 
fine the term, a retailer thought for 
a moment and replied, “I'd say a 
quality dealer is a guy who can 
satisfy the public and the factory 
and still make a buck.” 

oe * * 

ASHINGTON-OREGON deal- 

ers, meeting in Portland, criti- 





30-Millionth Radio— 
The 30-millionth 


radio produced by 
Delco Radio Division, General Motors 
Corp., Kokomo, Ind., is held by Eva Goyer, 
Delco Radio Queen. The milestone radio 
was produced April 11, just short of the 
end of Delco’s 25th year—May 1. The 
radio wiil be displayed in the lobby of 
Delco’s new research and development 
building into which some _ engineering 
departments will begin moving about 
May 1. 



















cized the makers, 


leading advertising. 

James C. Moore, NADA execu- 
tive vice-president, attended the 
Portland meeting and was pleas- 
ed by the 65-man turnout. He said 
it was “amazing to hear the sim- 
ilarity of problems, indicating 
that we are hearing industry 
problems, rather than family 
problems.” 

M. H. Yager, Albany (N. Y.) Pon- 
tiac dealer, was chairman of the 
meeting. He said: “The dealers 
were unanimous in their desire to 
stand up and be counted. This in- 
dicates that we are moving toward 
a uniform effort to solve dealer 
problems, and it gives us encour- 
agement that our efforts will be 
fruitful.” er 

* 


N ATLANTA, Kenneth C. Kent, 


each of the 40 dealers who attend- 
ed appeared to be happy he came. 
He added, “There was recogni- 


partnership between auto dealers 
and manufacturers and that it will 
take both to work out our prob- 
lems. The meeting was not too crit- 
ical in concept. Instead, I would 
say that the dealers fully recognize 
the problems that exist.” 

The same recognition of the 
difficulties was present at other 
meetings, but the language some- 
times was stronger. 

At one session, a dealer declared 
that unless the factories provide 
the necessary leadership, dealers 
will have to develop union-like or- 
ganizations or turn to the govern- 


Futura Orders 
Top 22,000, 


Iacocca Says 


DEARBORN.—Ford Division last 
week reported more than 22,000 ad- 
vance dealer orders for the new 
Falcon Futura. 

The Futura, being introduced to 
the public at special spring show- 
ings which started last Thursday, 
features bucket seats, a console, 
carpeting and other luxury appoint- 
ments. 

“The pre-announcement flood of 
orders ... confirms our belief in 
the growing part of the compact- 
car market which seeks luxury ap- 
pearance with economical opera- 
tion,” said Lee A. Iacocca, Ford 
Division general manager. 

Second-quarter Falcon produc- 
tion will exceed the first quarter 
by 51 percent, Iacocca said. 

“This production increase means 
145,000 Falcons will be built in the 
second quarter and compares to the 
26 percent increase predicted for 
the overall industry,” he said. 

The Futura is now in production 


at Lorain, O.; San Jose, Calif.;| vice-president of the association; 


Kansas City, and Atlanta. 





Eleven Dealers Reelected 
To AMC Advisory Board 


DETROIT.—Eleven members of 
the American Motors Corp. Dealer 
Advisory Board have been reelected 
to second one-year terms. Board 
members and alternates by zone 
are: 

Atlanta Zone—Roy Bridges, Bir- 
mingham, Ala., and H. Trudell 
Yonce sr., Columbia, S. C.; Boston 
Zone—M orris Lipman, Hartford, 
and Clarence Zarren, Belmont, 
Mass.; Buffalo Zone—Glenn Bur- 
dick, North Syracuse, N. Y., and 
E. L. Palmer, Buffalo; Chicago 
Zone—Sam Treeze, Chicago, and 
Dale Hunt, Fort Wayne, Ind. 

Cincinnati Zone—Roy A. Cruze, 
Knoxville, Tenn., and N. C. Jami- 
son, Cincinnati; Cleveland Zone— 
G. F.. Sheffler, Cleveland, and Clint 
Moewe, Cuyahoga Falls, O.; Dallas 
Zone—Jay E. Battenfield, Amarillo, 
Tex., and G. Y. Luke, Arlington, 
Tex.; Denver Zone—Owen Faricy, 
Colorado Springs, Colo., and Ed 
Mooney, Albuquerque; Detroit 
Zone—Art Post, Kalamazoo, Mich., 
and Bill Hermann, Detroit. 

Jacksonville Zone—Carl F. 
Schmidt sr., Melbourne, Fla., and 
Gordon Nichols, St. Petersburg; 
Kansas City Zone—Gil Webber and 





but they also| 4 
aired some of the bad practices of |= 
their fellow retailers, such as mis-| = 





Mercedes-Benz Museum— 


An automobile and engine museum building has been opened by Daimler-Benz 
A. G. at the factory in Stuttgart, West Germany. Illustrating 75 years of motorized 


chairman of the Georgia-Ala-| traffic development, the museum's establishment is part of the firm's Diamond Jubilee 
bama task force meeting, said that | Year celebration. Housed in a modernistic, three-story building, the museum contains 


37,600 square feet of exhibition space. Exhibits on the first floor are current M-B 
models contrasted with the vehicles and engines produced by Daimler and Benz in 
the 1880s, illustrating automotive progress. The second floor contains models display- 


tion that there is more or less of a| ing the evolution of motorized vehicles through the years. Also exhibited are engines 


for cars, boats, rail vehicles and airplanes. Mercedes-Benz's racing history, featuring 
more than 2,000 major victories, is the theme of third-floor displays which include 


racing cars, pictures and trophies. 





R. I. Dealers Re-Elect Scuncio . . . 


Sales Upturn Seen for ’61 


PROVIDENCE. — A prediction 


that 1961 will mark an upturn in 
the automotive retailing field was 
voiced by Joseph C, Scuncio after 


ment for legislation as a last resort.| bis reelection as president of the 


Rhode Island Automobile Dealers’ 


| Assn. at its annual meeting here. 


Expressing the view that high- 
pressure tactics and misleading ad- 
vertising are no longer effective in 
the selling of automobiles, Scuncio 
said: 

“Recently, the government and 
the manufacturers, through ef- 
forts of your National Automo- 
bile Dealers Assn., gave our in- 
dustry an opportunity to make a 
legitimate profit. 

“The law provided for price 
labels, and this gave every dealer 
the opportunity to sell his product 
for a just, fair and reasonable price 
and, at the same time, earn a rea- 
sonable profit. 

“Unfortunately, we have not ad- 
hered to this reasonable-profit pol- 
icy,” he continued, adding that “in 

my opinion this has been the cai'se 
for generally poor profits.” 

Scuncio pointed out that in 1960 
the nation’s franchised new-car 
dealers closed their books with an 
operation profit, before federal in- 
come taxes, of only % of one per- 
cent of sales. 

Of these dealers, 21 percent suf- 
fered an actual loss on their 
year’s operations, he said. 

Julius L. Abrams was elected 


Mrs. Alice C. Cummings, treasurer; 


David L. Barnes, both of Kansas 
City; Los Angeles Zone— Edd 
Young, Culver City, Calif., and 
Richard L. Fox, Pasadena, Calif. 

Memphis Zone—M. C. Bledsoe 
III, Shreveport, La., and M. L. Eng- 
land, Fort Smith, Ark.; Milwaukee 
Zone—H. H. Melcher, Elkhorn, 
Wis., and E. Topel, Kenosha; Min- 
neapolis Zone—Alton Peterson, De- 
troit Lakes, Minn., and R. L. Ellis, 
Great Falls, Mont.; New York 
Zone—Richard Crosta, Union, N. J., 
and Harold Stern, Freeport, N. Y. 

Philadelphia Zone—DeMotte Eg- 
gie, Oaklyn, N. J., and Raymond 
P. Scott, Wynnewood, Pa.; Pitts- 
burgh Zone—Morry Sable, Pitts- 
burgh, and Ed Wein, Sharon, Pa.; 
Portland (Ore.) Zone—C. W. Went- 
worth jr., Portland, and M. K. Hol- 
lenback, Spokane, Wash. 

St. Louis Zone—John O. Vincel, 
St. Louis, and W. H. Behle, Hazel- 
wood, Mo.; San Francisco Zone— 
Larry Brink, Mill Valley, Calif., and 
John W. Harvey, San Francisco; 
Washington Zone—W. P. Williams, 
Washington, and Harry W. Bendall, 
Alexandria, Va. 

The election in the Houston Zone 
is not completed. 





















Robert W. Pierce, association bul- 
letin editor, and Charles H. Scott, 
director from Providence County. 
Judge William E. Powers of the 
Rhode Island Supreme Court and 
Warren A. King, Life magazine 
automotive merchandising man- 
ager, also addressed the meeting. 


Kansans Vote 


Full Support to 
NADA Task Force 


WICHITA.—Full support to the 
National Automobile Dealers Assn. 
Task Force Committee was voted 
by the Kansas Motor Car Dealers 
Assn. here at their 30th annual con- 
vention. 

Approximately 300 Kansas deal- 
ers passed a resolution backing 
the committee after Walter B. 
Cooper, NADA president, outlined 
purposes of the task force and told 
them the committee is one of the 
most carefully selected groups ever 
to serve franchised dealers. 

“This task force is an allout ef- 
fort to work out a solution to the 
current problems involved in the 
retailing of new automobiles,” 
Cooper said. 

Howard Goad, Junction City, out- 
going president of the Kansas as- 
sociation, ordered that a copy of 
the resolution backing the task 
force program be sent to NADA 
in Washington. 

Other speakers at the two-day 
convention included Phil McKnight, 
director of public relations at Beech 
Aircraft Corp., Wichita, and Dr. 
Kenneth McFarland, from General 
Motors. 

New officers are Bert Collard jr., 
Leavenworth, president; Dale 
Sharp, Topeka, vice-president; Ed- 
gar W. Heyl, Sharon Springs, 
treasurer, and Roscoe Hambric, 
Topeka, secretary-manager. 

Chairman of the Convention 
Committee was F. G. Gartung, 
Wichita. 


All Compacts 
e . 7. e e 
Eligible in Bidding 

CANTON, O.—By eliminating the 
phrase “with frames under bodies” 
from a previously adopted report 
recommending the purchase of 48 
city automobiles, the City Council 
opened the bidding on compact cars 
to all makes. 

The council explained that inclu- 
sion of the phrase was an honest 
mistake, and that it was the desire 
of the council to be fair to all 
compact-car dealers and not limit 
the bidding. 

Of the 48 vehicles, 22 will be 
compacts, 


Wash. Dealers to Meet 
SPOKANE. — The Washington 
State Automobile Dealers Assn. will 
hold its annual convention at the 
Davenport Hotel here May 21-23. 


atm me me 


SAAD SMA eS es 


Rr arwte 


SQ se 





nz 
od 
2e 
ns 
-B 


BS 
19 
le 





AOR, A eA i i i tn 


a 





Truck Rate Largest Since Last June... 


‘61 High Reached by Car Output 


(Continued from Page 1) 


since the week ended Dec. 3, 1960, 


over the previous week’s 45,884 
assemblies. 


and Dodge Dart and Plymouth 


showed sizable boosts from the pre- 


vious week. 


The standard group turned out 
an estimated 55,660 cars last week 





Compacts, with Comet and Fal- 
con working heavy overtime sched- 
ules, hit their highest level of 1961 
with an estimated 44,112 assem- 
blies good for 34.9 percent of total 
for a 21.3 percent improvement | industry output. A week earlier, the 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


Week 
Ended 
April 22, 
1961 
AMERICAN MOTORS 
TRATMMSE ....sscccsesesccescenee 7,500 


CHRYSLER CORP.**.. 15,800 


Chrysler Division ...... 2,500 
CHP GFOIOR oocsscecssecccecesss 2,200 
Imperial .................... 300 

Dodge Division .......... 5,200 
Dart-Polara .............. 3,800 
PEE Fetevtncssecsvncsciesis 1,400 

Plymouth Division .... 8,100 
Plymouth. .................. 4,900 
MED So ciiasiaxcessovevevast 3,200 

FORD MOTOR .............. 41,260 

Ford Division ............... 33,715 
a 12,580 
Ford (Std.) .............. 18,460 
Thunderbird. ............ 2,675 

L-M Division .............. 7,545 
MND: dics vicseveniniedativs 4,405 
RUE: cageecdsstastaicoviien 850 
EY, skis ss erepnccseovse 2,290 

GENERAL MOTORS .. 60,709 

Buick Division .......... 6,049 
Buick (Std.) ............ 4,195 
PE, casduivicCilaveseavess 1,854 

RNIN ois asarseratinsé ave 3,360 

Chevrolet Division .... 36,500 
OORVEER  ooaicisssceccceess...- 7,700 
Chevrolet (Std.) .... 28,800 

Oldsmobile Division.. 6,700 
BPI 2 ics isis tastdaneeieviss 1,295 


Oldsmobile (Std.) .. 5,405 


Pontiac Division ......... 8,100 
Pontiac (Std.) ........ 5,100 
MINE assiisidssicesencvace 3,000 

PM MEINE scccscccxscnseiucdsace “auaryssess 

Mie iise css dséaeuussaicaecdiy 1,278 

CHECKER. ...............:..:008 150 





Total Cars, U.S.** ....126,697 


Same 
Week, 
1960* 


11,309 
22,311 
1,358 





145,054 


**Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 


Week 
Ended 
April 22, 
1961 











132 

335 

2,375 

95 

Total Trucks, U. S..... 24,991 
Total Cars, 

Trucks, U.S. ............ 151,688 


Same 

Week, 

1960* 
8,748 
66 
80 
1,317 
7,183 
1,963 
2,350 
341 
503 
421 


2,859 
85 





25,916 





170,970 


Week 
Ended 
April 15, 
1961* 


7,051 
11,116 
2,213 
2,213 





Week 
Ended 
April 15, 
1961* 

6,634 
53 
50 

1,469 





23,489 





137,751 


Jan. 1 
Output, To 

April, April 23, 

to Date 1960* 
21,046 168,060 
38,080 385,791 
71,263 38,438 
6,638 32,129 
625 6,309 
11,147 =138,590 
7,933 138,590 
Bete escusiens 
19,670 195,285 
11,990 103,548 
7,680 91,737 
110,241 654,344 
87,796 548,766 
34,805 165,024 
45,780 354,739 
74,211 29,003 
22,445 105,578 
12,503 32,582 
2,282 8,584 
7,660 64,412 
161,226 1,199,330 
12,542 106,351 
8,947 106,351 
BIPOW  ahescieens 
10,099 60,921 
107,670 728,257 
24,863 107,673 
82,807 620,584 
14,043 141,615 
ee 
11,457 141,615 
16,872 162,186 
11,075 162,186 
eee serstects 
senegnieed 42,610 
3,795 42,610 
454 2,409 





334,842 2,452,544 1,524,381 





dan. 1 
Output, To 

April, April 23, 

to Date 1960* 
21,027 163,987 
164 979 
161 1,463 
4,393 27,588 
22,561 126,518 
4,201 38,521 
9,968 45,259 
566 4,575 
440 4,758 
1,013 6,274 
7,253 42,661 
288 1,482 
12,035 464,065 





406,877 2,916,609 1,859,906 


CANADIAN PRODUCTION—CARS 


Week 

Ended 
April 22, 

1961 
CHRYSLER CORP. .... 1,050 
FORD MOTOR 
GENERAL MOTORS .. 3,950 





AMERICAN MOTORS 175 
SR EEE aanndestecosniuesosses 160 
Total Cars, Canada.... 7,385 


Same 

Week, 

1960* 
1,283 
2,642 
4,921 





8,966 


Week 

Ended 
April 15, 

1961* 
1,052 
2,050 
3,957 
170 
160 





7,389 





dan. 1 
Output, To 

April, April 23, 

to Date 1960* 
3,160 18,681 
6,110 35,889 
11,824 71,219 
Wane. seasdecenes 
480 1,713 
22,089 127,502 


CANADIAN PRODUCTION—TRUCKS 


Week 

Ended 

April 22, 

1961 

CHRYSLER CORP. .... 160 
FORD MOTOR. .............. 400 
GENERAL MOTORS .. 185 
INTERNATIONAL ...... 280 





Total Trucks, Canada 1,625 
“Total Cars, 
i Trucks, Canada ..... 
Grand Total, : 
Cars and Trucks, 


Sat U. S. and Canada....160,698 181,815 146,744 433,746 3,072,488 1,989,887 
*Revised. 


Same 
Week, 
1960* 
105 
553 
966 
255 





1,879 


10,845 


Week 
Ended 
April 15, 
1961* 
163 

397 
780 
264 





1,604 


8,993 





dan. 1 

Output, To 
April, April 23, 
to Date 1960* 
477 2,473 
1,145 6,668 
2,352 14,973 
806 4,263 
4,730 28,377 
26,869 155,879 


22,397 
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94,476 
158,314 
31,840 
29,116 
2,724 
46,735 
34,998 
11,737 
79,739 
48,306 
31,433 
442,563 
362,525 
130,596 
203,849 
28,080 
80,038 
41,235 
10,258 
28,545 
810,185 
73,760 
52,760 
21,000 
53,353 
485,973 
108,923 
377,050 
92,530 
20,406 
742,124 
104,569 
69,038 
35,531 


April 22, 
1961 
99,125 

560 

W71 
19,619 
103,759 
21,065 
44,232 


1961 
13,604 
31,991 
58,427 


see ee 


April 22, 
1961 


2,413 
6,254 
9,965 
3,765 


129,981 


group picked up 36.5 percent on 
41,720 assemblies. 

The medium-price class was the 
only group to show a deficit from 
the previous week, falling from 
22,242 to 22,215 assemblies, while 
the highest-priced group, with Im- 
perial back in operation, rose 7 per- 
cent from 4,216 to 4,510 assemblies. 

ok * * 


(THUNDERBIRD established an 
alltime high for weekly output 
and Falcon and standard Ford each 
hit high points for the year last 
week as Ford Motor Co. production 
climbed to an estimated 41,260 units 
and the highest output by the com- 
pany since the week ended Nov. 5, 
1960, when 41,404 units were built. 

The estimated 2,675 Thunder- 
birds turned out last week topped 
the previous high of 2,663 assem- 
blies during the week ended May 
3 last year, and Falcon’s 12,580 
assemblies represented the second 
highest weekly output on record 
for that car, The alltime high of 

12,635 Falcons was established 

during the week ended Sept. 24 
last year. 

Saturday work was invoked last 
week at Comet and Falcon plants 
at Kansas City, Lorain, O., and 
Metuchen, N. J., and the Lincoln- 
Thunderbird unit at Wixom, Mich. 

The upsurge by standard Ford, 
Falcon and Thunderbird also gave 
Ford Division its highest weekly 
output since the week ended Oct. 
29 last year, when 33,789 cars were 
assembled. 





























oo * * 
Ai*nouse none of its plants 
worked six days, standard 
Chevrolet also hit a high for the 






















Improved Zinc-Steel 
Is Announced by Armco 

MIDDLETOWN, O. — Armco 
Steel Corp. has developed a zinc- 
coated sheet steel for auto bodies. 
The product has been tentatively 
designated “zincgrip,” according 
to W. B. Quail, distribution vice- 
president. 

Quail said the steel has the 
same corrosion-resistant advan- 
tages of any zinc-coated steel but 
that it is more paintable and, 
therefore, is usable for the auto 
industry. It also has better weld- 
ing qualities than previous zinc- 
coated steel, he said. 


year last week with an estimated 
28,800 assemblies. Its previous high 
was the 28,675 units built a week 
earlier, when Corvair also hit a 
high of 8,783 assemblies. Corvair 
declined to 7,700 assemblies last 
week. Corvair moved ahead of 1960 
calendar-year production for the 
first time. 

Only plants that didn’t work 
five days last week were Chevro- 
let at Atlanta; Comet-Falcon at 
San Jose, Calif.; Studebaker at 
South Bend; Mercury at Wayne, 
Mich., and standard Ford at Dal- 
las. All worked four days. 

Last week also marked the end 
of Imperial production at its plant 
in Dearborn. The Chrysler-Dodge 
Polara lines at the Jefferson plant 
in Detroit will be down this week 
to prepare for the addition of Im- 
perial assemblies there next week. 

Also down this week are Chevro- 
let plants at Bloomfield, N. J.; Los 

Angeles; Oakland, Calif.. and St. 
Louis; the Imperial] plant in De- 
troit, and the standard Ford-Mer- 
cury unit in Los Angeles. 

Chrysler Corp, also announced 
last week that it is increasing its 

second quarter schedules another 
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6,000 units to bring April, May and 
June production to an estimated 


174,000 cars. That’s a 45 percent in- 
crease from the 120,234 units as- 
sembled during the first three 
months of this year. 
Studebaker-Packard said it is 
going on a five-day workweek be- 
ginning today (April 24), The com- 
pany previously maintained a four- 
day production schedule for Lark 


and Hawk cars. 


Lewis G. Minkel, S-P marketing 
vice-president, said that the daily 
orders during April have increased 
38.9 percent above March, and 115.2 
percent over the February rate, 

a 4. ok 


Buick to Hike Output, 


Recall 300 Workers 


FLINT.—Buick will recall 300 to 
400 employes about May 1 to step 
up production in line with increas- 
ing consumer demand, Edward D. 
Rollert, general manager, announc- 
ed last week. 

Rollert cited the growing strength 
of both the Special and standard 
Buick series and said the intro- 
duction of the Skylark and the new 
Special coupe in mid-May is ex- 
pected to increase Buick’s market 
penetration. 


Nunez in Paris 


On Simca Plans 


DETROIT.—Development of Sim- 
ca’s new “key dealer” and single- 
line dealer program in the United 
States market is being discussed 
with Simca executives in Paris by 
Peter Nunez, general sales man- 
ager, U.S. Simca sales. 

The Chrysler executive was on 
his first trip to France since his 
recent appointment to head all 
Simca sales in thig country. 

“Simca sales increased 43 percent 
last month over February and we 
expect April to be our largest sales 
month this year,” Nunez said. 





‘Outsiders’ Map Chrysler Course 


(Continued from Page 35) 


company after 10 years of Colbert.” 

A former Chrysler engineer said 
he had been fired for proposing 
economies which had been adopted 
by General Motors and Ford: 

“Its impossible to break 
through the ignorance of our ex- 
ecutive personnel,” he said. 

Harold Reese (Dodge), Lyn- 
brook, L. I., suggested faster de- 
livery of sold-order cars. He said 
he had lost three to five sales last 
year because the Newark (Del.) 
plant had been unable to fill the 
orders in three weeks’ time. 

“You have a great company and 
a product second to none,” Reese 
said, “but your executives won’t 
make a decision, there’s conflict of 
interest at the dealer level and you 
need a new head man for distribu- 
tion.” 

* * * 
Cae replied that sold-order 
deliveries are a greater problem 
for Chrysler than for GM or Ford. 

“With all the problems we’ve had 
recently, sold orders are even more 
difficult than usual,” he said. 

Colbert admitted to a question- 
er that earnings in 1959 and 1960 
were shaved by penalty steel pay- 
ments of $57 million because of 
the steel strike. 

“Had we not bought that steel,” 
he explained, “we could not have 
had the first quarter we did in 
1960.” 

* * oK 
DEALER pleaded with Colbert 
not to close Dodge Main, and 
the chief executive said there were 
no present plans to abandon the 
old Hamtramck plant, 

Colbert defended the Simca tieup, 
noting that the European Common 
Market and the indirect hookup 
with Fiat have made the acquisi- 
tion a “better buy” for the years 
ahead. 

Asked why Chrysler has to pay 
100 banks $750,000 a year to main- 
tain a loan commitment of $150 
million, Colbert said Chrysler had 
feared it would need to borrow off 
this money several months ago. 
Now it would appear that the 
money is not needed, Colbert said. 

“It was very comforting to 
have that money in the loss years 


of 1958 and 1959,” Colbert said. 

“When we arranged for that 

standby credit, we didn’t know 

then we’d be in such excellent 
shape financially new.” 

All Colbert disclosed about 
Chrysler’s first-quarter operation 
was that working capital at March 
31 was about $425 million, some 
$100 million more than at the end 
of 1960’s first quarter. 

He said recent sales upturns indi- 
cate a 20,000-a-day retail rate in 
May and June, approaching the 
rate of the last quarter of 1960, The 
daily sales rate in March was 17,900 
units, or 19 percent above Feb- 
ruary, he said. 

* x * 
a forecast 1961 sales of 
nearly six million cars, includ- 


Rambler Dealer 
Files $14.6 Million 
Good-Faith Suit 


NEW ORLEANS. — Triple dam- 
ages of $14.6 million are asked 
against American Motors in a for- 
mer Rambler dealer’s suit filed in 
Federal District Court here. 

Southern Rambler Sales, Inc., 
whose president was G. C, Grady 
II, accused American Motors of 
violating the good-faith law by 
naming two other dealers in the 
New Orleans area in 1958 and 1959. 

The complaint declares that 
Southern Rambler, squeezed by the 
new competition, was prevented 
from completing a sale of its deal- 
ership last May when American 
Motors gave two prospective buy- 
ers a separate franchise at another 
location. 

The manufacturer also is accused 
of refusing to furnish Southern 
Rambler Sales with “salable” cars 
and of hurting the plaintiff’s busi- 
ness by shipping six-cylinder mod- 
els to the competing dealers, Bernie 
Dumas Buick Rambler, Inc., and 
Colonial Rambler, Inc. 

These actions by the factory 
forced Southern mbler to sur- 
render its franchise agreement as 
of Jan, 14, 1961, the complaint says. 
The agreement was first negotiated 
in January, 1958. 


ing about 400,000 imports, if the 
20,000-a-day rate can be achieved 
next month and in June, 

He warned shareholders, how- 
ever, that the “adverse effects of 
this harassment campaign on your 
company and its sales have been 
real and substantial.” 

The 11 non-management direc- 
tors elected last week are as fol- 
lows: 

James C. Brady, John A, Cole- 
man, Joseph M. Dodge, Jones, 
George H. Love, L. F. McCollum, 
Neil McElroy, R. E. McNeill, 
Robert G, Page, Juan T. Trippe 
and Warren. 

Executives on the new board in- 
clude Colbert, Paul C. Ackerman, 
R. S. Bright, Townsend, F. W. 

Misch, E, C. Quinn. and John D. 
Leary. 

Coleman is the lone newcomer 
to the board. Management retirees 
from the board, giving the out- 
siders their firm control, were E. C. 
Row, L. I. Woolson and C. L. 


Jacobson. 
* * * 


Townsend, Quinn Cite 
Rise in Chrysler Sales 

MINNEAPOLIS.—Sales of Chrys- 
ler Corp. cars began to “perk up” 
last month and are showing a daily 
improvement, Lynn Townsend, 
Chrysler Corp. administrative vice- 
president, and E. C. Quinn, sales 
vice-president said here. There is a 
potential for a good sales year, ac- 
cording to Townsend, 

Quinn said the company has 
moved its sales emphasis from the 
wholesale to the retail level in an 
attempt to help dealers. 

Retail deliveries of Chrysler prod- 
ucts in the Minneapolis zone were 
up 19 percent last month over Feb- 
ruary. 

Public tastes in cars are still 
changing, Quinn commented. 

“A year ago we couldn’t get 
enough six-cylinder engines, and 
had to steal them from our other 
lines for the compacts, But over- 
night, there was a shift away from 
sixes to eight-cylinder cars.” 

Both Townsend and Quinn were 
here for a dealer conference. 
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Autolite Deal Bolsters Chase of GM... 


Ford Plunges Into Aftermarket 


(Continued from Page 2) 


in charge of the Hardware and Ac- 
cessory Divisions. He became gen- 
eral manager of the Hardware and 
Accessories Division in April, 1958. 

Born in Toronto on Jan, 5, 1912, 
French attended Detroit public 
schools and Michigan State Uni- 
versity. 

Ford will continue to supply 
replacement parts to its dealers 
under the FoMoCo label. Mean- 
while, the Motorcraft Division 
will supply the independent after- 
market under the Autolite or Mo- 
torcraft label. 

The independent aftermarket is 
very important to auto companies. 
General Motors has its United Mo- 
tors Service Division which moves 
GM’s parts in the independent aft- 
ermarket. Ford now has a compar- 
able organization, 

* * aa 


— sale of replacement parts, 
particularly those which move 
quickly, is said to be one of the 
most profitable activities for an 
auto company. 

The fast-moving replacement 
parts hold the best profit in the 
aftermarket. Since World War II, 
factory parts sales have not kept 
pace with the growth of the car 
and truck population. More inde- 
pendents have entered the service 
business, capturing a larger per- 
centage of the jobs which call for 
the fast-moving parts. 

When fewer customers buy the 
fast-moving parts such as spark- 
plugs, batteries, mufflers, fan 
belts and gaskets from dealers, 
the factory which supplies only 
the dealer-serviced segment of 
the aftermarket is losing out in 
a profitable field. 

While these fast-moving parts 
make up only a small part of a car 
or truck, they make up the volume 
business in the aftermarket, It has 
been estimated that 70 to 80 percent 
of a typical automotive wholesaler’s 
sales come from about 20 fast-mov- 
ing parts. an ee te 

UTOLITE has not been a domi- 

nant factor in the aftermarket, 
ranking third in sparkplug sales. 
Still, something like $57 million of 
Autolite’s $222 million in sales last 
year were replacement parts. 

The company’s original equip- 
ment sales amounted to slightly 
more than $99 million last year. 
However, that figure is not of great 
value. Autolite, long a supplier of 
electrical equipment to Chrysler 
Corp., lost that business and a big 





Obituaries 


Lawrence J, Foran 
MILWAUKEE.—Lawrence J. Foran, 61, 
president, Larry Foran Ford, died April 6. 
* * + 





William G. Young 
MT, VERNON, Tex.—William G, Young, 
Mt. Vernon Ford dealer, died April 7, 
* * * 


Jack Slayden 
HOLLY SPRINGS, Miss.—Jack Slayden, 
75, partner in a Ford dealership here, died 
April 9, 


* a * 
E. Lee Saum 
COLUMBUS, O.—E, Lee Saum, 57, an 
auto dealer in Thornville, O., died here 
April 11. 
* a * 
L. J. Banes 


HATBORO, Pa.—L. J. Banes, 40, an 
auto dealer here, died April 10 in Phila- 


delphia. 
* * * 


Theodore A, Goebel 
BAD AXE, Mich.—Theodore A, Goebel, 
an auto dealer here and in Bach and 
Pigeon since 1922, died April 9 at the age 
of 79. He was associated in the auto busi- 
ness with his sons, Harold, Clarence and 


Gerhardt. 
* * * 


William D. Shilling 
LOGANSPORT, Ind.—William D. Shill- 
ing, 39, owner of Shilling Auto Sales (used 


cars), is dead. He had operated the firm 
since 1947. 

+ * * 

Cc. C. Geib 


MILLERSBURG, O.—C, ©. Gieb, 82, an 
auto dealer here for 35 years, died April 2. 
+ * * 


C, P, Short 
OWENSBORO, Ky.—C, P. Short, 72, an 
auto dealer here since 1918, died of a heart 
attack. He was with Short Brothers (Chev- 


rolet). 
te * * 


Sherman Roberts 

ROCHESTER, N. Y.—Sherman Roberts, 
62, who operated a Buick dealership in 
nearby Honeoye Falls from 1945 to 1955, 
died here April 9. He quit the automobile 
business to devote full time to horse rac- 
ing. His horses raced at harness tracks 
throughout the Northeast, 





|share of Autolite’s original equip- 
ment sales ended with the end of 
the 1960 model run, 


As the Chrysler business began 
to run out, Autolite stepped up 
its efforts and advertising in the 
aftermarket in a drive to find an 
outlet for its soon-to-be-idle ca- 
pacity. 

There is another area where sales 
of replacement parts are important 
to auto companies. These can be 
volume sales. Any increase in sales 
to the aftermarket of, say, spark- 
plugs spreads the overhead of 
sparkplug production over just that 
much more volume and should re- 
duce costs of manufacturing both 
original equipment and replace- 
ment plugs. 

It has been reported that Ford 
has established a policy that re- 
placement parts will be available 
to dealers at a price equal to the 
best price offered by wholesalers. 

ca * ca 


HERE are a host of other re- 

sults that may well flow from 
the Ford-Autolite deal, although 
some of them are in the realm of 
speculation, 

It is reported that Autolite has 
an alternator ready for production. 
It could be that Ford will join 
Chrysler in offering alternators, 
rather than generators, as original 
equipment. 

There are always possibilities 
that Ford and Autolite will join 
forces in other ventures, Die 
casting is one area where Auto- 
lite already is a factor. 

Once Ford has a solid organiza- 
tion in the independent aftermar- 
ket, there is the possibility that it 
will enter into agreements to sup- 
ply replacement parts to chains of 
service stations or repair shops. 
UMS has such a tieup with the 
Richfield chain of service stations 
and others, 
























* * * 


HE Ford-Autolite deal is bound 

to produce an upheaval in the 
advertising business. Advertising is 
vitally important in the direct-to- 
the-consumer automotive aftermar- 
ket. 

Ford’s agency, J. Walter Thomp- 
son, has been handling the Motor- 
craft advertising. Batten, Barton, 
Durstine & Osborn has been Auto- 
lite’s chief agency and will prob- 
ably lose the Autolite sparkplug 
and battery advertising. Thompson 
handles Champion Spark Plug’s ad- 
vertising which it will probably 
have to give up. 

It is considered almost certain 
that Ford will merchandise some 
products other than sparkplugs 
and batteries through its expand- 
ed aftermarket organization, This 
leads to speculation that Ford 
might acquire other suppliers to 
integrate its original equipment 
production and expand its line of 
replacement parts. 

There were reports that Ford will 
acquire Holley Carburetor Co., a 
longtime Ford supplier of carbure- 
tors and other engine parts, and 
that Ford might take over after- 
market distribution of a line of pis- 
ton rings. 






































* * 


HE Ford-Autolite deal is bound 

to have an effect on the compa- 
nies which used to supply Ford 
with sparkplugs and batteries, al- 
though Ford has not yet announced 
how many of these purchases will 
be discontinued. 

Champion Spark Plug has been 
almost a sole supplier of spark- 
plugs for Ford, while the company 
has purchased its batteries from 
Autolite, Gould-National Batteries, 
Inc., Globe-Union, Inc., and Electric 
Storage Battery Co. 

A Champion statement from 
Robert A. Stranahan, president, 
minimized the importance of the 
Ford-Autolite deal on the Cham- 
pion operation. He said sales to 
Ford had amounted to 6 to 8 per- 
cent of total Champion sales and 
expressed confidence that Cham- 
pion would be able to compete 
successfully for sales in the after- 
market. 

The Ford-Autolite deal is not ex- 
pected to have a major effect on 
the battery business, Due to the 
relatively high freight charge on 
heavy items such as batteries, the 
sales in any one market usually go 
to the nearest factory. 

The Ford-Autolite deal can be 


viewed as a key step in Ford’s long 
march back toward its old position 
of industry leadership. 


For a combination of reasons, the 
company fell behind in the ’30s and 
’40s as first General Motors and 
then Chrysler expanded their in- 
fluence. 

a + ok 

T THE end of World War II, 

Ford set out to reclaim its posi- 
tion in the automotive sun, In 
short, that meant building an or- 
ganization that could grapple with 
the industry leader—General Mo- 
tors—on even terms. 

Ford’s effort to rebuild has taken 
many paths and has met many 
successes but is perhaps best 
known to the general public for its 
one major slip. 

The move started right after 
World War II when a corps of 
seasoned executives was brought 
in to the company to set the 
house in order. One of the key 
jobs was setting up the account- 
ing systems that make a modern 
corporation tick. Another pro- 
gram built up a string of mod- 
ern, competitive plants, 

In just about every area where 


HELP WANTED 





District Sales Managers: 


New subsidiary of old established com- 
Pany offering new sales promotional pro- 
grams and incentive plans to automobile 
dealers and other businesses, requires the 
services of District Sales Managers in 
Michigan, Illinois, Missouri, Texas, Geor- 
gia, Tennessee, Florida, Pennsylvania, New 
York, Oklahoma, Massachusetts, Califor- 
nia, Oregon and Washington. 

This prestige position offers a unique 
opportunity to the unusual man for earn- 
ie in excess of $25,000.00 annually. 

he men we want will be between the 
ages of 28 and 50, have a background as 
a successful automobile dealer, general 
manager, sales manager, or have execu- 
tive sales experience in an allied busi- 
ness. 

Successful applicants must be able to 
furnish excellent references and stand a 
thorough investigation of their character 
and ability. Good health and neat ap- 
pearance is a must. 


If you want top immediate earnings 


plus outstanding future opportunities and 
have the desire and determination to at- 
tain your goal, contact us now. 
SALES CONSULTANTS 
OF AMERICA 
100 Landmark Bidg., Spy Run at Tennessee 
Fort Wayne, Indiana 





SALES CLOSER WANTED—Needed, sales 


manager to close our salesmen’s deals 
and control salesmen. We will pay big 
money to the man who can relieve the 
owner of these duties. Our salesmen are 
not allowed to close deals, Qualifica- 
tions: Age 35-42, excellent health, sober, 
good personal habits— and a terrific 
closer. Our franchise is Rambler and 
English Ford, having been on the same 
corner for thirty prosperous years, We 
started before the depression of the 
thirties with the Nash franchise and 
have held it ever since. We finance most 
of our own paper. Write résumé of expe- 
rience to: Southern Motors of Savannah, 
Inc., 301 East Broughton St., Savannah, 
Georgia, Att.: Julius Kaminsky, Presi- 
dent. 


FINANCE MAN 


Growing company in Southeast of- 
fers opportunity for man with three 
years or more loan or finance ex- 
perience. Good salary, share in 
profits, retirement plan, good work- 
ing conditions. Our policy is to pro- 
mote from within but rapid expan- 
sion has exhausted supply of trained 
men. Our employes know of this ad. 
Write Box 2448, c/o Automotive 
News, Detroit 7. 

























CLASSIFIED WANT ADS 
BRING RESULTS 











Ford Exhorts Industry 


To Keep Hands Clean 


MINNEAPOLIS. — Henry Ford 
Ii, chairman of Ford Motor Co., 
last week called on the nation’s 
corporate executives to “keep 
their houses in order.” 

If they fail to do so, he said, 
they should have the “plain guts” 
to say: “This is our failure. We 
are chagrined and sorry. It will 
not happen again” and then take 
positive steps to see that it 
doesn’t happen again. 





General Motors had a lead and 
Ford was suffering because of that 
lead, Ford set out to meet GM on 
an equal. footing. 
+ * * 

ENERAL MOTORS had finance 

and insurance companies. Now 
Ford has finance and insurance 
companies, General Motors owned 
outright most of its key foreign 
units. At great expense, Ford has 
increased its stake in the world 
market. 

At one time, Ford and Chevrolet 
were competitive in the truck mar- 
ket but Ford had little to match 
General Motors’ GMC trucks in the 
heavy-truck market, Now, Ford 
matches Chevrolet and GMC 
through the entire market, 

For the general public, the 


HELP WANTED 


SALES MANAGER for well established 
volume metropolitan Chevrolet dealer in 
New England, Wide open for advance- 
ment with ‘‘buy-in’’ opportunity for am- 
bitious, fair-minded gentleman, Must be 
a good organizer and strong closer. Guar- 
anteed salary $9,000-$12,000 plus the 
highest profit-sharing plan in this vicin- 
ity, Will only consider a reliable family 
man with excellent references. Please 
state full particulars in first letter with 
photograph, Box 2443, c/o Automotive 
News, Detroit 7. 





MOTOR TRUCK SALESMAN with special 


qualifications, presently employed by 
large truck manufacturer, experienced 
truck mechanic and parts salesman, ex- 
perienced tractor-trailer driver and dem- 
onstrator, well versed in motor truck 
specifications, Well known in Southeast- 
ern United States. Wish to specialize in 
diesel operation, For top references or 
interview write Box 2438, c/o Automo- 
tive News, Detroit 7. 


A GOOD SALESMAN, sixty years old, who 
has been in the same location thirty 
years in Northern volume dealership, has 
handled every job except parts depart- 
ment from time-to-time, but prefer serv- 
ice promotion or used car selling. Was 


officer in World War iI, have been 
Protestant layman and civic leader, want 
to move to a comfortable Southern city 
and work for a _ sound, conservative 
dealer who wants a sober, industrious, 
healthy man that he can trust, Am 
tired of extreme Northern weather. Write 
Box 2439, c/o Automotive News, De- 
troit 7. 


SIXTY-ONE YEARS OLD, was top-notch 
factory fleet, sales promotion and dealer 
management executive, then organizer 
and developer of a chain of successful 
dealerships, Prominent in association and 
civic affairs, familiar with wholesale and 
retail problems with both foreign and 
domestic cars, Healthy, energetic and 
ready to do a real job, Am too young to 
stay retired, would like some job in the 
Southern territory—stationary or travel- 
ling, Minimum starting salary, Box 2441, 
c/o Automotive News, Detroit 7. 


MANAGEMENT POSITION—Married, two 
children. Son of auto dealer since 1910, 
seventeen years’ experience, Dodge-Plym- 
outh-Chrysler. Owner seven years. Box 
2421, c/o Automotive News, Detroit 7. 


GENERAL MANAGER—sales manager— 
well qualified to take complete charge. 
Factory references ‘‘Big Three.’’ Box 
2422, c/o Automotive News, Detroit 7. 


SERVICE MANAGER—Experience second 
to none, quality volume, GM, Ford; 
Florida resident last five years. Knowl- 
edge gets respect owners, personnel, fac- 
tory. Box 2434, c/o Automotive News, 
Detroit 7. 

SERVICE MANAGER, 15 years’ experi- 
ence, A-1 references, Now employed in 
Florida, Box 2444, c/o Automotive News, 
Detroit 7. 














— 


most notable Ford effort to mect 
GM was the launching of the 
Edsel to aid the Mercury line in 
meeting GM’s Buick, Oldsmobile 
and Pontiac lines in the medium- 
priced field. The market wouldn’t 
take the Edsel and it became the 
major slip in Ford’s effort to 
match GM, 

However, Ford’s Falcon has 
made up for the Edsel flop by es- 
tablishing sales leadership in the 
compact-car field. 

Once Ford is established in the 
business of making electrical parts 
and in selling to the independent 
aftermarket, there will be few 
areas where it will be outgunned 
by GM. US 

ea 


ERE are some nonautomotive 
lines where Ford has made no 
effort to match GM. In addition to 
its car and truck business, GM is 
a major factor in such areas ug ap- 
pliances, road machinery and loco- 
motives. 

On the other hand, there are 
areas where Ford has had a lead 
on GM. Ford has been a more 
integrated producer for years 
with its own steel and glass fac- 
tories. The company also is a fac- 
tor in the farm tractor business. 

Looking ahead to the likely area 
for the next Ford move, industry 
speculation generally comes to rest 
on production of steering equip- 
ment. GM currently supplies Ford 
with these items. 

































POSITION WANTED 


AGGRESSIVE, YOUNG GENERAL MAN- 
AGER or general sales manager, Nine 
years’ experience in fast-moving opera- 
tion as part owner, capable of handling 
new and used car sales departments, 
parts and service, factory relations, busi- 
ness management, finance and insurance, 
advertising and promotion, Top closer. 
Salary plus percentage with or without 
buy-in arrangement, Best of references. 
Box 2425, c/o Automotive News, De- 
troit 7. 


WHOLESALE REPRESENTATIVE, 
PARTS OR SERVICE MANAGER 
seven years Chrysler Corp, parts man- 
agement, four years Chevrolet service 
management, four years MoPar repre- 
sentative. Extensive knowledge of Dodge 
trucks. Family man, will relocate, Top 
references, Available immediately. Box 
2449, c/o Automotive News, Detroit 7, 


FLORIDA DEALERS! READ THIS! 
Available at once, automobile man, 36- 
year-old live wire who thrives on a 12 
to 13 hour work day, 16 years’ experi- 
ence, wants to relocate in Miami or 
south Florida area, Just sold business in 
North, Volume experience in new cars, 
used cars, used-car buying and apprais- 
ing, leasing and imports, Excellent ref- 
erences. Interested in position with ag- 
gressive volume dealer or position with 
smaller dealership with eventual possi- 
bility of buying in, Full résumé and 
Photo on request, Reply Box 2450, c/o 
Automotive News, Detroit 7. 


GENERAL MANAGER-SALES MAN- 
AGER, sober family man, presently em- 
ployed, well qualified with ‘‘Big 3’’ ex- 
perience. Has factory approval, desires 
to relocate Midwest-West with stock op- 
tion or buy-in-buy-out opportunity, Reply 
in confidence to Box 2452, c/o Automo- 
tive News, Detroit 7. 


GENERAL SALES MANAGER — Family 
man, age 34, fourteen years’ experience 
in all phases of dealership operation — 
straight or system type. Association with 
Ford, General Motors and Rambler, ca- 
Ppable of responsibilities, well qualified, 
can produce. Not afraid of work, pres- 
ently putting in fourteen hours per day 
with volume dealer as sales manager. 
Desire buy-in arrangement or future op- 
portunity, Prefer Southwest or West 
Coast, Box 2445, c/o Automotive News, 
Detroit 7. 


ACCOUNTANT, 35 years of age, over 12 
years’ experience as accountant-office 
Manager or internal auditor for multi- 
dealer operation. Reply Box 2426, c/o 
Automotive News, Detroit 7. 


MANUFACTURERS AGENT — Sales or 
service, under 40, excellent references. 
Last ten years factory parts and service 
representative. Prefer middle Atlantic 
states. Box 2420, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS AVAILABLE 


HANDLING OLDSMOBILE-DUAL, South- 
ern California—Selling over 500 new cars 
a year, located near Los Angeles, in one 
of California’s most prosperous towns. 
68,000 sq. ft. of sales and service area, 
362 ft. frontage. Facilities that anyone 
can be proud to show. Other business in- 
terest reason for offer for sale. Box 2436, 
c/o Automotive News, Detroit 7. 


SEMI-RETIRE IN FLORIDA—60 car deal- 
ership handling GM, right on coast, Won- 
derful fishing and boating area, Easily 
pay out in two years. No real estate, 
accounts or used cars. Box 2429, c/o Au- 
tomotive News, Detroit 7. 
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DEALF.RSHIPS AVAILABLE 


SOUTHERN CALIFORNIA — Dealership 
handling Rambler, selling over 600 new 
cars per year, beautiful facilities on 
Automobile Row in one of California’s 
best automobile towns of over 400,000 
people. Well equipped shop, beautiful 
showroom with a fine going business. A 
real capable organization on hand to 
keep your business going when you take 
over. Other business interest in a dif- 
ferent field reason for sale. Box 2435, 
c/o Automotive News, Detroit 7. 


SOUTHERN CALIFORNIA — Dealership 
handling Rambler—Located near Los 
Angeles, very low overhead, rent for 
used car lot and fine sales and service 
facilities $1,000 per month. Equipment 
and parts and accessories all you have 
to buy. Used cars for sale if you wish 
to buy them. Good service business, with 
low supervision cost. A trading area of 
over 300,000 people in one of Los Ange- 
les county’s best business sections. Other 
business interest in a different field rea- 
son for offer to sell. New car sales 375 
per year. Box 2437, c/o Automotive 
News, Detroit 7. 


DEALERSHIP HANDLING CHEVROLET, 
35 miles from Denver. Excellent agri- 
cultural area, planning potential 60. 
$16,000 full price. Inquire L. W. Burch- 
field jr., Box 207, Strasburg, Colorado. 
MArket 2-2811. 


DEALERSHIP HANDLING OLDSMOBILE, 
Rambler and GMC, central Washington 
city, 6,000 population — 20,000 trading 
area, Will sell for inventory of parts 
and equipment, Building for sale or 
lease. Box 2446, c/o Automotive News, 
Detroit 7. 


DEALERSHIP HANDLING FORD in Cen- 
tral New York, 250 new units per year. 
$25,000 parts and equipment, buy or 
lease building. Box 2447, c/o Automotive 
News, Detroit 7. 


AGENCY HANDLING RAMBLER, 300 car 
potential, low investment, lease building. 
Showing good profit. Central Ohio. Box 
2440, c/o Automotive News, Detroit 7. 


DEALERSHIPS WANTED 


CHEVROLET OR CADILLAC DUAL — 
400-500 car deal in Midwest. Would 
consider buy-in to larger deal. Box 2430, 
c/o Automotive News, Detroit 7. 


DISTRIBUTORS WANTED 


DEALERS WANTED 
For the “Rempco” line of 
Steel Shelving, Lockers and Cabinets 
Write: 
RENIE METAL PRODUCTS CO. 
MANSFIELD, OHIO 











DISTRIBUTORS WANTED FOR 
CORDLESS ELECTRIC SHAVER 
German. High quality. Runs on 2 baby flash- 
light batteries. $12.95 retail. Attractive deal. 

Sample $7 prepaid. 
Sole distributor for U. S. 
TRANSWORLD TRADING CO. 
565 Sth Ave., New York 17, N.Y. OX 7-8770 





DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Tools 
For Sell Agreements, Annual Fiscal 
one tone Banking and Insurance 


Write for free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland ~ Detroit 27, Michigan 
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DEALER SERVICES 


ARE YOUR PROFITS 
SATISFACTORY? 


OLD LINE DEALER, HANDLING ONE CAR 
FOR OVER 25 YEARS, HAS SIMPLE FOR- 
MULA AND METHOD FOR OBTAINING 
MAXIMUM NET PROFITS. TELLS YOU 
QUICKLY EVERYTHING TO DO. DEALER 
HAS MADE CONSISTENTLY HIGH PROF- 
ITS EVERY YEAR. GOOD FOR AIL SIZE 
DEALERS HANDLING ANY MAKE. INVEST 
$25.00 AND YOU SHOULD BE REPAID 
MANY, MANY TIMES. DEALER'S NAME 
UPON REQUEST. 


Box No. 2451, c/o Automotive News, De- 
troit 7. 











1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘61 edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, eae co Company, 
Liberty, 


These Ads Really Sell Cars! 


Dealer clients happily paid an average of 
$100 each for these hard-hitting, soli 
ing new car ads. They really sold 


-sell- 
cars, 
will probably work for you, too. Easily 
adapted, wa on you need. 
YOU GET THE SAME FOR $5 
All five ads for $5. ae guaranteed. 
Tarrant Adv. Agency, 252 Whalley Ave., 
New Haven, Conn. (No Conn. dealers.) 





BUSINESS OPPORTUNITIES 


AUTO PARTS BUSINESS, new and used. 


1960 sales $165,000.00. Established 25 
years, top-notch location and trade area, 
Southern Illinois, Priced right for quick 
sale. Box 2442, 
Detroit 7. 


c/o Automotive News, 


FOR SALE OR LEASE: Modern auto ga- 


rage and showroom plus lot in northwest 
Detroit. Ideal for auto parts, Reasonable. 
Call BRoadway 3-2840. 


CARS FOR SALE 


IMPORTANT NOTICE 





61 Volkswagens 


Fully Americanized 


e 
IN STOCK 
Immediate Delivery 






Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 


N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 










CARS FOR SALE 


clean used cars! 
you need ’em— 


HERTZ 


has ’em! 





All in top shape, clean and sharp —real bell ringers! 
Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts! 

You name it, we’ve got it—in fast-selling colors — 


equipped with power steering, R & H, automatic trans- 
mission, many with power brakes — the works! 


1959 and ’60 models are now available at Hertz offices 


across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


or 
write: 


Mr. I. E. Spatig, The Hertz Corporation, 


660 Madison Avenue, N. Y., Tel. PL 2-2000 





CARS FOR SALE 








Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 


"59 Ford 
CABS 


6 CYL.—STAND. TRANS. 


TOP 
QUALITY 


Better than 
Average 


‘375 
‘275 
MARTIN 


MOTOR SALES 


1431 Bruckner Bivd., Bronx, N. Y. 
Ti. 1-7300 








WILL WHOLESALE 


700 1960 & 1961 MODELS 


Rambler Americans—All Type Compacts 
Fords—Chevrolets—T-Birds—Buicks 
Pontiacs—Cadillacs 


SEDANS—HARDTOPS—CONVERTIBLES 
low mileage—Clean cars 
Delivery Arranged 
MORSE NATIONAL 
CAR RENTALS 
Miami International Airport 
Miami, Florida 
Phone: NE 3-8655 





USED CARS WANTED 


LIMOUSINES—8 passenger—new and used. 
Dennis Distributor, 4804 N, Saginaw St., 
Flint 5, Michigan, 


CADILLAC LIMOUSINES and hearses — 
sharp, late models only, Franz Ridgway, 
BE 4-6611, 2836 N, E. Sandy, Portland 
12, Oregon. 


WANTED CARS 
"59 —'60—'61 
One of California’s Biggest Dealers. 


BONDED-STANWAY MOTORS 


790 Van Ness Ave., San Francisco 2, Calif. 
TUxedo 5-6267 








WANTED—Late model wrecks and police 
cars. Ed Matt, 55 Madison Ave., Pater- 
son, N, J. Sherwood 2-4488. 


REPOSSESSION SERVICE 





QUIGLEY’S REPOSSESSION SERVICE— 
HO 3-0257. We repossess anything, any 
time, anywhere, 8127 Broadway, Lemon 
Grove, Calif, (suburb of San Diego). 








$200.00 REWARD: For information lead- 

ing to the recovery of the following ve- 
1960 Chevrolet Corvair 4-dr, se- 
dan, #00769W257833; 1960 Chevrolet 
Biscayne 4-dr, sedan, #01119F264421. 
These cars were at one time in posses- 
sion of Al Sizer, owner of the American 
Car Leasing Co., 1038 Cicero Ave., Chi- 
cago 44, Ill, Call Collect SPring 5-1971, 
Mt, Pleasant, Mich. 


hicles: 





PARTS FOR SALE 


39 


MISCELLANEOUS 


ei A I cee reer 
LLOYD PARTS for all models, Complete | St aiiaaaes 


stock, Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491, 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cats- 
kill, New York, Phone: 2000. 


COMPLETE STOCK, BMC and JAGUAR. 


Will sacrifice far below dealer cost. 
Keil’s, Inc., Wilmington, Delaware, OL 
4-5161. 


ACCESSORIES FOR SALE 


CUSTOM SEAT COVERS 


Fiber, $9.75; Saran Plastic, $12.75; 
Clear Plastic, $11.25 


For any make of car in blue, green, 
gray colors. Drop arm $2.00 extra. 
and fit guaranteed. 


CUSTOM CARPETS, $9.50 


Seven beautiful colors for any make of car. 
Above prices include tax. 
F.0.B., Cambridge, Mass. 


Dealers—write for free catalog. 


York Manufacturing Co. 


1971 MASSACHUSETTS AVE. 
CAMBRIDGE, MASS. 





red or 
Quality 





TRUCKS FOR SALE 


1958 T-800 FORD TRUCK, tandem drive 
with auxiliary transmission, $3,000; 1953 
Chevrolet 1%-ton wrecker with 10-T. 
power winch, $650. Apply at Clark’s 
Auto Parts Co., 1409 W. Broad St., 
Savannah, Georgia. 


SHOP EQUIPMENT FOR SALE 


$58,000 WORTH OF SHOP EQUIPMENT 
used for rebuilding motors and transmis- 
sions—at liquidating prices, These include 
such items as crankshaft grinders, turret 
lathes, boring bars and every device for 
motor rebuilding. Apply for list at 
Clark’s Auto Parts Co., 1409 W. Broad 
St., Savannah, Georgia. 








ONE BEAN FRONT END MACHINE— 
no visualizer; one Sun 12-volt motor 
analyzer; one distributor machine; one 
battery tester; one voltage regulator 
tester; one Alemite oil bar; one drain 
unit; one pressure lubricator; two lube 
pumps; one single post hoist, Schieber 
cae Inc., Galion, Ohio, Phone: HO 


MISCELLANEOUS 


NEW ROADKING 
0 


Standard Four Point Hookup $ 
with Regular Draw Beam 
Universal Wrist Action Bar 

COMPLETE WITH a ~§ 50 
ABLE LONG 36” 

BEAM BAR AND STEERING 

GUIDE CABLES 


TRAIL KING * $9750 
DAD 6 5 5.0: 37 


BALL ‘ 
Compac-Tow Intra- * $3750 
State Tri-Bar .... 

* SPECIAL, 3 FOR $100.00 


Automatic BraKinG 


WITH THE UNIVERSAL ~ 45 
“WRIST ACTION" 5] 
Incldg. BRAKE HOOK-UP 





ANTITY USERS—-GET OUR 
DIRECT FACTORY DEAL 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect “3 2700°r30:. 


40 So. Clinton St., Chicago 6, Ill. 





SEE PAGE 22 
for the nation's 
TOP AUTO AUCTIONS 





WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


& 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


e 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
& 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


e 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 


Dealers’ 25% Discount .......... 17.45 
Seontund pose  targe $52.35 
Adapter Clamps Fed. Tax. Inc. 
THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory 
Dealers’ 25% Discount 


Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 


$44.85 


Fed. Tax. Inc. 


"ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.O.B. Factory ................ $51.00 
Dealers’ 25% Discount .............--cse-s000 12.75 
Dealers’ Net with 2 

Somedard Be Large $38.25 
Adapter Clamps Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


“Leaders in the Industry 
since 1939" 
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New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 


AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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ORIGINATED BY SEALED POWER...PROVEN IN SERVICE... 


The best metal for oi! rings is Stainless Stee!/ 


Back in ’538, Sealed Power accepted a 
challenge... to develop a better oil ring 
for modern, high compression engines. 

Four years later, after time, talent and 
money were poured into the project... 
after scores of test engines were dyno-run, 
Sealed Power engineers and metallurgists 
proved one thing: the best metal for oil 
rings is Stainless Steel. 

Manufacturers who produce over 85% 
of all U. S. cars specify Stainless Steel oil 


rings for original equipment and for serv- 
ice. More than 50,000,000 have been 
factory installed. 

Why? Because Stainless Steel won’t 
rust or corrode and it resists pitting and 
etching of gases. The result is greatly re- 
duced carbon build-up and longer ring life. 

Sealed Power Stainless Steel oil rings 
retain efficient tension despite high tem- 
peratures, they side-seal, prevent oil pump- 
ing. They’re proven... not experimental. 


Sealed Power Preferred Performance 


PISTONS « PISTON RINGS «+ SLEEVES « SLEEVE ASSEMBLIES » SEALING RINGS FOR ALL APPLICATIONS 


SEALED POWER CORPORATION, MUSKEGON, MICHIGAN « ST. JOHNS, MICHIGAN ¢ ROCHESTER, INDIANA e STRATFORD, ONTARIO ¢ DETROIT OFFICE © 7-236 GENERAL MOTORS BUILDING ¢ PHONE TRINITY 1-3440 
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